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tools for cutting and 


ib attachment. 
threading pipe. 


YOU CAN SELL BEAVER TOOLS 
WITH FULL CONFIDENCE 


When you sell Beaver Tools you know your profits will not be 
eaten up by “‘call backs.”” In addition to trouble-free service, you will 
find special Beaver features make your selling job easier. 


Look at these tool-selling advantages found in Beaver’s time-tested, 
Portable Model C Power Drives . . . without fuss they convert hand 
tools into modern electric tools to cut, thread and ream pipe: 


1—Fully enclosed gear case... gears run in oil; 


2—Patented outboard pipe steady-rest ... prevents pipe whip 
from ‘“‘rocking’’ the spindle—better threads; 


3—Patented safety latch .. . prevents dangerous rotation of pipe- 
tool handle; 


4—Motor exposed .. . for ventilation and accessibility; 
5—Model C-2, vise equipped . . . may be used by two men; 
6—Standard 1/8" to 2” heavy duty chuck. 


Send for literature and data which you can use for sound, profit- 


able selling. 


Y Y, Y CW's Of J tk get 
BEAVER PIPE TOOLS, INc. 


216-300DANA AVE. WARREN, OHIO, U.S.A. 


Model C- | —Converts hand Model C-2—Portable Unit 
tools into electric power ee es Tee 












Note rugged interior construction 
— with gears running in oil. 





Threading 8" pipe in six minutes 
with Beaver 80 E-threader 
and Model C. 


Model C-2—Here two men work 
without interference. 
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The Cover 


The 


self-explanatory. To use a modern 


cover set-up seems to us 
writer’s technique—an outlook is 
an outlook, is an outlook — and 


that’s what we’ve given you. 


Because of the close relationship 
between the distributor salesman’s 
activities and _ general business, 
Dexter M. Keezer, Director, Dept. 
McGraw-Hill Pub. 
Co., was asked to prepare this Out- 
look for 1949. You will remember 


Mr. Keezer as one of the principal 


of Economics, 


speakers at the Atlantic City Con- 


vention in 1947, 
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SCREWS 








THE HOLO-KROME SCREW CORP. HARTFORD 10, CONN. 
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Free Catalogs On Request! 


There's no question about the 
high quality of Link-Belt Ball and 
Roller Bearings. 


Considering the precision man- 
ufacturing processes, the skilled 
use of the most modern equip- 
ment under closest control, and 
the years of scientific research to 
furnish industry with longer-last- 
ing, more efficient bearings, it is 
little wonder that ‘‘Link-Belt’’ 
quality is unquestioned. 














LINK-BELT COMPANY 


Indianapolis 6, Chicago 9, Philadelphia 40, Atlanta, 
Dallas 1, Minneapolis 5, San Francisco 24, 
Los Angeles 33, Seattle 4, Toronto 8. 





TAKE QUAL/TY FOR GRANTED 


speciFy L/INK-BELT satt AND ROLLER BEARINGS 


Eliminate all guesswork — 
specify ‘‘Link-Belt’’ on your next 
bearing order. Choose with the 
utmost confidence from the 
COMPLETE Link-Belt line... 
various mountings and sizes for 
practically all types of industrial 
applicatiotts. 

Good supplies of these popular 
bearings await your commands at 
distributor’s and Link-Belt stock- 
rooms throughout the nation. 


11,327 


LINK-BELT 


BALL AND ROLLER 


BEARINGS 
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Dodge develops outstanding pow- 
er transmission products, as proved 
by the big success of Dodge-Tim- 


ken Bearings on millions of indus- 
‘ 


try’s toughest jobs. 


Dodge-Timken Bearings are sup- 
plied promptly from stock in four 
basic types and a wide range of 
sizes to meet an almost limitless 
variety of anti-friction problems. 


Dodge also produces Ball Bearing 
Pillow Blocks which, with Dodge- 
Timken Bearings, comprise the fa- 
mous ‘’30,000 hour line.’’ Write 
for complete bulletins. 


DODGE MANUFACTURING CORPORATION 


Mishawaka, Indiana 





Copyright, 1948, Dodge Mfg. Corp. 


of Mishawaka, Ind. 


It was Dodge who took the famous 
Timken Bearing, mounted it, sealed 
it, housed it and delivered a pillow 
block of new high quality—fully 
assembled, ready to lock on the 
shaft and carry the power loads of 
industry with new efficiency. 


CALL THE TRANSMISSIONEER 


He is your local Dodge Dis- 
tributor—factory trained — 
qualified to suggest ways to 
improve your machine per- 
formance, increase production. 
Look for his name under “’Pow- 
er Transmission Equipment” 
in your classified phone book. 



























IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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PERMATEX COMPANY, | 
BROOKLYN 29, N. Y. 
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YOUR CUSTOMERS 


in Face of Rising Costs 


RESPONSIVE CHORD: Ask your customers to 
BURRING figure their costs on their burring, fin- 
FINISHING ishing, cleaning and polishing opera- 
CLEANING tions—including close-tolerance, pre- 
POLISHING cision work. Then recommend cost- 

saving Brightboy, which can combine 
all these steps into a single time and cost-saving opera- 
tion—and watch the way your customers respond! 

The simultaneous action of Brightboy’s rubber and 

abrasive strikes an entirely new note 
in finishing! 





ABRASIVE 


RUBBER 


COMPLETE HARMONY IN YOUR ABRASIVES SERVICE: 
You need Brightboy to round out your abrasives service. 
Many of your customers are already using this versatile, 
pioneer. rubber-bonded abrasive. Ask the Brightboy 
service department for cooperation in suggesting cost- 
saving methods to your customers, and for specific solutions 
to customers’ finishing problems. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO., NEWARK 7, N. J. 
WELDON ROBERTS 


Brightboy 
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ATKINS 


| Cer Steet BLADES 






Check THESE TYPICAL 


CUTTING REPORTS 








160 CUTS 

Atkins “‘Silver Steel’’ Blade made 
160 cuts through 6” diam. S.A.E. 
X1335 (approximately 4512 sq. 
ins.) Blade still good. 


4270 SQUARE INCHES 
After cutting 4270 sq. ins. of S.A.E. 
X1335 Atkins Blade still good for 


a, 


THESE 
FACTS MEAN 
..» MORE SALES FOR YOU 


Sell Atkins and you sell the kind of proved performance illustrated by 
the reports ot right...the kind that makes Atkins users come back 
again and again for the blade that cuts their metal cutting costs. And 
this holds true not only for Atkins power hacksaw blades, but for hand 
blades as well. To step up your percentage of repeat orders, stock 
and sell the full line of Atkins “Silver Steel” Hacksaw Blades. They're 
the famous blades with the “Blue Ends”— the easiest and fastest cut- 
ting hacksaw blades your customer can use. 


more. 


32 CuTS 

Atkins Blade made 32 cuts through 
4" dia. stainless steel (Type No. 
303) at average 12” per cut. 








After 610 cuts on 3” S.A.E. X1335 
Atkins Blade in good condition. 


165 CUTS 

After 165 cuts through 6” diam. 
S.A.E. X1335 Atkins Blade in 
good condition. 


v 
v 
V 610 CUTS 
V 


E. C. ATKINS & COMPANY * Home Office and Factory: 402 S. Illinois St., Indianapolis 9, Indiana 


Branch Factory: Portland, Oregon © Branch Offices: Atlanta ® Chicago ¢ New Orleans * New York © San Francisco 





MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 


“aTeims always antag” 


Power and Hand Blades Milling Saws Slitting Saws Segmental Cold Saws Metal Cutting Bands 
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Partnership 




















AS AN OIC DISTRIBUTOR 
YOU=— 


* Sell the best. OIC valves are made 


by specialists in valve manufacture. 


* Handle a complete long line. Give 
your customers the right valve for 
the job. 


* Receive the backing of. powerful 


national advertising. 


* Get such modern sales aids as 
training meetings, catalogs, valve 


replacement charts, engineers’ ‘‘clinics.” 


* Get prompt, courteous delivery on 


all orders. 
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AS A PARTNER OF OIC... 
| YOU GET COOPERATION — NOT COMPETITION! 












Partners usually get together because one of the partner's abilities 
complement those of the other. A partner can’t be a competitor! If they’re 
continually trying to outdo each other at the same job, they’re skating on 
thin ice! For this reason, OIC’s distributor policy can be stated quite simply. 


OIC makes the valves. You sell them. 


But it’s not a cut-and-dried ‘‘you stay off my territory and I'll stay off yours” 


proposition. OIC gives you modern sales aids to help you sell. 
If that’s the way you like to do business, drop us a note. Our representative 


will gladly explain the OIC “partnership” franchise in detail. 


The Ohio Injector Company 


Wadsworth, Ohio Coicy 


IN VALVES 

















STEEL- IRON - BRONZE 


VALVES 
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Top-flight Leaders in Mill Supply Industry 


Enable Donnelley’s to Achieve 


Outstanding Catalog Record 


* 


* 


* 





Delivery of Completed Catalogs on Fastest Schedule 
Minimum Effort by Customer 


2356 Total Catalog Editions 
Involving 1270 Repeat Order Editions 


159 Catalog Editions Completed Since VJ Day 
Involving 118 Repeat Order Editions 


Catalog Headquarters for Over 40 Years 


Present Staff Totals 450 Years of Catalog E'xperience 


Quality printing and binding, backed up by an efficient catalog compiling staff, 
have made Donnelley’s the country’s catalog headquarters. Its catalog staff is 
widely experienced and has a thorough understanding of the problems involv- 
ing mill supply catalogs. This extensive “know-how” is available to help you 
solve your particular catalog problems—and consulting with us, remember, 


places you under no obligation. 


R.R. DONNELLEY & SONS COMPANY : The Lakeside Press 


350 East Twenty-second Street, Chicago 16, Illinois 
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ew catalog in your hands J 





Now you.can buy Bay State oil stones! 
The same top quality that has made other Bay State abrasive 
products famous throughout the world is now available in 


a complete packaged oil stone line. 


BAY STATE ABRASIVE PRODUCTS CO., WESTBORO, MASS., U. S. A. 
Branch Offices & Warehouses, Chicago, Cleveland, Detroit. Distributors, All Principal Cities 


Send coupon today for this practical handbook, complete with list price and discount data. 


To Bay State Abrasive Products Co., Westboro, Mass. 


| Please send your new oil stone catalog immediately. | 
i RR siassnciccsnsnsheatichtennbieSieesdesananeinannbaniana ieciopeehaleliehinattiieieatineaiuasiatnitieginen | 
ee 
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STAT 5 [_ Individual waged 


of Performance Consistently Duplicated 
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BEAT HIGH COSTS WITH HIGH PRODUCTION 






























with “TOLEDO” 


oe Good tools make a tremendous difference in 
productivity...sending your production UP... 
and costs down. Give your mechanics the tools 
preferred by thousands of experienced hands... 
specify TOLEDO Pipe Tools and Power Pipe 
Machines! You will like their simple, sturdy con- 
struction ... compactness and light weight for ease 
of handling ...and the smooth, clean-cut, leak-proof 
threads produced by Toledos. You will like Toledo 
performance—in hand tools or power 
equipment—to do the work easier... 
faster . . . and reduce costs! The 
Toledo Pipe Threading Machine Co., 
Toledo, Ohio. New York Office, No. 
2 Rector Street Building. 







RELY ON p LEADER 


One man using a Toledo Port- * 
able Power Drive with Toledo 
hand threading Tools can cut a 
2” thread in 18 seconds, 4’ 
threads in less than 2 minutes. 





te 


sli j x Toledo 3-Way Threader, %%”’ to 1” 
Toledo No. 999 Power Pipe Machine threads -_ pipe... other Toledo Hand Threaders 
2” pipe in 22 seconds, cuts off 2” pipe in 10 for up to 12” pipe. 
seconds. Portable... 1%’’ to 2” pipe incl. 
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SALES BUILDERS FOR YOU 


Certified case studies like this, in 35 industrial 
publications reaching 1,000,000 key men every month— 


widen your markets by showing industry profitable soldtions to ent 
production problems . . . with Walker-Turner Machine Tools. 
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HARLEY-DAVIDSON « PERFORMS 


140 SEPARATE OPERATIONS 





Model D-1101X Power Feed. Price: 
less motor and column $245.25 
$170.00* 


D-1100X Hand Feed. 


WITH WALKER-TURNER 20” DRILL HEADS 


@ 4205 


Walker-Turner Light Machine Tools solve a dual 
problem for the Harley-Davidson Motor Co., Mil- 
waukee, Wisconsin, in the production of their new 
lightweight model motorcycle. They fill the need 
for standard machine tools capable of handling 
approximately 110 separate drilling, tapping and 
spot-facing operations, and eliminate the necessity 
for replacing expensive, special machines when 
models change. 

In set-ups devised by Harley-Davidson engi- 
neers, over 100 Walker-Turner Drill Heads ma- 
chine motor, brake plate and crank-case assemblies. 
The equipment drills holes ranging from 4%” to 1” 
in diameter at spindle speeds from 260 to 2600 





























r.p.m. When necessary, accuracy to .001” is at- 
tained. Both high-speed steel and carbide tools 
are employed. 

Here again, Walker-Turner Light Machine Tools 
demonstrate their flexibility. Compact and rugged, 
Walker-Turner Light Machine Tools work all ma- 
terials from wood and plastics through tool steel 

. set new high production records... give long, 
trouble-free service. 

For complete catalog, write to Walker-Turner 
Division, Kearney & Trecker Corporation, Plain- 
field, New Jersey. 

Photo, upper left: Progressive machining stages at Harley-Davidson: 
multiple drilling, tapping and spot facing done entirely on set-ups 
of Walker-Turner 20” Drill Presses. 

Photo, lower left: Facing internal hubs of cast aluminum. Facing 
tools are mounted in standard Walker-Turner 20” Drill Presses. 
*Photo, upper right: 20’ Power Feed Drill Press Head, Model 
D-1101X, Hand Feed Model D.1100X. 4 ball bearings, 6” spindle 
travel. Five stondard spindle speeds, 400 to 2600 r.p.m. with 1740 


r.p.m. motor. Capacity 1” in cast iron, %4”’ in steel... .. Slo-speed 
motor optional. 


MACHINE 


TOOLS 


DRILL PRESSES—HAND AND POWER FEED * RADIAL DRILLS 


RADIAL SAWS + BAND SAWS—FOR WOOD OR METAL 
RADIAL METAL CUT-OFF MACHINES » MOTORS 





SOLD ONLY BY AUTHORIZED INDUSTRIAL MACHINERY DISTRIBUTORS 
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50 YEARS OF PROGRESS WITH KESTER SOLDER 


The present type of cored solder used by industry 
was first made by J. F. Kester in 1899. From the simple 
beginning of its first application... 
connections in the old hand-crank telephone... it 
has continued to grow by keeping pace with new techniques 
as demanded by industry. Today’s modern production 


would not be possible without cored solder. 





RADIO-TELEVISION — The early 
commercial, amateur, and pro- 
fessional builders of radios ac- 
cepted Kester Rosin-Core Solder 
as standard. Then as now, Kes- 
ter still leads in this field. 


Standard for 
Industry and Home 
Since 1899 


a few soldered 









AUTOMOTIVE — Ever since its 
inception Kester Acid-Core Sol- 
der has been and still is the 
standard in the automotive 
field and for the trade. Mechan- 
ics and repairmen insist upon it. 


ELECTRICAL-ELECTRONIC — Kes- 
ter makes a great variety of 
“specialized’’ core solders and 
solder preforms—even those 
suitable for the fine touch re- 
quired in electronic work. 





AGRICULTURAL—For a half cen- 
tury Kester Cored Solder has 
been the farmer's standard for 
maintenance and repair. He 
uses Kester because his solder- 
ing must be fast and reliable. 


FACTORIES ALSO AT NEWARK, 


HOMECRAFT— In hobbycraft as 
well as home repair, good sol- 
der bonds are essential. Kester 
Metal Mender and Radio Solder 
are the standards for all home- 
craft workers. 


INDUSTRIAL—Kester Cored Sol- 
ders have met every require- 
ment for the past half century. 
They have earned the reputa- 
tion for and are recognized as 
standard for industry. 


KESTER SOLDER COMPANY 
4201 Wrightwood Avenue, Chicago 39, Illinois 
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NEW JERSEY © BRANTFORD, CANADA 
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Flux-Cored 


SOLDER 





Free —Technical Manual. Send for 
Kester’s new 28-page manual, 
“Solder and Soldering Technique.” 
A complete analysis of the appli- 
cation and properties of soft solder 


alloys and soldering fluxes. 





KESTER 
SOLDER 






































It has taken up the slack on power transmission costs 


Du Pont Cordura” 
High Tenacity Rayon | 


— — 
— _ 








For high strength at low cost 
. «look into Cordura’* 





Engineers have virtually eliminated the “stretch” in V-belts by 
using cord made of Du Pont “Cordura.” That means more power 
from each belt... fewer take-ups ... less maintenance. V-belts also 
last much longer when they’ re made with this high tenacity rayon! 

“Cordura” is engineered to give far greater inherent strength 
than natural fiber yarns commonly used. And each strand of this 
man-made yarn is a continuous filament—no short pieces to pull 
apart under strain. 


Perhaps you'd expect to pay a premium for such advantages. 
Yet manufacturers can often use “Cordura” to reduce production 
costs. That’s because you get so much strength from so little— 
and because “Cordura” is reasonably priced. 





Can your customers use “Cordura” to improve articles they 
make? Write Du Pont for detailed information about “Cordura” 
High Tenacity Rayon. And tell us specific needs. Perhaps we can 
guide the way to a profitable application. 





Can your customers use a product improved with “Cordura”? 
Check with Du Pont for data on the type of products in which 
they are interested. 

Rayon Division, LC. I. du Pont de Nemours & Co. (Inc.), Wil- 


mington 9S, Delaware. 


*REG. U.S. PAT. OFF 


786. U. 5. Pat. OFF 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTR 


for RAYON... for NYLON. 
for FIBERS to come.. 


SAMAR UAEN. 


. look to D 


rT MSY 
F ON 


es 
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ALL MILFORD HAND BLADES 


...all types...now packed 100 blades in a 
box (10 blades to a bundle... 10 bundles in 
a box). 


ALL MILFORD POWER BLADES 


.-. all types... now packed 10 blades in a 
box. 


Meu 


stroncer IDENTIFICATION COLORS 


Flexible Standard Steel ....Green Label 

All Hard Standard Steel. . . Yellow Label 

> NEW MORE LEGIBLE —A|| Hard Rezistor Orange Label 
Me Flexible Rezistor ... Silver Label 
NEW CLEAR IDENTIFI- Safety Standard Steel .... Brown Label 


CATION COLORS Tungsten High Speed Steel... Red Label 


NEW AND MORE UNI- NEW BOXES — Super Fibre Box...oil and 
FORM BOX SIZES water resistant... heavy duty metal edge 
... full telescope type. 


Each welded saw now packed in LARGE COILS 


Packed in individual dispenser 


individual package ...10 saws in @ crates... holding 250 feet or 500 
feet... plus or minus run of pro- 


shipping carton. duction lengths. 


MILFORD 


NS a a ne nt em 
Se ced 0 ee. ie — 
BAND SAW BLADES 
REZISTOR AND DUPLEX 


HACK SAW BLAWDES NEW HAVEN , CONNECTICUT, ie 
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The Black Manufacturing Company 


1416-1428 WEST BALTIMORE STREET © BALTIMORE 23, MARYLAND 








READ ALL 
ABOUT IT! 











IDEAL DISTRIBUTOR NEWS 





PUBLISHED BY IDEAL INDUSTRIES, Inc., Sycamore, Ill. 





COLD CASH 
FOR YOU! 














JANUARY, 1949 





ANNOUNCE HARD-HITTING ADVERTISING 
& SALES PROMOTION PROGRAM FOR 1949! 





SALES CONFERENCE 
FORESEES BIG YEAR 
FOR DISTRIBUTORS 


Markets for All Ideal 
Products Excellent — 
‘49 Program Acclaimed 


The year 1949 will offer a 
“royal flush” of profits for 
Ideal Distributors. This was 
the keynote belief expressed at 
the Ideal Industries Annual 
Sales Conference held at Syca- 
more in November. 


Backed by Market Analysis 

Nor was it an “off-the-el- 
bow” opinion. Rather it came 
as the result of carefully mus- 
tered market facts and figures 
presented to the attending 
group. For all types of product 
a high market potential ex- 
ists. It remains only for. the 
Distributor to go after it. 

Particular satisfaction was 
expressed at the conference 
with the 1949 advertising-sales 
promotion program. General 
feeling was that here, wrapped 
up in one overall program, was 
everything the Distributor 
needs to help him make this a 
banner year. 

The sales conference was at- 
tended by all Ideal Division 
Managers, executive personnel 
and key members of the prdé- 
duction and merchandising 
groups. 


NEW B-X CUTTER 


Just squeeze 
handles, and 
twist cable 
apart. 


Here’s a new, improved 
model that sells on sight to 
any man who uses or works 
with B-X. Simply squeezing 
handle snips through cable. 
Then twist apart. For No. 10, 
12 or 14 cable (2 or 3 wire), 
large or small diameter. A real 
“door-opener” for every dis- 
tributor salesman! 





New “Wire-Nuts” display carton has real point-of-sale appeal 
for every householder because it shows him how to make wire 


connections easier and faster. 





New Pop Corn Blower 


Cleans Theatres Faster 

Demonstrate this one and 
watch the theatre owner’s eyes 
open. Cuts theatre cleaning 
time as much as two-thirds! 
Blows pop corn boxes, litter, 
etc. to front of theatre where 
they can be scooped up in a 
jiffy. A brand new IDEAL 
money maker. Sell with Ideal 
“Hand - Type” Cleaner and 
other attachments as complete 
all-purpose cleaning kit. 


Modernization Kit 
For wiring Device Display 
Board. Available to Distribu- 
tors at small cost. Everything 
you need to bring your board up 
to date as a potent selling aid. 
Ask your Ideal representative. 





‘Wire-Nuts’Now Packaged 
for Household Use 


Now, for the first time, you 
can sell Ideal “Wire-Nuts” to 
the consumer market through 
regular dealer accounts. “Wire- 
Nuts” enable any householder 
to make safe craftsmanlike 
wire connections every time. 
They’re the same “Wire-Nuts” 
that have been used by indus- 
try for the past 20 years. 
Attractive new selling display 
carton includes 24 cards, each 
with 4 “Wire-Nuts” in pliofilm 
bag fastened to the card. Card 
contains user directions. Tell 
your dealers to display this 
quick turn - over item and 
watch how it sells on sight. A 
real profit maker for you and 
your dealer alike. 





New Low Priced, — Duty “Hand-Type” Cleaner 


Here’s an 
item that 
multiplies 
many - fold 
your cleaner 
market. Of- 
fices, stores, 
electrical and radio repair 
shops, refrigeration service 
shops all need it. It’s really 
much more than a cleaner be- 
cause it blows, sprays, vacu- 





ums. Uses all regular Ideal 
cleaner attachments. Has same 
stamina and dependability as 
other Ideal “Hand - Type” 
Cleaners, yet costs less than 
ordinary household vacuums. 
Mas % horsepower, continu- 
ous duty motor. Today’s best 
cleaner value in the light duty 
field. A little sales effort here 
will really pay off! 
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DISTRICT OFFICES 
ALL SET TO HELP 
YOU SELL MORE 


National Advertising Campaign 
Is Backed by Sales Promotion 
Programs for Each Field 


Climb on the bandwagon! 
Your ideal representative is all 
ready to help you cash in on 
what is sure to be the most re- 
sultful advertising and sales 
promotion program ever un- 
dertaken by Ideal Industries, 
Inc. The complete campaign is 
ready to go to work for you 
now! 


Months of planning, weeks 
of “skull practice” and inten- 
sive preparation have gone 
into this year-long program. 
It has one objective: “MORE 
SALES IN 1949”! 


Markets Studied 


Markets have been studied 
and specific programs laid out 
to capture a lion’s share of 
business in every one of them. 
Advertising has been prepared 
and will appear, in 23 leading 
national magazines. Each mag- 
azine has been selected for its 
value in making. individual 
Ideal products easier to sell. 


Representatives Briefed 


Ideal representatives have 
been briefed intensively on 
how they can make the over- 
all program pull bigger sales 
volume for you. They'll work 
with you — make calls with 
your salesmen—show you how 
to use the individual promo- 
tion programs that have been 
developed for your own use 
for each Ideal product and 
class of product. These pro- 
grams are complete, down to 
clock - work schedules, and 
loaded with free sales help ma- 
terial. 


The time is NOW! Your 
Ideal representative has all 
the details. Get together with 
him—and get going on the 
biggest profit making year 
you’ve ever had. 








Used a great many times as @ reference 
book. Certain our salesmen would not wish . 
to be without it. += a magnificent job- Very definite sales help by actual vote of our men. 


—C. A. Strelinger Co. = : af ' 
(Detroit) Squier, Schilling - bere 


. very well received .--: will do a fine job. ae ugg ‘ 
Clearly presents the salesman with rea- 


— Congdon and Carpenter sons why Allen products are superior. 


(Providence) 
_ Boyer-Campbell Co. 
(Detroit). 


Can, will and do say it 176 PAGES 
is the best writer has 
ever seen. 


It has been quite some 
SE or PURE GOLD : fetaeeten 
(N.Y.C.) facturer has provided 

us with such an effec: 


for the Allen Distributor’ § tive piece of literatures 
S$ al esa n ——Mid States Industrial 


orp. 


| (Rockford) 


it pays to be an Allen Distributor 


Our men are quite enthused A good salesman always has the answers 
... they were all much in , 

P - ae factual, concrete answers that point 
favor of it. Quite sure they by tes aes 4 4 
all carry it. up + e superiority of his pro uct an 

: the facilities of the ¢ any behind it. 

— E. A. Kinsey Co. The Allen Salesman's Handbook puts all 
(Cincinnay) this vital information at the Allen dis- 
tributor's galesman's fingertips. Are you 

taking advantage of it? IF not, get 

in touch with your Allen representative. 


It has increased (the 

the Allen line and they @ 

and engineering data in 

to them but to customers. TO quote one of our men, 
“it can't be beat.” 


— Machinists’ Tool & Supply Co. 
(Los Angeles) 


. . of great assistance to salesmen 
both from a standpoint of information 
and helping produce sales. 


— Ulmer, Inc. 
(Philadelphia) 


Very effective .-° covers the 
Allen picture very completely- 


~~ Beals McCarthy & Rogers 
(Butfalo) 


artford 2, Connecticut, ¥- 
wew YORK, CLEVELAND, DETRONT, CHICAGO, LOS ANGELES 
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AMERICAN 
TIGER BRAND 
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us wire e rope 


Why dhe You honey 


@ Every user wants to get the best possible service out of his wire rope but it is amazing 
how often simple rules are broken in the field. Some operators are careless when 
installing a new rope . . . they keep machines running when sheaves are badly worn... 
they overload the rope . . . they forget to lubricate the rope. 

To help eliminate ‘these human failings, the American Steel & Wire Company 
maintains a staff of TIGER BRAND Wire Rope Specialists. These men are experienced field 
service engineers. If you have not checked your equipment recently, for correct wire 
rope application, call in the TiGER BRAND Specialist. He’ll do the job for you without 
charge. Here are some of the points he checks before recommending the proper wire 
rope for your job— 





1. Method of installing and caring for rope. 8. Lubrication. 


2. Diameter of sheaves and drums, and con- 9. Corrosion. 


dition of grooves. 10. Amount of scrubbing and abrasion. 


i 


3. Arrangement of sheaves. 11 
4. Fleet angles. 12 
5. Loads handled. 13. Analysis of service records. 


6. Rope speeds, acceleration and deceleration. 14. Finally: Recommendation of the correct 
7. Presence of vibration, whipping. rope to meet all conditions. 


. Fitting attachments. 
. Abuses to be corrected. 


To show you how you can save money on wire rope, we have prepared a,booklet 
on proper wire rope application that every user of wire rope should read. You can get 
a copy by mailing the coupon. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAM FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


pocclcr rnp 


American Steel & Wire Company 
Rockefeller Building, Dept. D-1 
Cleveland 13, Ohio 


Gentlemen: 
Send me your booklet, “Valuable Facts about the use and care of Wire Rope.” 


SEND FOR NEW 
FREE BOOKLET 


we ag 
m2 
ee 


AMERICAN TIGER BRAND WIRE ROPE 
Licelliy Preformed 


=, a oe S$ TAT E€ES > = @ &.% 
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NEW 


1. OPEN GEAR GREASE 
2. DISPENSING METHOD 
3. ECONOMIES 


Here’s a brand new Keystone open gear grease, 
and a revolutionary dispensing method. Keystone 
Gear Grease No. 32 is packaged in rigid leak- 
proof cartridges to fit into a gun applicator. 
Specially designed nozzle ribbons the grease 
direct from the cartridge—for easier, cleaner, 
quicker application. 





Open Gear Grease No. 32 
is the newest member of 
the popular family of 


Trade Marks Reg. U. S. Pat. Off. 


SPECIALIZED iil 
LUBRICANTS i) 


Look at these characteristics 
of Keystone Open Gear Grease No. 32 
e Melting point above 400°F. » Water 
repellent—even boiling water e It 
quickly reaches and sticks to pressure 
surfaces e Resists removal by dirt, 
speed and wiping actione Retains plas- 
ticity below freezing. 


Easy, quick application of Keystone 


Gear Grease No. 32 saves man-hours. 
Saves production time—can be applied 
in most cases while gears are in motion. 
And grease consumption is decreased 
by longer service life of Keystone Gear 
Grease No. 32. 


The Keystone Distributor near you 
will be glad to cooperate in arranging 
a demonstration for your customers. 


KEYSTONE LUBRICATING COMPANY : Est. 1884 
21st, Clearfield and Lippincott Streets, Philadelphia 32, Pa. 
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~ THREADWELL TAP & DIE COMPANY, Greenfield, Massachusetts |, 
Taps © Dies © Drills © Counterbores @ Keyway Broaches ® Screwplates © Gages © Pipe Threaders —_ | 
1] 
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GENERAL @@ ELECTRIC 








1) 2 complete 
MEW Ine 


MOTOR STARTERS 


with the 


4 


Here it is—a completely new line 
of G-E motor starters —full-voltage 
starters made for extra-long life, 
faster installation. Designed for 
easy maintenance, but built so you 
can forget them. 








NEMA Sizes 0, 1, 2, and 3—each 
size new all the way through. 
Everything’s new—contacts, arc 
hood, magnet, armature, and the 
tough Strongbox magnet coil. Get 
your first G-E starter and compare! 


inact eet 


General Electric Company 
Apparatus Dept. 

Sec. E676-277 
Schenectady 5, N. Y. 


Please send me your bulletins des¢ 
GEA-5153 (CR7006 A-c Magnetic 
GEA-5156 (CR7008 A-c Combinat 





Company. 
Addr 














Some Ropes Foot you 


U-W 6X37 WIRE ROPE WITH 
HEMP CENTER 1S EXCELLENT 
FOR FACTORY CRANES BECAUSE 
ITS FLEXIBLE AND RESISTS 
BENOING FATIGUE 


\ 


































































































G-W 6X37 1.W.R.C. ROPE 
1S BETTER BECAUSE THE 
METALLIC CENTER RESISTS 

INTENSE HEAT 


For longest and best service, always specify 
U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 


UPSON-WALTON IS THE ONLY MANUFACTURER OF ALL 4eee 
Wire Rope, Tackle Blocks, Wire Rope Fittings, Brattice Cloth. 
We invite you to let us engineer your problem jobs. 


Copyright 1948—The Upson-Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 
Wain Offices and Factory: Cleveland 13, Ohio 


114 Broad Street 3525 West Grand Ave 241 Oliver Building 
New York 4 Chicago 51 Pittsburgh 22 


INDUSTRIAL DISTRIBUTION © JANUARY, 1949 





The LINCOLN LINE of Automatic Lubricating 
Equipment is Creating a New 
Industrial Market... 


, 


viblisk: oa 
fs 


Pi 


|| VAST IN MAGNITUDE... 
CHALLENGING PRESENT 
a 


Lincoln Wholesalers are in an enviable position to meet this chal- 
lenge, because they can offer a comprehensive line of automatic 


LINCOLN’S INDUSTRIAL CATALOG 


IT’S NEW! IT’S COMPLETE! 


will add to your sales volume 
EVERY MONTH... EVERY DAY... 
EVERY HOUR 


It illustrates and describes the complete 
range of modern Lincoln Lubricating 
Equipment. In the hands of your cus- 
tomers it will produce a continuous 

w of orders for the equipment 
needed to Soap See plants at top 
efficiency by lubricating the Lincoln 
Way. Write for a copy today. 


lubricating equipment to help industry increase production, improve 
product quality, raise efficiency levels and prevent losses caused by 
inadequate lubrication. 

A few of the fastest selling power operated units are illustrated. These 
units can be adapted to various industrial lubricating systems and 
help keep entire plants up to the highest level of operating efficiency. 
Broaden your industrial sales horizon—Meet the challenge of indus- 
try by selling Lincoln Lubricating Equipment. Lincoln Industrial 
Lubricating Equipment is distributed through Industrial Whole- 
salers— under a plan of selective representation in trade territories. 
Your territory may not be completely covered. Write for information. 





@ Apply the Right Lubricant @ In the Right Quantity @ At the Right Time 





Lincoln is the originator of the Kleen- 


seal Surface Check Grease Fitting — The Builders of complete Lubrication Systems for a quarter of a century 
modern fitting with the bali in the top. 


LINCOLN ENGINEERING COMPANY + 5701 NATURAL BRIDGE AVE., ST. LOUIS 20, MO. 
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Another new |! 


... for new sales! 









Dust chutes cause no interference. Large With adjustable guard, raised, work can Platen i iti ovide 
pieces can be extended sale into. shed. be beld against any part of abrasive belt. flat de feetaee fe por ee 
sanding. 











Easily made into a buffing machine, for With platen turned down, small, thin 
bundreds of jobs around the shop. pieces can be worked from under-side 
of belt. 





DELTA 


MI LWAY! 


Available in combinations to meet hae needs: 


Ne. 31-414 — With welded 

steel stand, arbor head, left 

mee ; right idler “unit, 
vertical support 





(4 



















Ne. 31-413 — With welded steel 
stand, arbor head, left idler 
unit, right idler unit, two con- 
tact rol $, two aluminum-oxide 
belts No. 50 grit and No. 100 
grit, two No. 560 b bag? in 
Benne shone Wi 
motor eys % re. ith- 
out motor, switch, or switch 
rod. $118.25 










No. 100 grit, two No, $60 
V-belts in position, and two 






bore. Without motor, swit 


No. <3 motor pulleys z 
OF SWitCh £0C.....--.0--0-$143.25 











Delta machine 5) 


...new profits! 


© Belt Grinding, 
yale mmelate 
DY-v ele aalatemutereatiats 


A low-cost portable unit that takes little floor 
space and does many metal-removing operations 
formerly requiring heavy, expensive machines 
You can look for some real action on this new Delta Belt 


Grinding, Polishing, and Deburring Machine! There are three 
main reasons why: 





1. It’s the most efficient answer to present-day flashing, 
grinding, cleaning, and polishing problems. 

2. It’s a production machine — at a low initial cost 
that saves money for your customer. 

3. It has strong selling points — Delta quality features 
that assure your customer of long, trouble-free serv- 
ice: Pre-loaded, lubricated-for-life ball bearings. 
Precision-bored bearing seats. Dynamically-balanced 
arbor pulleys. All-around rugged construction. 


And don’t forget this: Wherever you sell one of these new 
Delta machines, you've got a steady customer to whom you can 
sell coated abrasive belts in volume! 


Here is a compact unit on one welded steel stand. The basic 
machine consists of an arbor head with twin-belt drive, a straight- 
faced contact roll, an idler unit, and an abrasive belt. This one 
unit with accessories does hundreds of different jobs — and does 
them at amazing savings in time, labor, and material. Your cus- 
tomer doesn’t have to bother with set-up wheels, nor does he 
have grinding wheels to dress. 

Ask your Delta district man to give you all the facts about 
this fast-moving, money-making Delta Belt Grinding, Polishing, 
and Deburring Machine. Have him get a sample on your sales- 
floor now. Then be sure to have enough additional machines in 
stock to help you cash in on the interest it creates. 

DELTA MANUFACTURING DIVISION 


» ROCKWELL MANUFACTURING COMPANY 
MILWAUKEE 1, WISCONSIN 


No. 31-412 


$1307>° 


With welded steel stand, arbor head, 
vertical support unit, left idler unit, 
right idler unit, two contact rolls, two 
aluminum-oxide belts No. 50 grit and 
No. 100 grit, two No. 560 V-belts in 

ition, and two No. 5600 motor pul- 
oe ¥,;" bore. Without motor, switch, 
or switch rod, 


"Prices subject to change without notice 





a 
~ 


wage 


Courtesy United States Lines 





A ship at sea is dependent on its navigator for 
direction and on its engines for power. Efficient 


bearings are necessary to the continued success- 


ful operation of these engines. The proper bearing metal, therefore, is 


of fundamental importance to the efficient operation of ships... and 
to the efficient operation of any machine that uses bearings. 
Federated’s complete line of bearing metals offers the right alloy for 
your specific application. “XXXX Nickel” and “Thermodyne” tin- 
base babbitts for rugged service; “Merit” metal and “Record” lead- 
base babbitts for lighter loads; “G”’ and “S” lead-base 
babbitts for precision bearings or special properties. 


For information, or to order, call or write any of 





Federated’s 11 plants and 25 sales offices coast to coast. 


Sede METALS 


Division of American Smelting and Refining Company, 120 Broadway, New York 5, N. Y. 


INDUSTRIAL DISTRIBUTION © JANUARY, 1949 





The wide selection of chain available to you is the secret of 
more sales for McKay “Engineered” Chain. This selection enables 
you to fill every customer request for chain used in farm, home, 
shop and factory. 


When you handle McKay “Engineered” Chain, you can sell 
your customers with the confidence that you are giving them good 
chain—made in the most modern chain manufacturing plant in 
the country with equipment that is specially designed by McKay 
Engineers. 


Tell your McKay jobber or representative the types of chain 
that are best sellers in your area and let him show you how you can 
sell more chain, more profitably, and with less effort when you 
handle the McKay “Engineered” Chain line. 


COMMERCIAL CHAINS 
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here’s a McKay Chain 


for Cvery Use 


for Farm... 


2 bene, 
‘emma Sr 


* Cow Ties - Trace Chains - Well 
Chains - Stage Trace Chains - 
Stretcher Chains - Halter Chains 
* Wagon Chains - Breast Chains 


* Tie-out Chains 
others. 


* and many 


. for Home... 


Victor Pattern Coil Chain - 
Sash Chain - Repair Links - Tow 
Chains - Tire Chains - Jack 
Chains - and many others. 


» for Shop... 


* McK-Alloy Chain - Hi-Test 
Chain - Sling Chain - Proof Coil 
Chain - Iron Dredge Chain - 
Steel Shovel Hoisting Chain - 
and many others. 


CHAINS 
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Morse Tools shall be sold exclusively to or through Morse- 
Franchised Distributors. 


Distribution shall be restricted, based on the requirements of 
each trading area. 


7, 
C7) 


il 
The complete cooperation and effort, by Men of Morse, in the 
field, for the exclusive benefit of Morse-Franchised Distributors, is 
pledged, wholeheartedly. 


iv 
An advertising program of imaginative aggressiveness, to be 
increased as conditions warrant, is assured. 
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Morse-Franchised Distributor salesmen’s schools shall be ex- 
panded to meet the demand of Morse-Franchised Distributors for 
greater educational opportunities. 
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Morse Quality, world-recognized, will be jealously guarded, 
improved wherever possible, and never compromised. 
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BENEFIT \ 


A Morse-Franchised Distributor is any Advertising will be planned to maintain 
industrial distributor, duly appointe by consumer acceptance of the Morse name 


er of a orse-Eranchise and steadily increase CO 
finance, mer for the tools bearing the 
use of whateve 
tion te 
plish these g04!S- A 
that 93.6% of all 
Morse Tools. 


ales assistance to BENEFIT V 
° ial through Morse-Franchised Distributors are 


to send their sales personn 1 
operated schools, in 

interests © 

users, Serve 
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(ADVERTISEMENT ) 


Jacking Up Sales 


HOW TO GO OUT ON A LIMB—SAFELY— 
Take a lesson from 1948 and don’t predict either a depres- 
sion or an election. Forego war talk and remember that 
Cleveland did win the series. To be right, stick to pre- 
dictions that can’t miss ; the first and foremost being that 
you'll sell MORE Simplex Jacks in "49. This one will 
make you an expert... and a profit, too! 





YOUR CALLING CARDS FOR MORE SALES!— 
Send with a letter, a bill or a statement. Choose from 
any of six, all new. They are the new envelope stuffers 
available for your use. Each packs a selling story on a 
leading Simplex Jack and puts that selling story over 
your name and address. It’s an easy, effective and low 
cost way of keeping you and Simplex in the picture. 
Write T-K today for full details! 


DON’T BE CONFUSED — When a customer writes, 
phones or wires in\for a Jack that will do darned near 
anything, faster and more safely than any other jack. 
He’s talking about the Simplex Model 310A Emergency 
Jack that lifts vertically, lifts or pushes at any angle, 
and handles.its full 15 tons capacity on the cap or the 
toe or at any intermediate point by using the chain as a 
sling. It’s a sure, steady sales winner for all-purpose 
jacking in virtually every field. (Memo: Check inventory 
on this model now!) Sh am 





HOLIDAY VISITORS TO CHICAGO—and to the 
T-K plant (in addition to St. Nick) included: Erwin 
Vonnegut, L. R. Russon and Carl Graber of Vonnegut 
Hardware Co., Indianapolis; Frank Summers and 
William Caughey of John Pritzlaff Hardware Co., Mil- 
waukee; C. P. Broome and Mr. Conant of Sligo, Inc., 
St. Louis ; C. E. Hanssen and F. A. Strohkarek of Louis 
Hanssens Sons, Inc., Davenport; and Adam Muith of 
Pidgeon-Thomas Iron Co., Memphis. 


A BIG PERCENTAGE IN YOUR FAVOR— 
When you tell customers that Simplex Screw Jacks lift 
88% easier because of the single, chrome-moly ball under 
the cap that centers the load. And that’s only one of many 
important features that keep these jacks on top for steady 
sales when you put them on your shelves. (Have you 
asked for your copy of the new Bulletin: Industrial 49 
yet? It gives full details. ) 
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AUTHOR! AUTHOR! AUTHOR!—We mean those 
gifted writers of “Tall Tales” who have been too busy 
to send them in, or too rich to need the five bucks cash 
that goes to you for them. These “Tall Tales” can be on 
any subject—as long as it has to do with selling Simplex 
Jacks. It can even be about that sale you didn’t make! 
Send them to the Editor, “Jacking Up Sales” at T-K. 
(Doesn’t anybody need quick cash!) 


A new year always brings changes but you can be just as 
sure that some things remain the same—among them, the 
versatility, the ability of Simplex Jacks to deliver ‘‘the 
low cost of lifting’’ every time. 


TEMPLETON, KENLY & CO. 
1036 S. Central Ave., Chicago 44, III. 
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CONTROLLED 
QUALITY 


Illustrated above is one of our battery of 
upset forging machines and furnaces which 
produce definitely superior controlled quality 
products. Capitol Fittings made by the forging 
process ... where RED HOT METAL is formed 
to accurale specifications . . . assure prod- 
ucts of greater strength, endurance, and uni- 
formity. 


CAPITOL COUPLINGS 


All Steel 

Standard Merchant * Extra Heavy 
* Line Pipe 

Half Couplings for Welding 

Black or Galvanized 

Sizes — 3” to 6”, inclusive 

Precision Cut Threads 

Rigidly Inspected 


REPRESENTATIVES IN oo ow CITIES 
“ <P) 

A QUARTER yy, 

CENTURY 


OF PROGRESS 





CAPITOL UNIONS 


250# (steam pressure) 
Black or Zinc Coated 
(impregnated electrolytic) 
Steel ¢ Brass Seat * Ground Joint 
Tested to 9,200#-10,000# P. S. I. 
(hydrostatic) 
Pittsburgh Testing Laboratory 
Approved Steel Unions 
(eliminate possibility of blow-hole leakage) 
Sizes — 1,” to 1”, inclusive 


ORIGINATORS OF 
STEEL PIPE UNIONS 
AND STEEL COUPLINGS 
AT POPULAR PRICES 


UNIONS © COUPLINGS * NIPPLES * KWIK-HEAT COILS 


CAPITOL MANUFACTURING & SUPPLY CO., COLUMBUS, OHIO 
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ew since we introduced the amazing electric Impactool a year ago 


we've been receiving thousands of enthusiastic requests for a larger size 
to do the same labor-saving, time-saving jobs on a larger scale. 

The new, larger, multi-purpose Impactool, size 8U is a big brother to 
the 4U and does everything—in a bigger way! Here’s proof— * 

It’s hard to believe the amazing performance of the elegfric Impactool 
until you’ve seen it. There’s no kick or twist even on thefoughest jobs... 


it actually saves up to 90% on nut running time—has 
direction—no motor burn-outs, motor continues to 


stalled. 


Start increasing your sales and profits now 
demonstrations that produce orders 4 out of 


11 power in either 
n even if spindle is 


th quick, easy, amazing 
times. 


Both sizes are available for immediate délivery. 


HERE‘S PROOF ° 


/ 


af- 





OPERATION 


SIZE 4U 


SIZE 8U 





Nut-Running 


¥%"' bolt size 


bolt size 





Drilling 


y,"! 





Or Step Drilling to 


y,"" 





y,"" 





Tapping 


y,"! to y,"! 


%'' to 





Screw Driving 


¥%"' thread size, 
wood screws to #20 


%a'' thread size, 
wood screws to #22 








Hole Sawing 


,"' 





Extracting broken 
Cap screws and studs 


¥y,'! 





Driving and 
Removing studs 


¥%"! 








Wire brushing 


¥%"' shank 





Woodboring 


294..'! 





Masonry Drilling 





¥y%"! 





a WE 


LARGER 
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i 


ELECTRIC 


A REAL MULTI-PURPOSE TOOL 
SPECIFICATIONS 
Size 4U Size 8U 
e Length, Overall 104%" 12%"! 
e Weight, Less Cable 6lb. 80z. 9ib. 13 oz. 


» Side to Center 1154"! 1," 


eFree Speed 1900 1700 
(Forward or Reverse) 


elmpacts per Minute 1900 1700 
eSize Socket Driver '"' sq. ¥%"' sq. 


Standard Voltage 110V or 220V 
AC-DC (25-40-50-60 cycle) 


Ingersoll-Rand 


11 BROADWAY, NEW YORK 4, N. Y. 
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RB&W’s consistent effort to help 
you make more money, is typified 
by the new, attractive package 
developed for RB&W bolts, nuts, 
screws and rivets. 

Your first glimpse of the pack- 
age shows the label information to 
be clear and complete. Big black 
type on a white background and 
the product pictured on the label 
save your men time and error in 
selecting from stock. 

This box is designed to give 
maximum opening for accessibili- 
ty of contents. It is labelled up- 
side down purposely to prevent 
bottom dropping out while han- 
dling . . . it ends all problems of 
dropping and spilling. 





QUICK IDENTIFICATION. Picture of FUMBLE-PROOF COVER. Boxes are STURDIER, MORE CONVENIENT 
contents plus clarity and complete- designed with covers underneath. No BOX. Brightwood construction, 
ness of label information make se- danger of box slipping from under sturdy as metal-edged. Ne flaps. 


lection quick and accurate. 


And closer examination shows 
the construction strong, yet light 
—abuse resistant, convenient to 
handle. 

Already, the new RB&W pack- 
age has been called the most sen- 
sible—and most attractive—in 
the fastener industry. 


cover, spilling contents. 


Opens on fiat side, won't tip. 


* THE COMPLETE 
‘ QUALITY LINE 


Plants at: Port Chester, N. Y., Comsopelis % ta] 
sales offices at: Philadelphia Dotwett hi 

les offices at: phia, 
Chattanooga, Oakland, Portland, Seattle. Dasafe: 
utors from coast to coast. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 
404. Years Making Strong the Things That Make America Phong 
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“ 
CHECK THESE 


TO HELP YOUR SALESMEN 


Low Height 


Jodenal Jack PUBLIC UTILITIES CHEMICAL PLANTS 
Use Jacks for... | Need Jacks to... 


Vv Pulling and straightening poles Support tanks 

v Supporting cable reels Adjust heavy connecting lines 

Vv Forcing pipe . . 

Force pipe 

Vv Pulling pinions and gears 

V Bracing trenches Install pressure vessels and other 
. equipment 


Vv Repairing equipment 

















STEEL FABRICATORS MACHINE SHOPS 
Need Jacks ta... Use Jacks for... 


Shove, lift and hold steel plates for 
welding or riveting 

Position and support fabricated 
sections 

Move loads horizontally 

Adjust material for downhand 
welding 

Install complete units Special lifting, lowering or 

Repair cranes and equipment straightening jobs 


Unloading and placing machinery 
Lifting and moving old machinery 
Repairing lift trucks 

Pulling pinions and gears 
Repairing cranes 


4<.<4<4<44 











DUFF-NORTON’S ADVERTISING AND PROMOTIONAL PROGRAM 
IS IN THERE PITCHIN’ FOR YOU 


CUPEORTON HELPS Tear out this ad and pass the sales leads outlined above along to your sales- 
men. On every call, they will find customer acceptance and easy jack sales. 
Wee Gane The high quality of Duff-Norton jacks—backed by a broad, hard hitting 
SALES AND PROFITS advertising and promotional program in national trade journals, direct mail 
campaigns, sales literature imprinted for you, catalogs and other sales aids— 
simplifies your selling job and helps you to greater jack sales and profits. 

Get the facts . . . sell Duff-Norton Jacks! 


Write for Catolog 203! 
DUFF-NORTON 


JACKS THE DUFF-NORTON MANUFACTURING CO. 


TORONTO, ONT. 0 S/he House thal VETTE. Gacll° e PITTSBURGH 30, PA. 


THE WORLD'S .OLDEST AND LARGEST MANUFACTURER OF LtFTENG JACKS 
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INSIDE AND OUTSIDE with — 
. PERMITE Ready-Mixed ALUMINUM PAINT 


The new Carlton plant of the Holly Sugar Corporation is recognized as 
one of the most efficient beet sugar factories in the world. So it is 
significant that Permite Ready-Mixed Aluminum Paint was selected for 
extensive use on structures and equipment to meet the management’s 















high standards of efficiency and appearance. 


Permite users invariably find that the extra protection against 
moisture, smoke, fumes, acids and extremes of temperature afforded by 
the Permite silvery film shows up in lower maintenance costs. Interior 
temperatures are reduced as much as 15%, and the destructive effects of 
the sun’s rays are minimized by Permite’s high heat and light reflectivity. 


Leading industries everywhere have found that the extra quality of 
Permite pays extra dividends in lower painting and maintenance costs. 
It pays to recommend Permite Aluminum Paints to your customers. 


ALUMINUM INDUSTRIES, Inc. - Cincinnati 25, Ohio 
The Originator of Ready-Mixed Aluminum Paints 
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To the industrial distributor, the Barnes line 
of band saws and hack saw blades means steady 
turnover of stocks, repeat orders from satisfied 
customers and year-round profits. 





Barnes teams up with its distributors to help 
sell customers and keep them sold. This year’s 
advertising program of over 2 million sales mes- 
sages in leading trade papers is sparking dis- 
tributor sales. Sales aids such as the “Hack Saw 
Production Calculator” and the “Handbook of 
Metal Sawing”... practical guides to sawing 
efficiency ...are also stimulating sales activity 
throughout the Barnes line. 


. It’s a complete line of widely recognized 
metal cutting blades that offers profitable selling 
to the aggressive distributor. 


Several interesting territories are now available under our 
selected distribution policy. Write for full information. 





c wi (0), [33/:) Ay | — 


1297. TERMINAL 


be 
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@ You know the quality of CHICAGO 
Locks . . . how they really protect. But you 
may not know CHICAGO Locks are vol- 


ume-produced to assure prompt delivery. 


CHICAGO Locks are engineered for maxi- 
mum security and easy operation. Designed 
for convenience and simplicity of installa- 
tion. Precision-built of caretully selected 
metals for strength, and years of trouble- 


free service. 


BETTER BUILT—INSIDE AND OUT 





Remember CHICAGO Locks when you 
need quality locks—fast! Write for your 
free copy of Chicago’s complete catalog 


and price sheets. Address Dept. ID. 


CHICAGO -Locks for drawers, cabinets, lockers, 
metal boxes, file cabinets, luggage. Also Cylin- 
der Locks and Padlocks with case-hardened 
shackles. All economy priced. 


Chicago Lock Co. 


2024 NORTH RACINE AVENUE 


CHICAGO 14, ILLINOIS 
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means lower 


WRIGHT also offers 
a quality line of 
overhead traveling 
cranes and 

chain hoists 


rr handling 


na tee, ne ee eT SS ES 


It’s the new WRIGHT Speedway 
Electric Hoist. Sturdy, fast, 
dependable, easy-operating, long-lasting. When 
you sell a Speedway you sell a hoist with many 
easily demonstrated advantages. Here are a few: 
e@ Cable drum grooved to prevent damage to 
cable due to “piling” 


@ Swaged fittings on Tru-Lay preformed wire 
rope guaranteed to hold beyond 100 per cent 
breaking strength of the rope 

@ Motors interchangeable as to capacity or speed 
—or both 


e Push button control with messenger chain to 
take load off cable when used as tow line 
with trolley mounting 


e Gears heat-treated and hardened for longer 
life and smoother operation. 


. and many other features. From 250 to 2000 
pounds capacities. 


If you don’t have folder DH-1250 available, 
write us today at York, Pa. 


York, Pa., Chicago, Denver, Los Angeles, San Francisco, Portland, 
New York, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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THE DISTRIBUTOR 
Gea eto 
| UNIONS PICTURE 


+ | This distributor policy makes clear how highly Union values 
the cooperation of its distributors. Union’s powerful new adver- 





dominant display backs it up. So do the. new envelope stuffers, 
decimal equivalent and drill size charts and counter displays 
which are now in production. Let’s keep working together. 


no other cutting tool 
will outperform 


UNION TWIST DRILL COMPANY, 
ATHOL, MASSACHUSETTS 


MILLING CUTTERS * GEAR CUTTERS * TWIST DRILLS * HOBS * REAMERS * CARBIDE TOOLS. 


\ | tising in which “Contact your local distributor” receives 
\ 











We own and operate 
S. W. CARD MANUFACTURING CO. Division, Mansfield Mass., Taps, Dies, Screw Plates. 
BUTTERFIELD DIVISION, Derby Line, Vt., Taps, Dies, Screw Plates, Reamers. 
BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates. 
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ARMSTRONG TOOL HOLDERS 
Permanent, multi-purpose tools, for every 
operation on Lathes, Planers, Slotters and 


Shapers. 


ARMSTRONG Drop 
Forged DOGS 
Lathe Dogs, Milling Ma- 
chine Dogs, and Clamp 
Dogs. 12 types, all sizes. 


ARMSTRONG Ratchet 
Drills _ 
All steel wearing parts hard- 
ened. Packer, Railroad, 
Standard, and Short types, 
both plain and reversible. 


ARMSTRONG HIGH SPEED 
Ready-to-grind Bits...Ground Cutters. 
ARMALOY Cast Alloy CUTTER-BITS 

ARMIDE Carbide-Tipped CUTTERS 


6 cutter shapes, 12 sizes—2 grades. 


ARMSTRONG Drop Forged 
“Cc” CLAMPS 
Heavy Duty, Medium Serv- 
ice, Deep Throat, and Tool 
Makers’ types in all sizes. 
Also Machinists’ Clamps. 


ARMSTRONG Drop Forged 


_ Wrenches 
Both Carbon and Alloy Steel. 
Over 100 types in all sizes. 
Improved designs, steels, and 
heat treating ... stronger. 


ARMSTRONG Setting Up 
Tools 
A complete line of Drop 
Forged Strap Clamps, Planer 
and Bracing Jacks and T-slot 
Bolts. 


ARMSTRONG Detachable 
Socket Wrenches 
All sizes and types with driv- 
ing handles, extensions, and 
drop forged ratchets. Sold 
singly or in cased sets. 


ARMSTRONG Turret Lathe and 
Screw Machine TOOL HOLDERS 
Drill Holders, Cutter Holders, 
Finishing and Knurling Tools for 


standard operations. 


ARMSTRONG Drop Forged 
Eye Bolts 

Plain or shoulder pattern. 

Blank or Threaded. 14 sizes, 

Drop Forged and heat 
treated. 


ARMSTRONG Machine 
Shop Specialties 
Drill Drifts, Tool Posts, Drill 
Holders, Cutter Grinding 
Holders, and Tool Makers’ 
Vises. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


5205 W. Armstrong Ave. Chicago 30, Ill. 
Eastern Whse. and Sales: 199 Lafayette St., New York 12, New York. 
Pacific Coast Whse. and Sales Office: 1275 Mission St., San Francisco 3, Calif. 


Better Pipe Tools. A complete line, each a better 
tool with hardened, alloy or drop forged parts 
wherever they will add to strength or tool life. 
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Thermoid Impregnation Process* 
Assures Longer Conveyor Belt Life 


Thermoid Conveyor Belts 
are Built for the Job! 


For over 68 years, Thermoid has worked 
with distributors and industry to develop 
rubber products to meet the requirements 
of every industry. 


The result—a complete line of Thermoid 
conveyor and elevator belts for every major 
industrial application. 


_Thermoid factory representatives are avail- 


able to advise the distributor in the selec- 
tion of belts for special applications. 


More profits and customer good will are 
assured when you Speedy Thermoid! 


Thermoid Quality Products: Transmission Belting « 
F.H.P. and Multiple V-Belts * Conveyor Belting + Ele- 
vator Belting * Wrapped and Molded Hose + Molded Prod- 
ucts © Industrial Brake Linings and Friction Materials. 


hermol 


Company 


Main Offices and Factory: Trenton, N.J., U.S.A. 
Western Offices: and Factory - Nephi, Utah, U.S.A. 
Industrial Rubber Products 


Friction Materials - Oil Field Products 


INDUSTRIAL DISTRIBUTION 








“Thermoid 


impregnation Process 


The Thermoid Impregnation Processinsures 
a deeper penetration of rubber between the 
threads of the yarn, which encases each 
individual strand with protective rubber. 
The rubber acts as a sheath between the 
strands and prevents the destructive 
abrasion action as the product is flexed in 
use. To obtain the required rubber penetra- 
tion, the twist of the yarn must be to exact 
specifications. With the yarn twisted too 
tightly, proper penetration of the rubber 
compound is impossible. This condition 
produces abrasion, causing premature 
failure. On the other hand, if the yarn is 
twisted too loosely, the product lacks 
tensile strength. Thermoid has discovered 
the optimum twist of the yarn which 
assures maximum rubber penetration and 
greatest strength. The development of 
Thermoid Impregnation Process is another 
step forward in Thermoid’s planned pro- 
gram of product improvement, assuring 
maximum service and lower operating costs 
to industry through the use of Thermoid 
Industrial Rubber Products. 
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—and the Powell record of satisfactory performance through- 
out all the past years is your guarantee for the future. 


A century is a long time to concentrate on making valves— 
and nothing but valves. But it’s not only important how long 


you’ve been doing something but also how well. 


The fact that, in all these years, Powell has never failed to 
produce the right valves to satisfy every industrial need, is 


real “‘service.”’ 


As we start our 103rd year, there’s a Powell Valve of correct 














QoWwe:l 
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design and material for every one of your flow control re- . 
quirements. And, as new conditions bring new demands, 
there’ll be Powell Valves to meet them. 


Fig. 1793—Large 125-pound Iron Body 
Bronze Mounted Gate Valve. Made in 
sizes 2” to 30”, inclusive. Has outside 
screw rising stem, bolted flanged yoke 
and tapered solid wedge. Also available 
in All tron for process lines. 


Fig. 1531—Class 150-pound Cast 
Steel Globe Valve with flanged 
ends, bolted flanged yoke and out- 
side screw rising stem. 


Powell Cast Steel Valves of all 
types are available in pressure 
classes from 150 to 2500 pounds. 


Fig. 1708— 200-pound Bronze 
Globe Vaive with screwed ends, 
union bonnet, renewable spe- 
cially heat treated stainless steel 
seat and regrindable, renew- 
able wear-resisting ‘‘Powell- 
ium” nickel-bronze disc. 


The Wm. Powell Company 


Cincinnati 22, Ohio — 
DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 


f Fig. 560—200-pound Bronze 
y Regrinding Horizontal Swing 
Check Valve. Screwed ends, 
screwed-on cap and regrind- 
able, renewable bronze disc. 


Fig. 301—125-pound Iron Body Bronze 
Mounted Globe Valve. Has flanged ends, 
bolted flanged yoke, outside screw stem, 
renewable bronze seat and disc holder 
with renewable composition disc. 








mr ¥ 
RACINE, WISE€ONSIN 


Sold by leading industrial distributors. 


Line) ie Quill 
f 9 


f when it comes to cutting costs... 
by saving you time and money on your 
grinding, drilling, and light milling jobs 


Fifteen years of actual tests taught that fact to Chicago Impression 
Die & Mfg. Co. Mr. R. C. Helfenbein, president, is particularly 
proud of their use of Dumore quills for milling delicate die work. 


They often build a special milling fixture (as shown) for Jess 
than $100. Yet they can do such accurate work with it that they do 
not have to finish-grind the job. They are still using the first of 
many such set-ups after 10 years of service. During that time they 
used them 16 hours a day, month after month. The only service 
needed was a bearing change every year or two. No wonder Mr. 
Helfenbein says his Dumore quills make the difference between 
profit and loss on his jobs! 


You, too, can cut your cost with Dumores! 


You can do more for less with 
Dumore Quills. You can use 
them on Dumore Grinders. They 


Plan to use Dumore quills for 
low-cost grinding, drilling, and 
light milling. You have a selec- 


are interchangeable; they adapt 
one Dumore for dozens of dif- 
ferent jobs. You can use them 
as work heads in special set-ups. 
This helps you avoid buying a 
costly machine. You can use them 
on standard machines — as re- 
placement spindles, or high- 


tion of 25 sizes and types. You 
can work to +.0001”, at speeds 
up to 42,500 rpm., and to 24” 
internal grinding depths. 

Get the complete story from 
our Dumore distributor. Let 
im su Bgest cost-cutting Dumore 

set-ups for your shop. Ask him 
about Dumore Grinders and 


speed work-head attachments. other tools. Call him today! 


This is only one sample 


—a sample of the hard-hitting, factual Dumore advertising 
which is creating more sales opportunities for you. 

This advertising covers a wide range of case studies — all 
authentic and certified —in production, toolroom, and main- 
tenance work. Almost every case shows an operation parallel 
to an opportunity in your own market area. 

You can make this advertising work for you. Ask us for 
reprints; show them to your prospects and customers. You'll 
be surprised how much interest they have for a shop man... 
and how that interest builds extra sales for you. A Write for 
reprints .. . The Dumore Company, Dept. 44, Racine, Wis. 
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AIR -- . GAS 
GASOLINE 
STEAM + WATER 


From the Smallest to the LARGEST 


Air Cocks 
Yo nai Size Hose Cocks 
Drain Cocks 
Steam Cocks 
Gas Hose Cocks 
Gas Service Cocks 
Pilot Gas Cocks 
Water Heater Cocks 
Combination Gas Cocks 


Ya Actual Size 
Barrel Faucets : 


Consolidated’s line of Ground Key Cocks include those shown 

above and others to order. They are carefully made, precision 

Specialists in making ground key cocks to bored, individually tested, thoroughly inspected and guaranteed 
customers’ blueprints to meet your exacting requirements. 


WHEN YOU THINK OF BRASS, THINK OF CONSOLIDATED FIRST 


Write today for full information on this and other Consolidated lines. 


. BRASS COMPANY 7te>. 
DETROIT 9, MICHIGAN “ - 
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“Our 44 salesmen received invaluable sales help 
from the Dayton Information Program” 


Says Henry Ernstrom, Sales Manager, J. E. Haseltine & Co., Portland, Oregon 


: MORE REASONS WHY 
j YOU'LL DO BETTER WITH 


Dayton 


1. It’s the complete V-Belt 
line. 


2. V-Belt quality unsur- 
passed. 


3. Packaged for low-cost 
handling. 


4. Most complete catalog in 
field. 


5. Fact ry-trained engineers 
in your territory. 


6. Advertising and sales pro- 
motion helps for you. 


7. Strategically - - located 
warehouses to back you up. 


8. Dayton’s reputation as 
the world’s largest manufac- 
turer of V-Belts. 


Mie 
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“Dayton V-Belts are one of our major door openers. They give 
us entry to sell allied merchandise. It's vital that our men be thor- 
oughly grounded on how to sell them. Your Dayton Information 
Program does the job excellently. | know it will pay off in more 
and better sales for all of us,” continued Mr. Ernstrom. 


@ Sound, usable product infor- 
mation is a “must” for every sales 
organization. It is especially nec- 
essary when territories are large 
and the sales force far-flung. 

Take J. E. Haseltine & Co., 
Dayton Distributor with head- 
quarters in Portland, Ore. This 
organization covers one million, 
one hundred thousand square 
miles in the Pacific Northwest 
and Alaska. Some of their 44 
men are located as far as 600 
miles from the home office. 

Through the Dayton Informa- 
tion Program, these men re- 
ceived the sales knowledge they 
needed. Through movies, slides, 
and other fast-moving materials, 
they were given meaty informa- 
tion on how to sell Dayton 
V-Belts. 

More than that, they were given 
sales tips to enable them to use 


Dayton V-Belts to increase their 
sales of other products. 
Already more than 450 Mill 
Supply and Industrial Jobbers 
have called the Dayton Informa- 
tion Program the best they’ve 
ever seen. Almost 2,000 sales- 
men have found it a’ stimulant, 
not only to their V-Belt sales, 
but for other products. 
Whether your sales force con- 
sists of 5 or 50...inside men 
or out...the Dayton Information 
Program will increase your sales. 
We will be glad to schedule this 
program for you. Write or call 
your Dayton District Office now. 
Distributors: This Dayton 
Information Program is one 
reason why you'll do better with 
Dayton. Others are listed on the 
left. If you are not already a 
Dayton Distributor write today 
to Dayton Rubber, Dayton 1, Ohio. 


THE MARK OF TECHNICAL EXCELLENCE (N NATURAL AND SYNTHETIC RUSBER 


Dayton Ruabber 
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Now MORE SALES with the improved line of 
MILWAUKEE 


META| MADE 


= 2 
; ALL METAL 
WIRE BRUSHES Trim 
This brush line, so popular in the past, is now <a 
even better because of construction improvements. 


You can sell these brushes to a cross section of 
industry, as these brushes are particularly adopted 
to welding operations or for any industrial applica- 
tion where durability is required due to unusual heat 
conditions or rough handling. 


The handle is of Galvanite steel which is corrosion “REMUV-ALL” WIRE BRUSH 


resistant. Specially tempered high carbon steel wire 


is used for the brush. These brushes cut quickly. 
withstand strain, and wear evenly. 
Prompt shipments made. 


Indestructible ALL METAL—all purpose 
wire cleaning brush for gas burners, bat- 
tery terminals, etc. Has unlimited num- 
ber of uses in shops. Quickly and easily 
removes solder, chips, and filings. 





WOOD HANDLE 


STEEL WIRE 
—— sooo SCRATCH BRUSHES 
“Mono-Bilt” Boiler & Furnace Brushes p ° | 

“Steel-Clad” Foundry Brushes lg Sa es f OF ...-. 
“Dura-Bilt” Platers Brushes 


“Di-Bilt” cealicaieniene BRUSHING —weta! Parts, Welded Joints, 
“Peerless” Floor Sweeping Brushes _ Pipe Thread, Tires, Tubes, Battery Terminals, etc. 


“Twte-Telt” Push Brooms—wire CLEANING-smati Castings, Tanks, 


Fine Wire Polishing and fibre rary y 
Wheel Brushes Sissies Ciiteee, , Machinery, Tools, Meat Blocks, Ironwork, 


“Sturdi-Bilt” Wire Cup nance Brushes Stone, Brick, etc. 
Brushes REMOVING — Rust, Scale, Weld Spatter, 
Chips, Borings, Paint, Varnish 
Dirt, Grease, Floor Wax, etc. 





WRITE FOR 
BULLETIN No. 40-11 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 








UALITY' 
MIL AUKEE WIRE WHEEL BRUSHES - WIRE CUP BRUSHES * WIRE SCRATCH BRUSHES 
BRUSHES 


The Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES « PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES: 
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TANT | LYCLUSWE ADVANIACES 


MAKE THIS ELECTRONIC MEASURING 


EQUIPMENT A SALES LEADER 


Here is equipment that provides important user ad- 
vantages not available in other quality-control 
devices. It permits fast, accurate readings. in 
“tenths” and “hundredths’’.and increments. in be- 
tween by a simple turn of a graduation selector. Its 
amplifier (shown below) gives true linear response. 
These and other important advantages open up 


We urge buying through the Distributor 


new and wider opportunities for building sales and 
strengthening customer relations — an opportunity 
for you as a distributor to- bring reliable Electronic... 
Measuring Equipment to. manufacturers requiring 
precise dimensional control. For full information 
on this new sales leader, write Brown & Sharpe 


Mfg. Co., Providence 1, R. I., U.S. A. 


end 


Internal Comparator 
Attachment No. 952 
Range 1/2" to 2”. Frictionless. 
No pivots to wear. One master 
only. One measuring point and 
measuring bar serve any plug. 


External Comparator 
No. 9st 


Range, 0-4". Simplified sotting. 
One master only. Reversible 
anvil. Self-checking. Shock- 
protected. Diamond gaging 


Gage Head Cartridge 

No. 953 Signal Light Attachment 

For mounting in jig or fixture. No. 958 

Its range of measurement is 

.002” with a small added over- 

travel which measuring point 

makes. Frictionless. Dust and 

moisture proof, 


Optional Equipment. Speeds 
operations. Provides visual in- 
dication of work size. Easily 
and securely attached. 


+ 
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Because chain is “born” in steel mills, 
chain shortages will continue! 





EFENSE needs and European Recovery Plan 
allotments will consume approximately 20 
million tons of American steel in 1949. 


This means that steel makers, even if they in- 
crease production over last year’s all time high of 
approximately 88,700,000 tons, will be unable to 
fill many of the requirements of their customers. 


Shortages of certain types of chain are certain to 
continue throughout 1949. 


Therefore, we regret that we cannot, in the 
near future, guarantee to fully meet all of your 
chain needs. 


We pledge, however, that we will continue, as 


A few items in the Cleveland line have been temporarily 
discontinued. Available steel is being directed into produc- 
tive channe!s where customer demand and need are greatest. 


Since DR 1869 


%,, . ee 


"Certified 


» Member Fe 


~~ saadbl In aaa “cl 








during the war and in the immediate past, to do 
everything in our power to serve you within the 
limits of available steel. Also, we will try to appor- 
tion our output fairly and justly among our estab- 
lished distributors... knowing that they, in turn, 
will deal equitably with their dealers. 


In this situation we will be grateful for your 
considerate support and cooperation. We trust 
you will understand that our only wish is to 
serve you to the best of our ability. 


Vice Pres., Charge of Sales 


| VELAND [(HAIN 


The Cleveland Chain & Mfg Co. 
Cleveland 5. Ohio 


Associate Companies: David Round & Son. Cleve 
land 5. Ohio * The Bridgeport Chain & Mfg. Co. 
Bridgeport 1, Conn. * Seattle Chain & Mfg. Co. 
Seattle 8, Wash. © Round California Chain Co. 
So. San Francisco and Los Angeles 54, California 
Woodhouse Chain Works, Trenton 7, N J. 
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eeefrom Globe Seamless 


Steel Tubes to Globe 
Welding Fittings 


Your preference for Globe Welding. 
Fittings is supported by a source of sup- 
ply with exceptional qualifications. Spe- 
cialized metallurgical experience and 
facilities gained in years of steel tubing 
manufacture enable Globe to produce 
welding fittings by a precision process 
that yields a superior product. 


Send for the 
Globe Welding Fittings 
Catalog. 


GLOBE STEEL TUBES Co. 
Milwaukee 4, Wisconsin 


Producers of Globe seamless stainless steel 

tubes — Gloweld welded stainless steel tubes 

— carbon — alloy — seamless steel tubes — 

Globeiron seamless high purity ingot iron 
tubes — Globe welding fittings. 


DISTRIBUTORSHIPS AVAILABLE 


Distributors are invited to write for 
complete information and details 


GLOBE 


PRECISION PROCESS 
WELDING FITTINGS 
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s are designed for lasting effi- 
ion. So what 


ith AMERICA 


w 
wW “wind-tunnel” fan’ 


qe ae 
. exceptionally handsome appearance, and unbroken silence in operation. 
i 1d be ‘used — except American Phillips Screws? Now there’s nO 
no burring of screwheads, 20 lagging 
ves 50% faster 


hod cou 
the deep-draw® 
assembly mo 


‘umbled and slant-dr' 
rted screws- 


sleek surfaces, 
iven screws. In fact, 
modern desig® of American Phillips’ universal 
modern design ° roduct in which these 
extra vibration-resistance” which 

+ American Phillips Screws 


screws are Use 
protects silent operation 


can do for your product, 
COMPANY, PROVIDENCE 1, RH 
Detroit 2: 502 Stephenson Building 


AMERICAN SCREW 
Chicago 1: 589 E. Wlinols St. 
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CORNING AND PYREX BRA 


ee 


Thousands of gauge glasses are used every week in such 
major industries as petroleum, marine, power, building — 
to mention a few. The largest selling brands are Corning, 
Pyrex, and Macbeth. They are the products of Corning 
research. They are superior. They last longer. They are 
constantly advertised. 

To support your selling efforts, Corning keeps telling 
its story to America through the leading trade publica- 
tions in the field. This makes it easier for you to sell and 
profit by handling Corning products. 

Corning Mill Supply Glassware is sold exclusively 
through stock carrying distributors who are able to give 
quick service to supply distributors in every field. If you 
are not handling the Corning line now, ask Corning for 
the name of your nearest stocking distributor today! 


YREX brand tubular gauge 
glasses which will handle pressures up to 
500 p.s. i., depending upon type and size. 

brand flat gauge glasses—good 


for pressures up to 2,000 p.s.i. 


brand sight glasses for ovens, 
absorption columns, reaction kettles, fur- 
naces, pressure vessels, stills, tanks, etc. 


—up to 300 p.s.i. 


' brand oil cup and 
lubricator glasses for rugged service con- 
ditions on machine operations. 


CORNING GLASS WORKS e CORNING, NEW YORK 


SALES OFFICES: NEW YORK 


e CHICAGO e SAN FRANCISCO 


... Stocked by leading Mill Supply dealers MILL SUPPLY GLASSWARE 


TECHNICAL PRODUCTS DIVISION: GAUGE GLASSES - GLASS PIPE + LIGHTINGWARE 
LABORATORY GLASSWARE + OPTICAL GLASS + GLASS CO ENTS 
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IS ADAPTABLE TO A NUMBER 


OF DIFFERENT BORES 


—in fact, just three Interchangeable Hubs take care 
of bore ranges from 2" to 2%"... and, the hub 
fits both “Sure-Grip” Pulleys and Sheaves, permitting 
you to carry a supply of both products with a minimum 
stock of hubs. Write for detailed information. 


SONS COMPANY 
CHAMBERSBURG, PA. 


BOSTON, MASS. NEWARK, N.. J. 
- BRANCHES: PITTSBURGH, PA. CLEVELAND, OHIO DALLAS, TEXAS 
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A midwestern plant was getting only fair results on 
a difficult machining operation—drilling holes 1% 
inches deep ina stainless steel link pin at 2,125 r.p.m. 
<> A Cleveland Service Representative was called 
in. He studied the job carefully, and recommended 
a CLE-FORGE High Speed Drill that was especially 
designed for this type of work. Result: Number of 
holes per grind was more than doubled. Both were 
stock drills; both priced the same. But what a 
difference in performance! <> Perhaps a Cleveland 
Service Representative can be equally helpful to you. 
Get in touch with our nearest Stockroom, or... 
Telephone Your Industrial Supply Distributor. 
THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio 


Stockrooms: New York 7 * Detroit 2 * Chicago 6 * Dallas 1 * San Francisco 5 
Los Angeles 11 + London W. 3, England 








This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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unting Precision Bronze Bars are of SAE 660 Bronze, pre- 
ferred by experienced design, production and maintenance engineers as 


the finest all-purpose bearing bronze. 


The metallurgical structure of Bunting Bars is the responsibility of a com- 
petent metallurgical staff supervising foundry control and constantly 


checking chemical and structural correctness. 


Bunting Precision Bronze Bars ure carried in stock by hundreds of Bunt- 
ing Stock-Carrying Distributors. There is a Bunting Distributor in your 


vicinity, ready and qualified to serve you. The Bunting Brass and Bronze 
Company, Toledo 9, Ohio. 


SRONZE BEARINGS *& BUSHINGS x PRECISION BRONZE BARS 
2 REE ERE 025, ED RATS ROR RIE As ASAT SETTLE RIT BROT LI LT RTE 
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Quick facts tell why _—.2.3> SO@REER So 
200 Ib. UNION BONNET BRONZE GATE VALVES 
perform better...last longer... 
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powerful and 
more efficient 


This New DURO 10’ Tilting 


Arbor Saw has many 





new features and 


basic improvements 


A versatile low-cost machine for cutting 
metals, woods and plastics, with many ex- 
clusive advantages. Entire arbor and tilting 
mechanism suspended sn rugged, extra- 
heavy precision machined trunnions. 

Has capacity up to 3%” depth of cut and 
a working surface 1080 square inches with 
regular extensions, or 1395 square inches 
with special extensions. Distance in front of 
blade is 1434", and from blade to rip fence 
with regular extension 17”, or 25” with 
special extension providing greatest possi- 
ble utility. Cast iron table top is made of 
close grained and polished surface. Motor 
mounting is designed for most Standard 
Motors. Has improved guards and safety 
features as integral part of unit—also pat- 
ented accurate improved Rip Fence and 
Miter Gauge. 

Send for Catalog—for full details and 
prices on the DURO 10-inch Circular Sow. 
Also lists specifications and prices of com- 
plete line of DURO single and multi-spindle 
Drill Presses, Circular Saws, Jointers, Routers, 
Shapers, Grinders, Lathes, Scroll Saws, Flex- 
ible Shaft Units and Portable Electric Drills. 


DURO TOOLS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO... 2689 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO@ HAND TOOLS 
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Here’s a TOOL STEEL STOCK LIST 
that’s really Lat, Coneteant grentladle! 








There’s an A-L Tool 
Steel to do 
each job best 


The Allegheny Ludlum 
Tool Steel family includes 
37 principal types, cov- 
ering the high speed, hot 
work, shock resisting, 
cold die, and carbon and 
low alloy steel fields. Let 
us help you find the best 
answer to any problem 
that occurs in your pro- 
duction or use of cutting 
and forming tools. 


ADDRESS DEPT. ID-71 








This 72-page catalog lists the stocks 
of A-L High Speed and Tool Steels 
which are constantly maintained in 
each of 18 warehouses, located at 
convenient points from coast to coast. 
In compact, easy-to-follow style, the 
book gives a complete stock picture, 
nationwide, of the 15 most widely 
used types of these steels—each in a 
full range of standard shapes and sizes 
—and also includes data on stocks 
of drill rod, tool bits and Carmet 
carbide metal blanks and tools. 

It may be that your requirements 
call for mifi shipments. If so, you can 
rely on us to schedule material for you 
without delay. But—if you depend 
entirely or in part upon ordering High 
Speed and Tool Steels in smaller lots 
—and want to know where you can 
get them quxickly—you'll find A-L’s 


book of “Warehouse Stocks” mighty 
handy to have in your desk. @ Write 
for your copy today! 


LLEGHENY 
JUDLUM 


|] STEEL CORPORATION 
Pittsburgh, Pa. 


TOOL STEEL DIVISION: DUNKIRK, N. Y. 


lun too Eiteld 
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HERE’S WHY 
NEOPRENE PRODUCTS DO 
SO MANY JOBS SO WELL 


They resist 
OXIDATION by air, oxygen, ozone— 
have outstanding resistance to aging. 


KI 


They resist ° 
HEAT— are exceptionally stable a 
temperatures up to 250° F. 


@ 8 


They resist 
SUNLIGHT AND WEATHERING—in a 
class by th Ives in resistance to 
tubber's worst enemies. 





They resist 
OILS, SOLVENTS, MOST CHEMICALS — 
set the standard for oil resistance 
throughout industry. 


They resist 
ABRASION, CUTTING, CHIPPING—ore 
tough and durable under severe serv- 
ice conditions, 


FREE! THE NEOPRENE NOTEBOOK— 
Interesting stories ... new unusual applica- 
tions of neoprene. Write E.1. du Pont de 
Nemours & Co. (Inc.), Rubber Chemicals 
Division C-1, Wilmington 98, Delaware. 





Better Fr 
made with 


For example: 


ubber products are 
Du Pont NEOPRENE 


Courtesy Burg Tool Company, Los Angeles, Calif. 


Neoprene insert withstands flexing, 
heat, cutting oils—gives added sales 
punch to tool holder 


This tool holder is designed to cut set- 
up time, reduce tool breakage, turn out 
better work. It’s used in tapping, ream- 
ing, honing, counterboring and other 
follow-up operations. Here’s how it 
works: The collet rides in a molded neo- 
prene insert. This gives the tool flexi- 
bility in any lateral direction. Thus, the 
need for perfect alignment betwen tool 
and hole is eliminated. 


Because it’s made of tough, durable 
neoprene, the insert can stand constant 
flexing during high-speed work. It with- 
stands heat caused by flexing. And it 
isn’t ruined from the oil in cutting 
fluids. These are service features your 
customer will understand and appre- 
ciate. 


In rubber parts on tools and other 
products—in hose, belts, packing — 
“‘made of neoprene’’meanslongerservice 
life. So ask the manufacturer of the prod- 
ucts you sell to tell you when he’s using 
neoprene in them. Point out the advan- 


tages of neoprene to your prospects. It 
will help you clinch many a sale. And ~ 
extra service life will mean satisfied 
customers . . . and satisfied customers 
mean repeat orders. 


E. I. du Pont de Nemours & Co. 
(Inc.), Rubber Chemicals Division C-1, ° 
Wilmington 98, Delaware. 


Tune in to Du Pont ““CAVALCADE OF AMERICA,” 
Monday nights—NBC coast to coast 


NEOPRENE 
ol PONY 


REG. U. 5. PAT.OFF. 
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For Today’s 
Tough Service Demands 


EFFICIENT AND DEPENDABLE 
STEAM GENERATION 
Vogt. steam, ‘generating units are designed to 
give maximum rating in a minimum of space 
with high efficiency and low maintenance ex- 
pense. Bent tube types and straight tube, 
forged steel sectional header types to burn 
solid, liquid or gaseous fuels, as desired, meet 
every power, heating or process requirement. 











PROCESS EQUIPMENT FOR 
EVERY SERVICE 

Stills, towers, oil chilling machines, filter presses, 
heat exchangers, etc. are constructed to all 
Codes, They meet all demands for operating 
security and trouble-free performance and help 
to lower costs in important process industries 
around the world, 





SPECIAL MATERIALS FIGHT CORROSION 

AND PRODUCT CONTAMINATION 
Our modern shops produce a wide variety of 
equipment made from special metals and alloys 
to combat corrosion, and product contamination 
or discoloration. Fabrication procedures em- 
ployed insure that corrosion resistant properties 
of welds will match that of the materials from 
which units are constructed, 





MORE TONNAGE AT LESS COST 
Over 60 years of manufacturing experience, 
engineering and research stand behind Vogt 
refrigerating and ice making machinery. Ab- 
sorption Systems, Compression Systems, and the 
Automatic Tube-lce Machine in a wide range of 
capacities serve in leading petroleum refineries, 
chemical plants, ice and cold storage plants, 
dairies, packing plants, etc., at home and abroad. 





DROP FORGED FOR EXTRA TOUGHNESS 
AND LONG-TIME SERVICE 
Vogt valves, fittings and flanges, for top per- 
formance in oil, water, air, gas, and ammonia 
services, at high or low pressures and tempera- 
tures, are available drop forged entirely from 
carbon steel or stainless steel. Valves can be 
furnished in a combination of materials by 
using stainless steel for parts affected by service 
temperature or corrosion, and less expensive 
alloys or carbon steel for other parts. 





Air View of Vogt Plant 


— HENRY VOGT MACHINE Co. 
LOUISVILLE 10, KENTUCKY 
BRANCH OFFICES: NEW YORK, PHILADELPHIA, CLEVELAND, CHICAGO, ST. LOUIS, DALLAS 
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CONSISTENTLY ADVERTISED 
TO YOUR CUSTOMERS 


In addition to manufacturing the world’s most 
complete line of Wrenches, Williams also offers 
a wide assortment of daily-used and frequently- 
replaced shop tools and accessories. For well 
over half a century, Williams has provided 
Industrial Distributors with a profitable line of 


high quality drop-forged tools and specialties. 


(This standard signature appears in all Williams advertising) 


J. H. WILLIAMS & CO., BUFFALO 7, N.Y. Qisheibulors Everywhere 
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Better Machines-Better Blades 


or or we ge my CRC Clltieg 
“MARVEL saws 
Regardless what type hack saw machines and 
metal-cutting band saw machines you use, MARVEL 
BLADES will improve performance. There are sound 
reasons why this is true; practical reasons that are 
easily understood and demonstrated. 


MARVEL High-Speed-Edge Hack Saw Blades, with 
a genuine high-speed-steel cutting edge integrally 
welded to a tough alloy steel body, are both fast- 
cutting and positively unbreakable. This construction 
permits greatly increased speeds and feeds and 
tauter blade tensioning. Still, they last much longer 
than ordinary blades. 


MARVEL High-Speed-Edge Hole Saws, with this 
same unbreakable construction and heavy-duty 
arbors, have the extra strength required for drill 
press and lathe use...rapidly saw holes from */’ 
to 412" diameter thru steel of up to 1” thickness. 


MARVEL Band Saws are of selected quality. They 
come ready for use, pre-welded to size for each 
make and model saw. Individually boxed, they are 
protected against kinking, rusting or damage to 
teeth! 


Write for Blade Catalog Sheet. 


5700 BLOOMINGDALE AVE. * CHICAGO 39, U. S. A. 
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His Tongue is Quick.. 


The chameleon—renowned for his ability to change 
color—depends for his living on the speed of his 
tongue. It darts out nine inches or more, catch- 
ing flies, grasshoppers, and other insects literally 
on the wing. 
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THE GENERAL DETROIT CORP. 


DETROIT 7, MICHIGAN 


. CHICAGO 





e DALLAS 


e ATLANTA 


Aes GENERAL PACIFIC CORP. 


SCO e SEATTI 
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IF IT’S 4 rs DEPENDABLE THE GE NERAL DETROIT CORP. CANADA, LTD: 
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These set screws are case hardened—the hard machined point 
bites in and holds. They fit perfectly and respond readily to adjust- 
ment needs. Ferry Cap case hardened set screws have continually 
met engineering requirements for all general purposes. 


Ferry Cap Set Screws are expertly made by the first company to 
produce Cup Point Set Screws by the cold upset process of man- 
ufacture. They embody the skill and experience gained in over 
40 years of precision manufacturing. 


Square head and headless—cup point—case hardened —sizes 4" 
diameter and larger. Carried in stock for immediate shipment. 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD « « CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS ¢ MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS « HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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Hew to brighten a 
production picture! 


NE way to help a customer brighten his production picture 

is by selling him on the idea of replacing his worn out fluo- 
rescent lamps regularly. And that’s easy to do when you point out 
how worn-out lamps and empty sockets reduce worker efficiency, 
increase accidents, and impair the quality of the finished product. 


To make the most of the big fluorescent lamp replacement 
business, talk General Electric fluorescent lamps on every sales 
call. Show customers how bright new G-E fluorescent lamps in 
every socket can bring plant and office lighting back to peak effi- 
ciency and give the owner all the light he pays for. 


GENERAL @) ELECTRIC, 
GENERAL @) ELECTRIC 


More people prefer General Electric lamps than any other,kind. 
Now, with the lighting market the biggest it’s ever been, this 
overwhelming preference means big profits for you! 


NEW BOOKLET. “PROVING GROUNDS FOR G-E LAMPS” tells facts 
about lamp quality of interest to every lamp buyer. Get them 
from your G-E Lamp district sales office and present them 
to your prospects to help you clinch sales. 


G-E LAMPS 
GENERAL ELECTRIC 


-GE 
makes 


A 
FILAMENT INDICATOR SILVERED BOWL REFLECTOR in aH) 
All types and watt- Glow and filament Indirect lighting at Spot and flood 
ages for every types. For signal low cost. 60 to 1000 types. Self-con- 
lighting need. panels, etc. watts, tained reflector. 
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DON’T OVERLOOK THEM! 


You'll find it pays to keep your eyes open for sprocket 
sales. When you’re visiting a customer, check over 

his sprockets. Chances are you'll find some that need 
replacing ... that are so worn that they cause excess wear-on 
the chains. You'll not only be helping yourself... 
you'll be helping your customer to better service 

at lower maintenance costs. 

Rex Sprockets are available for quick delivery in all 
standard sizes. They are engineered with a tooth 
formation designed for smoothest chain operation .. . 
built of highest quality materials to give longer life 

to both chains and sprockets. Start your Rex Sprocket 
selling program today. We'll be glad to give you 

any sales data you want. Chain Belt Company, 

1622 West Bruce Street, Milwaukee 4, Wis. 


7 Bt? < CHAINS AND SPROCKETS 


a | 


INDUSTRIAL DISTRIBUTION © JANUARY, 1949 








Profits 


Make Simonds complete line of grind- 
ing wheels and abrasive products your 
express line to fast sales, steady profits. 
Your selling is powered by year-round 
advertising in leading metal working 
magazines—regularly supplied distribu- 
tor aids—market suggestions—every- 
thing to put you out front in the profit 
picture. Let’s show you how our manu- 
facturer-distributor set-up puts you on 
the track of bigger sales. Write. 


Complete line includes grinding wheels, 
mounted wheels and points, segments, abra- 


sive grains, bricks and sticks. 


SIMONDS ABRASIVE COMPANY 
Tacony & Fraley Sts., Philadelphia 37, Pa. 
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PUMPS 


OD, N. J. 


...for the World’s largest line of self-priming centrifugal pumps 


MARLOW pumps are being used in- 
creasingly in industry because of their smooth, 
low-cost, dependable operation. They com- 
bine centrifugal action with fully automatic 
priming—without auxiliary priming devices. 
There is nothing to adjust or manipulate. Be- 
sides their ability to prime themselves when 
placed as high as 25 feet above the liquid, 
they are well adapted to many difficult serv- 
ices such as pumping dry aromatics or volatiles 
and liquids containing abrasives and sus- 
pended solids. 

MARLOW Self-Priming Centrifugals 
have been successfully introduced to industry 
during the past 12 years by some of the best 
known distributors in the country. Thousands 
are now in use and the line has recently been 


expanded to provide a wide range of models 
and sizes, 14% to 10-inch, with capacities from 
15 to 4000 GPM. With the line now substan- 
tially broadened, Marlow Pumps is about to 
increase its distributor structure throughout the 
country. 

IN ADDITION to the Self-Priming Cen- 
trifugals, the Marlow distributorships will in- 
clude the well-known Marlow Diaphragm and 
Plunger Pumps and Marlow Sludge Pumps .. . 
the heavy-duty pumps industry Cepends on for 
liquids too thick or too trash-laden for cen- 
trifugals. 


y more fo sell. And 


y a ‘ 


ils. 
write for literature and deta! 


Marlow gives yo 





MARLOW PUMPS ° RIDGEWOOD, NEW JERSEY 
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The Tap That’s Tops in Sales Power 


it’s the New, Finer 


UNSURPASSED 
ACCURACY 
At These 
Vital Points! 


Besly “Forty-Niner” — 


a 


Unequalled Sales 
Opportunities For 
asly Distributors 


Microcentric 


CHAMFER 
tool business, with the higher turnover that 2° vt Micro finish, concen- 
tric to tenths of thou- 


makes for highest net profit per dollar invested. & . oad te sles Sune 


burring or welding. 
“Right” 

2 ROCKWELL 

is taking the guess work outoftapmakingand P oa serrect’ Rockwell 


The new Besly “Forty-Niner” High Speed Tap 
offers the distributor an even bigger oppor- 


tunity for more than his share of the cutting 


” CATS 44)... 


New automatic precision equipment at Besly 


correct Rockwell 
hardness. 
tap inspection; producing the world’s most Mirror Finish 


; ie. A FLUTES 
accurate tap to give your customers and pros- Ousumedammi 


ide f hi 
pects tapping that’s really better at a new low flow and longer tap 


life. 
Solid Ground 
THREAD FORM 


? ‘eu ” For angle and lead 
Ask us about the new “Forty-Niner” Besly Tap. prereset accuracy, elimination 


HAS 5 STRONG FINGERS of uae pe 
P : t it 
Ask us to tell you about our faster deliveries of diameter to tenths « 


diameter to tenths of 
Fast Delivery thousandths. Ground 


high speed specials: Find out how Besly Taps — A Gomeeray Une eens 
Top Tap Quality Tru-Square 
Engineering Counsel DRIVER 


: : P 1 Hel that SELL { Square and shank fit 
tor build his company into headquarters for eee correctly in chucks and 


holders, no beng to 
cutting tool sales. Write or call today! nr a ee 


This Trade Merk Identifies The World's Most Accurate Tap 


cost per tapped hole. 


and Besly’s selective policy helps the distribu- 


BESLY TAPS ee BESLY TITAN ABRASIVE WHEELS 
BEeESiY¥Y GRINDERS AND ACCESS OR ESS 


CHARLES H. BESLY & COMPANY, 118-124 N. Clinton Street, Chicago 6, Illinois 
Factory: Beloit, Wisconsin 
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Also a complete line of Twines 
for the Hardware Trade 





AMERICAN MANUFACTURING COMPANY, BROOKLYN 22,N.Y. © ROPE - TWINE - OAKUM - PACKING T 
Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. a 


Sales Offices: BOSTON * CHICAGO * HOUSTON * NEW ORLEANS © PHILADELPHIA Si 
Pp 
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Talk of the Trade 


STORY TIME: It’s a bit on the shaggy side but we liked 
the one told by Pete Dickinson (Watkins, Inc., Wichita): 
Returning home late one evening, our hero was being 
annoyed by a fire-spitting dragon . . . The dragon just 
kept following our hero despite his pleas to “G’wan get 
away from me” . . . Finally in desperation, the chap 
turned around to the dragon and issued an ultimatum: 
“Either you stop following me or I’ll go into the drug 
store and get an Alka Seltzer and make you disappear.” 
Well, it seemed funny at the time. 





QUICK ACTION: One of the highlights of the J. Rus- 
sell Co.’s 100th anniversary dinner was the distribution 
of 1848 pennies . . . Bob and Stew Russell spent almost 
four years gathering the coins; that’s really advance plan- 
ning . . . However, Bob got quite a surprise when, within 
the same week of the dinner, he received a “‘bread-and- 
butter” gift from one of his suppliers, Greenfield Tap and 
Die . . . The gift was a solid gold medal . . . Nice goin’. 


ABSENT: Ray Clark (Jacobs Mfg.) was taken ill the day 
before the Central States session and could not attend .. . 
Dan Northup (Henry G. Thompson) was listed on the 
Regional Forum program but illness kept him away . . . 
Hatold Torrell (Syracuse Supply) subbed for Dan in addi- 
tion to serving as moderator in the afternoon session. 





THREE LITTLE WORDS: Asked for his comments on 
a subject being discussed at one of the Chicago meetings, 
Sam Clark (Samuel Harris, Chicago) walked off with the 
prize for the shortest talk . . . “I like it,” was Sam’s speech. 





AFTER HOURS: If you like real singing, get Jack 
Perkins (J. H. Williams) to give you his version of “Poor 
Jud Is Dead” . . . Also good entertainment is A. K. 
Oldin’s (Chicago Screw) Swedish minister act. 





A 


TO THE POINT: Jim Ruddell (Central Rubber & 
Supply, Indianapolis) made a hit with an illustration of 
how ineffective plans can be without action . . . Jim told 
about how at the turn of the century there was a plan for 
everyone in the world to shout at the same second .. . It 
was reasoned that with millions of voices raised in unison, 
we could make the people on the moon hear us... 
However, at the appointed second everyone thought that 
instead of shouting he would cheat a bit and listen to the 
greatest noise ever heard on earth . . . Well, it was the 
quietest second in the history of man. 


COLORFUL TALK: Jim Good (J. H. Williams) spiced 
his description of a character by explaining: “He had big 
ears, you know, Type B Bunny Ears.” 


ADDRESS: James A. McKeon, vice-president of Greene, 
Tweed & Co., when retired in 1940 suffered a stroke 
while vacationing last summer . . . Jim has now returned 
to his home and would like to hear from his old friends 
. . . His address: 185 Atlantic Ave., Lynbrook, L. I. 


HAPPY NEW YEAR. R.W.B. 
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NEW. “TUFFARD” SPINDLE Aluminum bronze of 
tensile strength exceeding 65,000 Ibs.—tough to take 
stresses, hard for long wear. Bigger in diameter — more 
strong threads. 


MORE THREADS, LESS WEAR Additional threads 
in bonnet and on spindle assures full thread engage- 
ment— open or closed —less load, less wear per thread. 


NEW STURDY LUGS Flat-faced, V-shaped lugs on 
union bonnet ring and body ends permit firm fit and 
grip of open end, pipe, or monkey wrench, withstand 
repeated disassembly. 


NEW SLIP-ON, STAY-ON PLUG Simple design with 
T-slot for engaging spindle head is stronger, trouble- 
free, permits free flow. Mirror-finished bevel assures 
perfect mating with seat ring. 


500_BRINELL ARMOR SEAT DEFEATS TOUGHEST 
VALVE ENEMIES Plug and Seat Ring of Jenkins 
JX500 special alloy stainless steel—heat treated to 500 
Brinell hardness and extraordinary ductility—lapped 
together to a mirror finish. Unaffected by throttled 
steam, resists galling, abrasion, erosion, and corrosion. 
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ANOTHER SALES-LEADER FOR 


JENKINS DISTRIBUTORS 


Now, for the worst valve-killing services, there’s a 
super-tough valve that will set new economy records— 
the new. Jenkins Fig. 976-A. Compare it, part for part, 
and you'll agree it’s as nearly wear-proof, trouble-proof, 


and maintenance-free as any stock valve can be. 


In any industry, the new Fig. 976-A will safeguard 
production against shutdowns due to valve failure. It’s 
the dependable choice for the most severe services. 
pressure regulation, steam control by-pass lines, tem- 
perature regulation, bleeds, drips, and drains, soot 
blowers, or any close regulation of steam. In services 
where throttled steam threatens wire drawing, where 
entrapped pipe chips, scale, or rust tubercles are a 


problem, it will lower maintenance, last longer. 


Once again, Jenkins Distributors can cash in on a 
valve engineered to serve better and sure to sell better. 
Watch for the announcement—in 25 February indus- 
trial magazines—with over 650,000 readers—includ- 
ing-everyone in industry influential in valve selection! 
Jenkins Bros., 80 White Street, New York 13; Bridgeport, Conn.; 


Atlanta; Boston; Philadelphia; Chicago; San Francisco. 
Jenkins Bros., Ltd., Montreal. 


RAD! 
JENKINS 
MAR 
SINCE 1864 
Jontome Arey 


JENKINS 
VALVES 


Types, Sizes, Pressures, Metals for Every Need 
Sold through Reliable Industrial Distributors everywhere 


TAKES 18,340 LB. LOAD WIYHOUT CRACKING Compare the 
Jenkins JX500 Seat Ring (left) before and (right) after being 
deflected over 37% by a nine ton load, Not a sign of fracture! 
That’s proof of its super toughness! 


standard steep pipe (left) and \4¢” wire rod having a Brinell 
hardness in excess of 300 were crushed between the new Jenkins 
JX500 Plug and Seat Ring without leaving a scratch or dent, 
That’s proof of super hardness! 








* HERE’S WHAT REPUBLIC DISTRIBUTORS SAY... 


Republic's Franchise supports 


distributors without compromise 








REPUBLIC’S 5-POINT POLICY 


A LINE of rubber items sufficiently complete to permit 
effectively supplying the requirements of the trade solicited. 


A QUALITY of product uniformly good and capable of deliv- 
ering service results that should reasonably be expected. 


A PRICE basis inducing and making possible aggressive 
competition with reasonable profit return. 

FREEDOM from competition from his source of supply, either 
direct or indirect, among the trade covered by his day to day 
solicitations, 

SELLING helps of reasonable amounts so that his sales force 
may be given the advantage of specialized training and a 
knowledge of the product sold. 
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LEE RUBBER & TIRE CORPORATION 
Lee Deluxe Tires 


& Tubes 






i. - 
Suction Hose quality depends upon craftsmanship. Among 1,407 Rv 
public Rubber employees, 147 have a 25 year continuous service recor 


Do you have a well defined sales policy which dovetail 
into that of your manufacturer? Working under Republic’ 
5-Point WRITTEN Sales Policy (shown at the left), Republic 
distributors know the score all of the time. Thus, they ma 
plan sales and inventory budgets in advance and with conf: 
dence. Republic distributors have (Point 4 of Sales Polig) 
‘Freedom from competition from his source of supply either 
direct or indirect ....”” Do you want to know more? Retum 
the coupon or write today. 


Rv 8@BE R Dtivrisite. & 


YOUNGSTOWN, OHIO 
Conshohocken, Pa. 


TELL US MORE ABOUT THE 5-POINT SALES POLI 


REPUBLIC RUBBER DIVISION 
LEE RUBBER & TIRE CORPORATION 


YOUNGSTOWN, OHIO 
Name, title. 

Firm 

Address 


City 
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T us is the time of year when businessmen lay 
their plans and set their budgets for another 
12-month period. 

Budgeting or budgetary control has an imposing 
and even formidable sound to many distributors. 
On first inspection, it seems like something com- 
plex. In its simplest form, however, budgeting is 
simply advance thinking, advance planning, ad- 
vince scheduling. It involves the adjustment of 
expenses to income, or prospective income, to as- 
sure a net profit for the business under various 
levels of operations. 

A budget is not a straight jacket. It is merely 
a guidepost to tell you where you are profitwise at 
any time during the year. Various courses of action 
may be indicated when it appears from the budget 
of income and expense that the firm may be en- 
tering red ink territory. The budget simply hoists 
the warning sign before it is too late. And con- 
versely on the upswing, a budget will help you 
translate increased sales into increased net profits. 


“Budgetary Control” 


A year ago we prepared a special section for our 
distributor readers on “Budgetary Control” (Janu- 
ary, 1948). There we described how budgeting 
for increased profits could be carried out by dis- 
tributors. A number of our readers have informed 
us that budgeting procedures of varying com- 
plexity have been set up. For those who haven’t 
yet seen fit to make use of the budgeting idea, we 
would like again this January, 1949, to urge them 
to take advantage of this extremely valuable man- 
agement aid. We have a few reprints of the 
above-named article which we would be glad to 


Industrial Distribution ———— 


What's Your Budget for 1949? 








send any distributor for the asking. 

It seems to us that the subject chosen this year 
for the Industrial Distribution Forums—“After 
the Breakeven Point—What?’—is most pertinent 
and timely. These forums jointly sponsored by 
the National, Southern and American Associations 
are seeking answers to the above question through 
cooperative endeavor. For the individual distribu- 
tor an analysis of his 1948 operating statement 
now and budgeting projections into 1949 can also 
help in answering this question for his own firm— 
answer it favorably. 


The Time Factor 


From Mr. Keezer’s report on the Business Out- 
look for 1949 which appears on the four succeed- 
ing pages, it appears that sales of industrial dis- 
tributors this year should be approximately as 
good as those in 1948. The activity of the indus- 
trial customers of distributors—the plants, mines 
and factories of America—looks as if it would be 
sustained well into 1949. And as industry goes 
so go the sales of distributors. 

Yes, it looks like another good year but it is 
smart to plan and lay out courses of action to 
meet any eventuality. Budgeting can help you 
think out a program to meet adverse conditions 
while there is time. And time may be of the 
essence. As some wise man once said, “Nine 
tenths of wisdom consists in being wise in time.” 


Halt. Kiutber 





INDUSTRIAL DISTRIBUTION © JANUARY, 1949 






2 
Bi 











A STUDY of many parts of our economy has equipped Dexter M. Keezer to give you... 


at 








The dollar volume of business ob- 
tained by salesmen in 1949 and the 
outlook for each distributor is tied 
directly to the level of industrial 
activity. As distributors’ customers 
—the factories, mines and service in- 
dustries of America—boom or 
slump, so will the sales of industrial 
equipment and supplies. 

It is because of this close relation- 
ship between the distributor sales- 
man’s activities and general business 
that your editors asked Mr. Keezer 
to prepare an Outlook for 1949. Mr. 
Keezer is known to many in the 
industrial supply business—he was 
one of the principal speakers at the 
Atlantic City Convention in 1947. 

The Editors. 





The Outlook For 1949 


Economist looks for some “soft spots” to materialize but believes they'll be 


offset by gains in other parts of economy, expects *49 business level near °48’s 


By Dexter M. Keezer, Director 


Department of Economics 


McGraw-Hill Publishing Co. 


Where is business in general bound in 
1949—up, down or sidewise? 

Since it is now bumping right up 
against a ceiling imposed by the avail- 
able supply of manpower, there is 
only one method by which it can go 
up much. That is for everyone to dig 
in and work harder. But how to get 
most people to work harder when jobs 
are plentiful is something that has not 
yet been learned very well. So there 
won’t be much “up” except that pro- 
vided by the natural growth of the 
country. 

Well, what about “down”? It is 
usually a safe bet that if anything as 
restless as the American economy is 
not going up, it will be going down. 
As a matter of fact, quite a lot of com- 
petent business forecasters are placing 
their bets in that cagey way. It is not 
anything like a full-blown depression 
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most of them are expecting. Instead, 
they talk ofa “correction”. That is a 
new term which seems to mean a little 
recession, with industrial production, 
as measured by the Federal Reserve 
Board Index, dropping as much as 15 
percent and taking as much as a year 
to recover. The timing of the “cor- 
rection” varies, but the middle of 1949 
is generally favored for the start. 

A persuasive case can be made to 
support the expectation of a “correc- 
tion” in 1949. The steam is oozing 
out of at least the first wave of post- 
war inflation. It is easier to make busi- 
ness sing when prices are rising. The 
drop in farm prices, where the ooze is 
most pronounced, could cut down 
farm purchases substantially. Poten- 
tial or actual soft spots can also be lo- 
cated in housing, industrial plant and 
equipment expansion, and some lines 
of soft goods, such as furs and the res- 
taurant business. Assume that all 
these weak spots will materialize next 
year, and it is easy to envisage a stern 
“correction”. 
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However, in my judgment, and that 
of my associates, not all of the poten- 
tial soft spots will materialize. And 
even if quite a few do, they are likely 
to be offset by even greater strength 
in other parts of the economy than is 
now apparent. So what we anticipate 
is neither violent upswings or down- 
swings, but an economy that will con- 
tinue during 49 to bump along side- 
wise under the ceiling imposed by 
manpower limits. The rebound from 
the bumps may be as much as 10 per- 
cent, as measured by the F.R.B. index 
of industrial production, but we don’t 
expect downs to last long, or to add up 
to anything that could be called a re- 
cession, let alone a depression. A “cor- 
rection”? Hardly, for if you are being 
corrected you should notice it, and the 
bumps may be hardly noticeable— 
any more than was the decline in early 
47. 

This estimate of the course of gen- 
eral business in 1949 was not reached 
by peering into a crystal ball. On the 
contrary, it was reached by the much 
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SALES of industrial supply houses, as recorded on the Industrial Distribution Index 
and adjusted for wartime and post-war price increases, are moving more nearly in 
company with the Federal Reserve Board Index than they have at any time since the 


end of the war. 


more laborious process of examining 
carefully those parts of the economy 


cited as most likely to get into trouble 
next year, gauging their possibilities 
along this line, and adding up the re- 
sults. Here is how the process was 
carried out: 


The “Soft Spots” 


First, let’s look at sales of consumer 
goods—and particularly those lines 
where trouble has been predicted by 
some business analysts. 

During 1948, in contrast to 1947, 
virtually all lines ran into buyers’ mar- 
kets. The free-spending, anything goes, 
super-boom became history for almost 
all businesses—except a few like auto- 
mobiles, where a substantial number 
of buyers continued to pay $500 pre- 
miums cheerfully. 

The year also saw consumer goods 
businesses go through other adjust- 
ments. For example, people began to 
save more money and credit restric- 
tions were tightened. 

Then business fell off after the elec- 
tions. Some retailers blamed unsea- 
sonable warm weather. Others thought 
people were waiting for lower prices— 
which they expected immediately as 
a result of the election. 

Despite this, retailers expected a 
record Christmas to push retail sales 
to new highs for the year. They 
looked for a total of about $130 bil- 
lion in sales in 1949—a new record 


for dollar volume and, in spite of price 
increases, a new record for physical 
volume. 

This performance was expected, in 
spite of the fact that people saved a 
much larger proportion of their in- 
come than they saved in 1947. Ameri- 
cans put away a net $13 billion in 
1948, as against $9 billion in 1947. 

That increase in savings is an im- 
portant change in a trend. In the 
two years after the end of the war con- 
sumers spent a steadily larger share of 
their incomes and saved less. That 
spending stimulated sales. 

Now people are not buying as much 
from savings. They are beginning to 
save a larger share of their incomes. 
That means there is less danger of a 
sharp change in spending habits next 
vear. It spells more confidence in a 
stable economy. It means that the 
consumer goods industries have wea- 
thered what some analysts thought 
might be a major test. 

Outstanding in the consumer goods 
picture in 1948 was the shift to buyers’ 
markets. This shaking down started 
two years ago, but 1948 saw it broaden 
into an impressive number of lines. 
Men’s apparel, shoes, liquor and drug 
lines, and sales of department and mail 
order stores, among others, had to ad- 
just to buyers’ markets. 

But even here, dollar volume did 
not drop. Rather, sales did not climb 
as fast as consumer incomes did. So, 
these lines fell back in the parade of 
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those competing for the consumer's 
dollar. 

‘There were important shifts in other 
lines. The electrical appliance busi- 
ness as a whole, for example, kept 
moving ahead as fast as did people’s 
incomes. But sales of small radios and 
vacuum cleaners slowed, whilc tele- 
vision and refrigerator sales gained. 
Other lines—such as restaurants and 
jewelry stores—saw the steam go out 
of their booms two years ago, and they 
haven’t gained ground since. 

In general, the hard goods lines— 
automobiles and buildings materials 
are prime examples—picked up steam 
during the year. With these gains, 
overall retail sales set new records. 

Prospects for consumer goods in 
1949 are good. There’s plenty of pur- 
chasing power around. Incomes rose 
8 percent last year, while production 
of consumer goods increased by 6 per- 
cent. Part of the increased income 
went into savings, of course, but the 
record also testifies to the fact that 
consumers began to shop around look- 
ing for better values. Sellers who of- 
fered good values had a fat vear in 
1948 and can look for a high level of 
business in 1949, 

The emphasis on durable goods, 
which saw them going strong last year 
while most soft goods lagged, will carry 
over into 1949. Other shifts among 
lines can be expected, but probably 
these adjustments will be smaller than 
they were in ’48. 


Wage Increase Expected 


In general, though, there’s no slack- 
ening of consumer demand in sight. 
Labor expects a fourth round wage 
increase. It is likely to be a wage boost 
of 5 to 6 percent—slightly smaller 
than any of the three previous rounds. 

Farmers are assured of continued 
high support prices for their products. 
Falling prices and rising costs will re- 
duce farm incomes slightly. But 
farmers are likely to continue the fast 
pace they’ve set in buying farm equip- 
ment and household appliances. As 
the Bureau of Agricultural Economics 
noted recently, farmers are out to im- 
prove their living and working stand- 
ards. And they're not likely to slow 
down as long as there is the prospect 
of high production and consumption. 

Prospects in some lines may actually 
be brighter in 1949 than they were in 
1948. Record harvests last fall may 
bring food prices down as much as 
10% by late 1949, if we have another 
vear of good crops. That will give 
people more money to spend for non- 
food items. 

All in all, production and employ- 
ment in consumer lines promise to 
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PRODUCTION in 1947 and 1948 bumped along against ceiling set by manpower. 
Curve will probably rise slightly this year, but still be limited by labor. 





NEW HOUSING STARTS 
New nonfarm family dwelling units 
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HOUSING set new records in 1948—almost a million homes. Demand is still strong, 
however. Industry should build almost as many new homes in 1949. 


hold high and perhaps rise a little in 
1949, even though many lines will 
have to go through adjustments in- 
volving lower prices and, perhaps, 
lower production. 


Housing Shortage Over? 


A second place where you might ex- 
pect trouble is in home building. It’s 
important because of its size—about 
1,000,000 homes were built in 1948 at 
a total cost of about $8 billion. Then, 
too, many other businesses—such as 
home furnishings, furniture, and appli- 
ances—are geared closely to housing. 
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Finally, it’s one of the “boom-bust” 
businesses—it’s apt to be very good in 
good times, and very bad when busi- 
ness falls off. 

There are many indications that the 
worst of the housing shortage is over. 
For one thing, we are very close—with- 
in a few hundred thousand homes—of 
having overcome the desperate hous- 
ing shortage. 

At the end of the war, there were 
more than one million families living 
“doubled up”—usually with their rela- 
tives. Then, when the veterans came 
home and married, these new families 
wanted places of their own. All in all, 
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there have been more than 3 million 
new families formed in one way or an- 
other since the end of the war. 

But not all the “doubled up” fam- 
ilies want a place of their own. Some 
of them, for example, are retired par- 
ents who expect to live with their chil- 
dren. ‘Then, too, even some of the 
newly-married are not yet looking for 
places of their own. ‘The figures sug- 
gest that about 3.5 million families 
needed new homes badly. They just 
had to get a roof of some kind. 

But while these people have been 
looking for homes—and some of them 
had to hunt for years—builders have 
put up slightly more than 3 million 
new homes. ‘True, some of those are 
temporary, some have been converted 
out of existing buildings. But there’s 
no doubt that enough new homes of 
one kind or another have been created 
to meet the worst of the shortage. 

That doesn’t mean that home build- 
ing will slump this year, however. 

For one thing, there will be a half- 
million or so new families formed each 
vear in the next few years. Then there 
are still perhaps a half-million families 
that are doubled up and will want their 
own homes in the next year or two. 
Finally, there are a lot of people—the 
estimates range into millions—who 
have a place to live, but want better 
ones. And many of them have the 
money to make down payments. 


Big Year for Housing 


All in all, the demand for housing is 
still strong enough so that 1949, and 
probably 1950, will see home building 
go ahead at a rate of about one million 
homes a year. 

Moreover, there’s a good chance 
that Congress will add substantially to 
the backlog. Already, House and Sen- 
ate leaders are planning to get action 
on something like the Taft-Ellender- 
Wagner bill. It called for financial 
incentives for home builders, set a 
goal for the building of 500,000 low- 
rent homes, provided $1.5 billion in 
subsidies and loans for slum clearance, 
and would have encouraged building 
of several hundred thousand farm 
homes. It was a long-range program, 
but action on any law of that kind will 
stimulate construction. Added to the 
business the industry now expects, it 
means that the pessimists will have a 
hard time seeing trouble ahead in the 
construction field in 1949. Builders 
can look to new records next year— 
and again they'll probably be limited 
by shortages of materials and labor. 

Some economic soothsayers see 
trouble ahead in government spend- 
ing for foreign aid and defense. They 
argue that business has already antici- 





pated or absorbed the impact of these 
programs. ‘They cannot be counted 
on, say these analysts, to gain any more 
steam next year, and so offset weak- 
nesses that might crop up in other sec- 
tions of the economy. 

However, this argument overlooks: 
(1) the fact that both defense and 
ECA have been slow in getting under- 
way; and (2) the possibility that one 
or both programs may be enlarged in 
1949. 

During the first half of 1948, the 
government was spending for defense 
and ECA at a rate that, if kept up, 
would have totalled about $16 billion 
in a year. Now the rate has climbed 
to more than $18 billion on an annual 
basis. And, with only the appropria- 
tions already voted, it will climb to an 
annual rate of $22-$23 billions by next 
-—. That simply means that both 
the military and ECA programs started 
slowly and have yet to make their full 
impact on the economy. When that 
impact finally hits, it will show itself 
in more stress and strain because the 
economy is going at very close to ca- 
pacity now. 

Moreover, the chances are good that 
the new Congress will approve still 
larger appropriations for defense. The 
military services will need more money 
to carry on the accelerated programs 
set in motion this year. ECA appro- 

riations may be smaller, as provided 
or in the original Marshall Plan. But 
some form of military lend-lease seems 
sure of approval. With it, total ap- 
propriations for defense and recovery 
will be larger than they were in 1948. 


Business Expansion Eases 


This means that the possibility of 
trouble in these expenditures lies not 
in a let-down, but in more inflation. 
As long as the present state of NO 
PEACE—NO WAR continues, the 
U. S. economy must shoulder these 


heavy burdens. If they are increased 
in 1949 by, say, $5 billion or more, 
they might well result in another large 
dose of price and wage inflation. 

As the chart (right) shows, the fed- 
eral government’s expenditures have 
fallen to their post-war low and lev- 
elled off well above prewar peaks. The 
chances are that they'll rise slowly in 
the next few years. With the expendi- 
tures of state and local governments, 
government agencies are spending 
more than one dollar in five of the 
national income. Spending on this 
scale stabilizes a substantial part of 
the economy. 

A fourth potential soft spot where 
some people look for trouble is in busi- 
ness spending for new plants and 
equipment. This investment, accord- 
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BUSINESS SPENDING for new plants and equipment also set a record in 1948. 
Indications are it will be almost as big in 1949. ‘ 
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GOVERNMENT EXPENDITURES have multiplied since 1939, now are a power- 


ful prop under business. They are likely to increase. 


ing to some analysts, is expected to 
drop because business has been rush- 
ing expansion programs ever since the 
war and many of them are complete 
or nearing completion. 

The full story of business’ plans for 
buying new plants and equipment in 
1949 won't be available until the Mc- 
Graw-Hill Publishing Company’s an- 
nual survey is complete. But prelim- 
inary indications are that total business 
investment in new plants and equip- 
ments this year will be within $2 bil- 
lion of the 1948 record of around $19 
billion. 

Capital expenditures will carry on 
at a high level in 1949 because the de- 
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mand for production is forcing many 
companies to expand. Electtic utility 
companies and the petroleum industry, 
for example, have expansion programs 
planned several years ahead that will 
cost billions of dollars. 

If an excess profits tax—or other 
government measures that chop down 
profits—comes along, though, the pic- 
ture will change. Measures that cut 
into profits might well reduce indus- 
try’s capital expenditures in 1950 and 
the years after. But a decline of $2 
billion in 1949—if it develops—is too 
small to have any scrious repercussions 
on business activity. It would be more 

(Continued on page 160) 
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WHAT'S NEW IN THE RUBBER BUSINESS ? 


or months now, you have been reading (we hope) the little 

box with the title given above, which is usually situated 

somewhere near the West Central portion of this page. In 
it we have tried to put little smidgens of interesting information 
which come tous through our connections with this most interesting 
business of supplying RUBBER FOR INDUSTRY. 


ust recently, all manufacturers of LIGHT DUTY V-BELTS, or 
Fractional llorse-Power (FHP) as they are sometimes called, 
got together over a short beer and decided to adopt a 


UNIFORM STANDARD NUMBERING SYSTEM. 


To guys like us, who have struggled for years to reconcile every- 
bodys pet, private numbers, that's really slashing through a whole 
basket-fullof red tape with one fell swoop. We-think it important 
enough to justify the special mention that we are giving it here. 





What's that? You say you're not interested? You say that you don’t 
own a LIGHT DUTY V-BELT? Shame on you! G’wan home and look at 
your Refrigerator, Washing Machine, Ironer, Stoker, Pump, Lawn 
Mower and other household appliances. 


FOURNIER RUBBER & SUPPLY CO. | BEI ae 


"Depending on who 
makes me, my name is: 
1410, 1390, FHP-139, 
1M)41 , 655 , 12636 , 
2410, FA-41 etc." 








My Name 
Is 4L410 


459 North High Street 
COLUMBUS 15, OHIO 














COMBINATION number during vacation months carrics 
carefully compiled stock list for convenience of buyers. 


simple, what?* 

















THE MAKER'S NAME MEANS SOMETHING, TOO 
YOU CAN'T GO 


V-PBELTS AND SHEAVES 











WRONG IF YOU SPECIFY 
B. F. GOODRICH 
*First Jn Rubber* 




















A LIGHT TOUCH in text matter makes regular issucs of 
MA 4495 Fournier very readable to customers. 


House Organ Doubles In Brass To Aid Sales 


Monthly publication of Columbus, Ohio, supply firm gives industry 


news, promotes product of month and provides annual stock list 


VICF-PRESIDENT, sales manager, 
promotion manager and editor at Four- 
nier is Clarke Mack. 
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THERE Is nothing cryptic about “MA 
4495 Fournier” to industrial buyers, 
plant engineers, shop superintendents 
and foremen in the Columbus, Ohio 
industrial area. To them, “MA 4495 
l‘ournier” means some interesting in- 
formation about industrial rubber 
products presented simply and enter- 
taingly. 

“MA 4495 Fournier” is a silent 
salesman for The Fournier Rubber & 
Supply Co., Columbus. It is continu- 
ally winning new friends, holding old 
ones and occasionally prompting the 
placement of an order for some prod- 
uct overlooked by an industrial cus- 
tomer. It is a four-page house organ 
(10 by 64 in.) set in varitype and 
printed by offset every month. It is 
mailed to some 2,500 expectant read- 
ers each month. 


The success of Fournier’s house 
organ as a sales promotion aid does 
not depend upon format or color or 
sensational makeup. The most im- 
portant contribution to its efficacy as 
a sales aid has been, and still is, the 
light but to-the-point, preparation of 
text matter by Clarke Mack, vice-presi- 
dent and sales manager. 

Mr. Mack’s editorial policy is sim- 
ple. As a sales manager, he knows his 
market and how to approach the indi- 
viduals in that market. The basic 
clements of the text matter are objec- 
tive information about the rubber in- 
dustry, reminders of products sold by 
Fournier, and a conversational style of 
presenting such information. 

Typical of the manner in which Mr. 
Mack gets the information across to 
his readers is his announcement of the 
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uniform standard numbering system 
adopted by manufacturers of Festional 
horsepower V-belts: 

“For months now, you have been 
reading (we hope) the little box with 
the title given above (What’s New in 
the Rubber Business), which is usually 
situated somewhere near the West 
Central portion of this page. In it we 
have tried to put little smidgens of in- 
teresting information which come to 
us through our connections with this 
most interesting business of supplying 
RUBBER FOR INDUSTRY. 

“Just recently, all manufacturers of 
light duty V-belts, or fractional horse- 
power (FHP) as they are sometimes 
called, got together over a short beer 
and decided to adopt a uniform Stand- 
ard Numbering System. To guys like 
us, who have struggled for years to 
reconcile everybody’s pet, private num- 
bers, that’s really slashing through a 
whole basket-full of red tape with one 
fell swoop. We think it important 
enough to justify the special mention 
that we are giving it here. 

“What's that? You say you’re not 
interested? You say that you don’t 
own a light duty V-belt? Shame on 
you! G’wan home and look at your 
refrigerator, washing machine, ironer, 
stoker, pump, lawn mower and other 
appliances.” 

Following this is a page of descrip- 
tion of the new numbering system 
which tells the customer all he needs 
to know about it to make it more con- 
venient in ordering replacements. 

In the same issue, Mr. Mack uses a 
novel means of reminding customers 
of that line of friction tape he handles. 


In a two-act “drama,” which spoofs 
himself and his sales staff, Mr. Mack 
brings out that Fournier is still han- 
dling the brand and would like cus- 
tomers for it. 

No regular issues of “MA 4495 
Fournier” are mailed during July and 
August, the vacation months at cus- 
tomers’ plants. Instead, a single issue 
is prepared for the two months con- 
taining a stock list carefully compiled 
from actual inventory records and well- 
illustrated. This list represents the 
stock maintained by the company and 
is intended as a customers’ guide to 
what they may expect to find in stock 
at all times. 

The stock list issue is one of the 
most popular issues with the customers 
who find it invaluable in determining 
the timing of orders. Mr. Mack is 
careful to include only those items 
normally carried in stock, with no en- 
largements whatever. Items not on the 
stock list are ordered by the purchas- 
ing agents ahead of the time they will 
be needed. Items on the list they 
know they can obtain immediately by 
calling Fournier Rubber. 

The mailing of “MA 4495 Four- 
nier” is integrated into the overall sales 
promotion plan. In between issues of 
the house organ, Mr. Mack sends out 
product literature, thereby making a 
schedule of bi-monthly mailings. Nor- 
mally two pages of the house organ are 
devoted to bringing the reader’s at- 
tention to some product of a particular 
line as in the case of the skit which 
emphasized friction tape and reminded 
customers that Fournier Rubber has 
stocks of this product to sell. 





The product literature mailings, 
however, are determined by the nature 
of the sales campaign outlined at the 
sales meetings which are held prior to 
cach mailing. At the meeting, sales- 
men are informed of the product 
which will be promoted in the mailing, 
the sort of mailing piece which will be 
used, product details about which cus- 
tomers are liable to inquire and any 
other information required to put a 
selling campaign across. The salesmen 
follow up the mailings by mentioning 
the product at cach call of their 
rounds. 

Salesmen are responsible for keep- 
ing the mailing list accurate since they 
have the closest contact with custom- 
ers. The success of the house organ 
has made salesmen appreciative of its 
aid in selling. This has made them 
anxious to see that each copy mailed 
in their territory reaches a responsible 
person. As a result, they usually catch 
any changes in customer personnel 
which may affect their sales. The 
changes are being reported constantly 
to the office where the address plates 
are edited and new ones made. 

Although the promotion program 
runs on a planned schedule to insure 
constant reminders for customers, it 
has unusual flexibility, due largely to 
the use of the house organ. The little 
magazine, Mr. Mack pointed out, can 
be used to inform customers of devel- 
opments in industry, and products, 
stock information, product features, 
service innovations and a variety of 
other matter in which customers are 
interested. It is regular, efficient and 
helpful. 


Southerners Meet at Biloxi, January 13 & 14 


The Southern Supply and Machinery Distributors’ 
Association in cooperation with the American Associa- 
tion will stage an INDUSTRIAL DISTRIBUTION 
FORUM at the Edgewater Gulf Hotel, Biloxi, Miss., 
ereye 13. On the following day the Southerners will 
old their annual mid-year meetings. 

The industrial distribution forum, jointly sponsored 
by the Southern and American Associations and under 
the general chairmanship of Ralph M. Johnson (Norton 
Co., and chairman, Marketing Methods Committee, 
American Association) will supply answers to the ques- 
tion, “After the Break-even Point, What?” James C. 
Olson, partner, Booz, Allen & Hamilton, management 
consultants, will discuss “Is Your Company Prepared 
for Rough Weather?” 

The afternoon session of the Forum, with Ben S. 
Barker (Pye-Barker Supply Co., Atlanta) as moderator, 
will feature a panel discussion covering cooperative 
moves in the industry to promote economical selling, 
lower handling costs and simplified methods. George 
G. Weaks (Weaks Supply Co., Monroe, La.) and Joe 


W. Pitts (Brown-Roberts Hdw. & Supply Co., Alexan- 
Gria, La.) are panel members representing distributors. 
Manufacturers will be represented on the panel by 
H. O. McCully (Russell, Burdsall & Ward), D. W. 
Northup (Henry G. Thompson & Son Co.), Ralph M. 
Johnson (Norton Co.) and A. N. Butz (Minnesota 
Mining & Manufacturing Co.). 

Under president Richard Alcott, the Southern Asso- 
ciation has well-laid plans for a stimulating and _profit- 
able Association meeting on January 14. A speaker of 
national importance is scheduled to address the group. 
The sales promotion committee, under the chairman- 
ship of M. N. LeNeave (Allison-Erwin Co., Charlotte, 
N. C.) and with the assistance of the other committee 
members, C. McD. England (Logan Hdw. & Supply 
Co., Logan, West Va.), L. F. Perkins (The Henry 
Walke Co., Norfolk, Va.) and George H. Booth (Caro- 
lina Machinery & Supply Co., Rocky Mount, N. C.) 
have prepared a dramatic skit which will highlight the 
DO’S and DON’TS of distributor sales meetings. A 
banquet is scheduled to close the two-day session. 
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A SALES TALK goes with a discussion of distribution 
problems when L. K. Winn visits a sea food distributor. 


AN EXAMPLE Of the sales results that 
can be obtained by a distributor if he 
selects a particular field, analyzes its 
needs and then follows through with 
specialized effort is furnished by the 
operations of Winn’s Supply Co., San 
Diego, Calif. L. K. Winn is president 
and manager but, in addition, he is a 
active on the sales firing line. The busi- 
ness of the company revolves largely 
around industrial materials handling 
equipment—wheel and roller convey- 
ors, power boosters, hydraulic lift 
trucks, power fork trucks, casters and 
conveyor belts and rollers. 

Mr. Winn, being in the distributing 
field, is familiar with distributor think- 
ing. In the face of mounting costs of 
doing business, the distributor or 
wholesaler must reduce in every way 
possible the cost of handling merchan- 
dise in his establishment. 


On the Active List 


He realized the field was ripe, that 
wholesalers and distributors in other 
fields probably were as unfamiliar with 
the mechanical features and technical- 
ities involved in materials handling as 
the average industrial plant. He also 
reasoned that, like industrial plants, 
the other distributors would be equally 
in need of modern handling equipment 
and methods. He decided to go after 
the field intensively. 

As a result, he now has on his active 
list of customers who depend on him 


\ 


A TRUCK LOADER sold to a paper company by Mr. Winn 
gocs into operation as he talks to the warchouse foreman. 
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| Sell Materials Handling 


for advice and service: a paper and 
chcmucal distributor; a paper distribu- 
tor; a wholesale grocer; an electrical 
wholesaler; a seafood distributor; four 
beer distributors; two soft drink distrib- 
utors; a lumber and lumber products 
distributor and an egg distributor—13 
in all. San Diego is now approaching 
a population of half a million and it 
may be gathered from that fact that 
he has by no means exhausted the field. 
But he has made a good start and his 
services are now pretty well known in 
distributing channels. 

“In the way of general facts and 
sales arguments to present to a pros- 
pective warehouse customer’, said Mr. 
Winn, “we have some very impressive 
statistics worked up by the manufac- 
turers and others. We can show that 
materials handling equipment and 
methods represent the last frontier in 
making large-scale cost economies. I 
say frontier because as a general rule 
in such establishments, they are still 
in the hand-truck and _push-buggy 
stage. In some cases, power trucks are 
used in conjunction with fork trucks 
and pallets. While the fork truck can 
make a very substantial saving, and 
has been in a number of years, they 
are now in such demand and at the 
present rate of production of 20,000 
units a year I am told that it would 
take about 50 years to fill the now po- 
tential demand. 

“That brings to the front other 
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types of handling equipment such as 
belt and roller type conveyors, roller 
and wheel type conveyors of the grav- 
ity type, power boosters and the like. 
Your arguments for their use are forti- 
fied by comprehensive data, gathered 
by good authorities, which show that 
20 to 25 percent of every dollar spent 
for all kinds of skilled labor goes to 
materials handling and 80 percent of 
all unskilled labor is employed to the 
same end—picking things up, carrying 
them somewhere and laying them 
down again. Under these circum- 
stances, it is pertinent to remark that 
every hike in wage rates makes it just 
so much easier to sell handling equip- 
ment. 


Talk the Same Language 


“One thing that helps in first con- 
tacts with this type of customer is that 
you can immediately talk his language 
and get to the core of his problem, for 
you are a fellow distributor, only in 
another field, and have been up against 
the same problems in operating your 
own business. The next step is to go 
through his warehouse and make a 
study of how you would be able to cut 
down on labor costs with modern 
equipment if the plant were your own. 
Knowledge of your line and experi- 
ence in past installations, make this 
comparatively easy. 

“For example, one of my customers 
is a beer distributor. For years he had 
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EQUIPMENT sold by Mr. Winn includes a power belt 
packing table (left) in a marine products house; a gravity 


oe. 


To Distributors in Other Fields 


been confronted with the problem of 
returning empty cases. When a sufh- 
cient number had been accumulated 
to make a return shipment by freight 
car or by truck, the cases were hand- 
trucked quite a distance through the 
warehouse to the car siding or truck 
dock, as the case might be. I found 
that it was taking six men a matter of 
six to twelve hours to load a single 
freight car. Even though it might not 
be done more than three or four times 
a month, this was a considerable item 
of expense. 


Loading Time Cut 


“My suggestion, which he eventu- 
ally adopted, was to put a sufficient 
number of Rapid Wheel conveyor sec- 
tions to work, together with a Steve- 
dore Jr. power booster. After the 
equipment was in, he cut his loading 
time to 34 hours, using only three 
men. And this was not all. When the 
equipment was not in use for the 
above purpose it, being portable, was 
used daily in loading and unloading 
the company’s delivery trucks. 

“Another case was that of an elec- 
trical wholesaler of this city. They had 
quite a problem on their hands and 
were glad to have a fellow distributor 
help them work it out. 

“Their building is approximately 
200-ft. square, two stories high. Deliv- 
ery trucks backed up to the receiving 
door, which was at street level. All 


heavy merchandise such as electrical 
wiring supplies, wire, conduit, etc. was 
unloaded onto hand trucks for distribu- 
tion to various places on the ground 
floor. Other merchandise such as 
lamps, small appliances, etc., usually 
lighter, was stored on the second floor, 
going up by slow clevator and then 
hand trucked to destination. 

“The most trouble came in filling 
orders from second-floor stock. First, 
the orders would be picked and _as- 
sembled, transported by the same slow 
elevator to the ground floor, taken 
from there to the packing room and 
assembled again, packed and shipped. 
Anyone can see that much time was 
wasted by the double assembly and 
slow elevator. 

“We solved the in and out prob!em 
by using a gravity wheel section from 
the truck to the lower end of a belt 
elevator to the second floor. This 
feeds, from a considcrable elevation, 
a series of wheel convevor gravity sec- 
tions designed to reach any part of the 
second floor, there being enough 
straight sections and curves provided, 
which can be quickly arranged to reach 
any part of the floor. It is possible, 
therefore, to now send merchandise 
direct from street to any second-floor 
point without handling. If, owing to 
truck congestion it is not possible to 
back the incoming truck clear up to 
the door, a section or two are on hand 
to extend the track out to the truck. 
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conveyor (center) in an electrical supply firm, and an ele- 
vator conveyor in an electrical wholesale warehouse. 


“The next change was to locate the 
packing department for the second 
floor on that floor. Orders are assem- 
bled there just once, packed and put 
on the same gravity conveyor, moving 
automatically down that, around two 
corners and to the head of the chute, 
which takes them down to the ship- 
ping department. 

“The system has been in only a few 
months and the warehouse foreman 
reports that orders from second-floor 
stock can now be filled in one-half the 
time required before. 


All Have Problems 


“In the case of the egg distributor 
mentioned, crated eggs are taken off 
trucks and sent to storage by conveyor. 
This cuts down on unloading time, 
climinates duplicate handling and _re- 
duces breakage. 

“The paper distributor had no load- 
ing dock and could accommodate only 
one truck at a time at the door. With 
conveyor and booster, the trucks 
could be loaded in very much less 
time, largely making up for loss of 
time due to the awkward and inade- 
quate building facilities. 

“And so it goes. I get a downright 
kick out of selling my fellow distribu- 
tors and keeping them well serviced, 
for I know how anxious they are to cut 
down on their warehouse expense and 
at the same time speed up delivery of 
their orders, just as 1 am myself.” 
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THE MORNING PANEL of speakers included (1. to r.) INFORMAL DISCUSSIONS were plentiful. Here are 
Frank M. Cruger, E. K. Welles, W. C. Teare and Samuel Wendell Clark, W. C. DuComb, National President E. H. 
Clark. Executive Secretary Anne Greene is with them. McLaughlin, Gordon Vaughan and W. C. Clark, Jr. 


Central States Studies Margins 


SALES MANAGERS Jack Perkins (J. H. Williams) and A DISTRIBUTOR, Fred Mortensen, Mortensen Supply, 
Willis Horner (Allen Mfg.) talk things over while M. J. Milwaukee, is flanked by manufacturers, W. T. Johnston 
Mather (Allen) puffs on his cigar. (Billings & Spencer) and Gus Hess (Armstrong-Blum). 


A PROBLEM is presented by J. F. Bennett, Couch & Heyle, “THREE MANUFACTURERS have a little private chat: 


Peoria, to T. P. Young (Lufkin Rule). They're with Reese H. M. Toppin (Jacobs Mfg.), Franz T. Stone (Columbus 
Rogers and Clare Metcalf (both of Oster Mfg.). McKinnon Chain) and W. R. Barlow (Jacobs Mfg.). 
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A STORY told by W. A. Nugent (Independent Pneumatic) 


gets a laugh from four distributors: L. P. Russon, E. G. 
Vonnegut, B. O. Schmaling and W. A. Caughey. 


4 A 
NEW OFFICERS for 1948-49 are W. C. Teare, president; 
Frank Cruger, vice-president; J. J. Stangel, secretary, and 
William Pedersen, treasurer. 


Distributors present results of survey on number of lines falling into 


five gross profit percentage brackets; increases in margins asked 


A report on the results of a survey among members on 
the number of lines falling into five gross profit brackets 
was presented when the Central States Mill Supply As- 
sociation held its annual meeting in Chicago. 

The study showed that Central States members carry 
31 items with a gross profit of 30 percent or more; 6 with 
a gross profit of 274 to 30 percent; 34 with a profit of 
25 to 274 percent; 28 with a 20 and 10 percent gross 
profit; 37 with a 20 and 5 percent gross profit. 

The figures were used by the association to support a 
plea to manufacturers whose products are in the lowcr 
brackets to increase the margin allowed distributors. 

A preview of the figures was presented for distributors 
at a morning meeting. In the afternoon the same figures 
were presented at a session open to manufacturers and 
distributors. 

William Teare, association president and l:ead of Ster- 
ling Products Co., Chicago, presided at both sessions and 
introduced Samuel Clark of Samuel Harris Co., Chicago, 
who presented the results of the study. Also on both 
morning and afternoon programs were FE. K. Welles, 


“TLL TELL YOU” says Bill Tber (O. Tber Co., Chicago) to 
Robert Richards and Jim Good (J. H. Williams) and W. W. 
Haskins (Starrett Co.) during the reception hour. 


Charles Besly & Co., Chicago, who served as moderator 
for open discussion on gross profits; Frank Cruger, In- 
diana Manufacturers Supply, Indianapolis, who discussed 
“Better Selling In Our Industry” and J. F. Bennett, 
Couch & Heyle Inc., Peoria, who reported on the mixed 
feelings of distributors so far as net pricing is concerned. 

As a summary of the meeting and of the Association’s 
activities for the year, Mr. ‘Teare reported on five things 
Association members are in favor of; five things they are 
opposed to, and three things “that puzzle us”: 


Things For— 


1. Increase in our margin of profit by some manufac- 
turers. 

2. Two percent cash discount being restored by some 
manufacturers and some making terms 2%—10th prox. 
instead of 2%—10 days. 

3. The manufacturers now invoicing us on the first 
of the following month on shipments made after 25th 
of previous month. 

(Continued on page 156) 


CHICAGO MARKET is discussed by John Corkery (Inde- 
pendent Pneumatic), Milo Adams & Frank Armham, Sterling 
Products, D. W. Gibbons & J. A. Hill (Independent). 
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CHAIRMAN of the second regional 
forum of the American and National 
Associations was Ralph M. Johnson 
(Norton Co.). 


THE DISTRIBUTOR’S VIEW- 
POINT on the break even point was 
presented by Russell C. Duncan, presi- 
dent of R. C. Duncan Co., Minneapolis. 


MANAGEMENT COUNSELLOR 
Edwin L. Morris (Booz, Allen & Ham- 
ilton) asked “Is Your Company Pre- 
pared for Rough Weather?” 


Forum Attracts 300 


THE sEcoND of three regional forums 
sponsored by the American Associa- 
tion, in conjunction with distributor 
organizations, was held at the LaSalle 
Hotel in Chicago on November 16 and 
attracted more than 300 manufactur- 
ers representatives and distributors. 
The program was similar to that 
presented at the first regional meeting 
in Rye the previous month. Ralph M. 
Johnson (Norton Co.), Chairman of 
the American Association’s Marketing 
& Methods Committee, presided at 
the Chicago session. During the morn- 
ing session, he introduced FE. H. Mc- 
Laughlin, president of the National 
Association; and James G. Geddes 
president of the American Association. 
Mr. Johnson also introduced the two 


PANEL SPEAKERS included Gordon Vaughan, W. M. 
Pattison Supply, Cleveland; H. O. McCully (Russell, Burds- 
all & Ward) and A. H. Butz (Minnesota Mining & Mfg.). 
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principal speakers for the morning 
session. They were Edwin L. Morris, 
partner in the management consult- 
ant firm of Booz, Allen & Hamilton, 
who talked on “‘Is Your Company Pre- 
pared for Rough Weather?” and Rus- 
sell C. Duncan, president of R. C. 
Duncan Co., Minneapolis, who dis- 
cussed “After the Break-even Point, 
What?” Mr. Duncan’s topic was the 
same as the theme of the meeting. 
Harold E. Torell, a: * of 
the Syracuse Supply Co., Syracuse 
also spoke during the morning session, 
outlining the plans for the afternoon 
panel session. Mr. Torell was moder- 
ator for the panel discussion which had 
for its general subject “Co-operation of 
industrial supply manufacturers and 
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distributors to reduce the cost of dis- 
tribution to build a sound industrial 
supply industry.” 

In addition to serving as moderator, 
Mr. Torell also presented the paper 
prepared by D. W. Northup (Henry 
G. Thompson & Son Co.), who was 
unable to attend because of illness. 
Other panel speakers included: T. G. 
Vaughan, sales manager of the W. M. 
Pattison Supply Co., Cleveland; E. M. 
Hicks (Norton Co.); H. O. McCully 
(Russell, Burdsall & Ward Bolt & Nut 
Co.); A. H. Butz (Minnesota Mining 
& Mfg. Co.) and J. H. Ruddell, presi- 
dent of Central Rubber & Supply Co., 
Indianapolis. 

The all-day mecting was concluded 
with a reception. 


THE MODERATOR, Harold Torell, Syracuse Supply, and 
two panel speakers: J. H. Ruddell, Central Rubber & Supply, 
Indianapolis; and E. M. Hicks (Norton Co.). 





The Sales Contest-— 
Still a Good Stimulant 


IN THESE DAYS of relatively high sales volume, the sales 
contest figures less prominently in distributors’ sales pro- 
grams than it did in the pre-war period. E. N. Wirthlin, 
Jr., general manager of Wirthlin-Mann Co., Cincinnati, 
Ohio, however, thinks it is a mistake to overlook the 
possibilities of the sales contest at this time. 

Mr. Witrthlin believes the prevalent indifference to the 
sales contest as a sales promotion device stems from the 
mistaken assumption that sales volume is the sole objec- 
tive of such a competition. Since most distributors are 
handling higher sales volume than they did before, they 
see little need for sales contests to maintain that volume. 

Sales contests, according to Mr. Wirthlin, can be used 
to achieve sales department objectives other than increased 
sales volume. Among these other objectives are: 

1. Stimulate of crcative selling ideas in a complacent 
sales staff. 

2. Arouse customer interest in the distributor’s firm 
and selling personnel. 

3. Introduce new products. 

4. Secure new accounts. 

5. Increase sales on neglected items or lines. 

6. Dispose of surplus or obsolete items. 

All these objectives contribute to the improvement of 
the distributor’s all-around selling performance, and Mr. 
Wirthlin is convinced that one of the best means of 
achieving them is through properly planned and well- 
conducted contests. Mr. Wirthlin’s enthusiasm for con- 
tests dates from more competitive days before the war 
when he participated and won top honors in a nationwide 
file-selling contest. Recognition and rewards, he added, 
are extra stimulation for a salesman. 

Mr. Wirthlin does not conduct contests for the sake 
of contests alone. He arranges them whenever he sees an 
opportunity to gain a beneficial end. His most recent 
promotion is typical of his methods. A recent survey of 
stocks showed that the firm had accumulated during the 
hunting expeditions of the war period, a stock of obsolete 
and slow-moving items as well as a surplus of products 
from manufacturers no longer on the suppliers’ lists. 

A stock list of such items was prepared, including quan- 
tities and prices. A sales contest, limited to the sales of 
the items on the stock list, was planned. A contest of 
this sort, Mr. Wirthlin explained, must not last so long 
interest is killed but, on the other hand, it must last 
long enough to give the contestants a chance to get 
started. In this particular case, the size of the stock list 
indicated that 30 days would be appropriate to dispose 
of most of the items and still maintain interest. 

The next consideration in the planning was to select 
the sales personnel to be included as competitors. By 
limiting the contest to outside salesmen only, Mr. Wirth- 
lin said that there wouldn’t be sufficient interest among 
the inside men to insure the best results. But, including 
the inside force posed the problem of equalizing oppor- 
tunities. This was solved by including Jack Backman, 
sales manager, and Mr. Wirthlin in the lineup and mak- 
ing a total of 10 competitors. The ten were divided into 
two five-man selling teams, the Reds and the Blues. 

Selection of teams was based on each man’s sales vol- 


RESULTS count and E. N. Wirthlin, Jr., general manager 
of Wirthlin-Mann Co., checks outcome of contest with 
Mildred Gordon, secretary. 


ume. ‘lop man was placed on the Reds; second and third 
top men on the Blues; fourth on the Reds; fifth on the 
Blues; sixth and seventh on the Reds; eight on the Blues; 
ninth on the Reds and tenth on the Blues. Such an 
arrangement Mr. Wirthlin said, showed a negligible dif- 
ference in the total volume of the two teams. 

Regular commission on gross profit was allowed to all 
competitors selling items from the contest stock list. How- 
ever, the list included some obsolete items which were 
being cleared without a profitable markup and, on these, 
a commission of one percent of the sales price was allowed. 

Such an arrangement took care of the individual incen- 
tives but to maintain the team spirit, a team prize had to 
be arranged. This took the form of free drinks and a free 
meal at the company’s expense, but with qualifications 
which made it worth while for the winning team. A pay- 
off night was scheduled to follow the contest. It was 
staged at the Army and Navy Officers Club. On_ this 
night, each member of the winning team was cntitled to 
select his own liquid refreshment and order any kind of 
dinner he wished. What added a particular flavor to this 
prize was the fact that members of the losing team, who 
also were present at the payoff, were limited to beer and 
a meal of baked beans, bread and butter. Individual 
commissions earned during the contest were distributed. 

Daily summaries of the contest sales by individuals and 
by teams were prepared and posted by Mr. Backman. 
The daily results aroused considerable interest among 
office workers as well as competitors. The humorous 
aspect of eating baked beans in contrast to filet mignon 
at the same table, stimulated witticisms and wagers which, 
in turn, stimulated selling efforts. 

It would seem there would be a diminution of the reg- 
ular selling effort in the period of such a conicst but Mr. 
Wirthlin claims that there is nothing of the sort. The 
contest is so arranged as to reward the salesman for open- 
ing an opportunity for additional business to his regular 
sales. The result was that salesmen consciously sought 
for opportunities to sell the contest items in addition to 
their regular trade, not in place of it. The rewards of the 
contest did not replace their usual earnings but opened 
a source of added revenue. Not a single salesman dropped 
off his regular sales and yet 85 percent of the items on the 
contest list were disposed of. 

Incidentally, Mr. Wirthlin was on the losing team. 
But he didn’t mind the temporary diet of baked beans. 
It reminded him of old times. He had been in the Army 
for three and a half years during the war. 
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TWO SIGNS at the gencral office entrance to the W. S. Nott Co., Minncapolis spell “industrial supplicr” to passers-by. 


It’s Good Merchandising 


How the distributor’s store or building appears in, 


the public eye is a decisive factor in increasing sales 


Appearance does have the tendency to 
mold and influence the lives of many 
people. It must be true in the business 
world, too, else the department store 
basement would not look like a place 
to pick up a good bargain and the 
super-market would not look like an 
open display of foodstuffs. In most 
cases, the outward appearance of any 
merchandising establishment _ easily 
identifies the type of merchandise on 
sale within. It’s just good merchan- 
dising. 

What is considered the ideal ap- 
pearance of an industrial supply house 
varies somewhat with the size of the 
organization and the lines handled. 
Still, most distributors attempt in 
some way to use some identification 
on the outside of the building to let 
the public know what goes on inside. 


Reasons Against 


Several reasons are put forth by in- 
dustrial distributors who are opposed 
to display merchandising: 

1. Our firm is rather conservative 
when it comes to erecting signs or dis- 
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play devices on the outside of our 
building. We feel that with the archi- 
tectural design of our building, any 
sign other than the firm name would 
be in bad taste and the firm would 
suffer some loss of prestige. 

2. If we were to appeal to the pass- 
ers-by for business, we would become 
more seriously engrossed in the small 
order problem. Sure, it would increase 
our counter business, but we’re not 
set-up to handle small orders profita- 
bly. 

3. We rely upon our salesmen to 
bring in the bulk of our business, our 
catalog does the job of listing the lines 
we handle and keeping our customers 
informed. A sign on our building 
identifying us as an industrial dis- 
tributor and promoting counter trade 
would not be any great sales help to 
our salesmen. 

On the other side are the industrial 
distributors who have adopted a “new 
look” in merchandising appeal. They 
say: 

1. Conservatism in merchandising 
industrial supplies, tools and equip- 
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ment, or any other consumer goods 
for that matter, is a curse left over 
from the golden era of prosperity, 
back in the early twenties. Then it was 
the style to “put up a front” and do 
business on the basis of prestige. 
Today, however, that form of prestige 
only disguises the natural intent of the 
business; to sell. Identification, pro- 
motion, if you will, is good merchan- 
dising, it can be had in good taste and 
still conform to the architectural de- 
sign of any building. 

2. Small orders will always be a 
problem to industrial distributors, the 
best attack to the problem is com- 
placency. There is a serious danger 
that the cure some distributors appl 
to the problem, might be worse than 
the disease. Counter customers are. 
for the large part, responsible for or 
ders considerably outside the small 
order class. It has been our experi- 
ence that much of this counter 
business is highly desirable. Before, 
when we had that “wholesale only” 
look to our place of business, these 
customers used to shy away from us. 
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Now we look for this business. 

3. Salesmen do get the bulk of the 
sales volume in the industrial supply 
business, but consider the small shop 
owner and the larger accounts’ ex- 
pediters who quite frequently are sent 
out to pick up sorely needed industrial 
supplies. These fellows do not go to 
the distributor who makes them feel 
that they are going out of their way 
to supply merchandise over the coun- 
ter. Nor do they go to the distributor 
house, so bound up with desks and 
private offices that it makes them feel 
like they are walking into church, late 
for Sunday service. 


An Example 


A case in point is the recent change 
made by W. S. Nott Co., Minne- 
apolis. 

“The physical exterior of our build 
ing,” said O. L. Hale, president, “was 
such that it required people to guess 
as to the type of business in which we 
are engaged. 

“Our building is very much suited 
to our warehousing and general office 
needs. Still, the outside of the build- 
ing had an institutional appearance 
which, quite frankly, scared off many 
potential customers, particularly the 
counter customers and those who 
might make pick-ups for our larger 
accounts. We decided we had better 
identify ourselves, make our building 
exterior more inviting and informa- 
tive to the trade and the general pub- 
lic.” 

Nott officials accomplished this by 
erecting two signs on either side of 
their general office entrance and a 
similar two on both sides of the sepa- 
rate entrance to their city desk. Pre- 
viously, the name “W. S. Nott Co.” 
was the only identification on the out- 
side of the building. The new signs 
simply list the major product lines 
handled by this firm. 


Importance of Signs 


Over the entrance to the city desk, 
a marquee type sign, “City Desk,” 
points the way to the counter where 
customers can make emergency pick- 
ups without having to pass through 
the general office. 

“It is interesting to note,” said 
Mr. Hale, “that, while we always had 
a separate entrance to our city desk, 
before we put up the sign labelling it 
as such, customers would walk into 
our general office in search of the 
counter. In most cases, especially the 
truck drivers, you could see they were 
quite embarrassed to find themselves 
in the center of a busy office. Some 
would even remove their hats.” 

The counter itself, was not over- 
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A SEPARATE ENTRANCE for counter customers is marked by a marquee tvpe 


of sign which says “City Desk’. 


iy 





| cece ELT 





PLYWOOD PANELS behind the counter are effective display units listing the major 
product lines and include shadow box displays of small power transmission units. 


looked in appealing to this trade. Ply- 
wood panels behind the counter are 
effective display units. Small power 
transmission units are displayed in 
shadow boxes which are installed in 
each large plywood section. Block let- 
ter signs describing the products han- 
dled are suspended with brass chains 
and may be changed periodically to 


fall in line with any sales promotion 
we are conducting or planning to con- 
duct on a specific line or product. 

“We feel we have not marred the 
beauty of our building nor has the 
appearance been cheapened by these 
signs in any way,” said Mr. Hale, “in 
fact, it’s something we should have 
done years ago.” 





On January 2, 1915 the Saturday 
Evening Post caried an advertisement 
of the Cadillac Motor Car Compcny 
under the caption “The Penalty of 
Leadership”. This advertisement is still 
talked about in the industry and is 
conceded to represent the highest type 
of advertising and of advertising copy. 
It read, in part, as follows: 

“In every field of human endeavor, 
he that is first must perpetually live 
in the white light of publicity.” 

“Whether the leadership be vested in 
a man or in a manufactured product, 


emulation and envy are ever at work.” 

“When a man’s work becomes a 
standard for the whole world, it also 
becomes a target for the shafts of the 
envious few.” 

“The leader is asailed because he is 
a leader and the effort to equal him 
is merely added proof of that leader- 
ship.” 

“That which deserves to live—lives.” 
As told by M. E. Coyle, Executive Vice 


President, General Motors Corporation, 
in the Fourth Annual Parlin Lecture. 





INDUSTRIAL DISTRIBUTION @ JANUARY, 1949 


A Salesman’s Approach to Sales 


Knowing your products will put you on the road to sales but, Omaha sales- 


man says, you'll never get there unless you know your customers and yourself 


Sidney Neal, a salesman for Interstate 
Machinery & Supply Co., Omaha, has 
no argument with the truism that: 
“To be successful, an industrial supply 
salesman must know his products and 
their applications.” However, Mr. 
Neal, in 25 years of selling, has learned 
that there are two other equally im- 
portant requisites: 

1. You have to know your cus- 
tomers’ needs and interests. 

2. You have to know yourself. 

While product and application 
knowledge can be gained by study, 
Mr. Neal is convinced that getting to 
know customers and yourself can be 
accomplished only with experience. 

The industrial supply salesman, to 
Mr. Neal’s way of thinking, can be 
likened to a country doctor—‘“‘he’s a 
general practitioner of industrial ills.” 

According to Mr. Neal, “The sales- 
man must be able to diagnose his 
customers’ problems and give quick 
service in recommending the remedy 
in each case. He should have an en- 
gineering or mechanical aptitude, not 
to any professional extent, but sufh- 
cient to talk intelligently to customers 
about the products his firm handles. 
In some cases, the customers’ prob- 
lems require an engineering ability be- 
yond the industrial supply salesman’s 
scope, then it is necessary for him to 
seek engineering advice from the man- 
ufacturers’ representatives, just as the 
country doctor calls in the specialist. 


Five Personality Types 


“The very nature of the industrial 
supply salesman’s job, requires that his 
selling be done on a very personal basis. 
Repeat calls on the same customers at 
regular intervals makes this selling at- 
titude a ‘must’. In an average working 
day the industrial supply salesman will 
call on seven or eight customers. Mak- 
ing these calls, this salesman will be 
presenting new products and ewig 
engineering advice to four or five dif- 
ferent personality types: the profes- 
sional p.a., the small shop owner, the 
master mechanic, the production en- 
gineer or the mechanic, each with a 
distinct and different personality. 

“In general, the industrial supply 
salesman contacts a varied clientele; 
the white collar, the blue collar and the 
no collar men are all customers and it 
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YOUR SALES TALK, according to Sidney Neal, (Icft) should be geared to the type 


of customer you're talking to. 


is the extent of good customer relation- 
ship between the salesman and his cus- 
tomers which contributes to his sales 
ability. 

“Here is a phase of selling linked 
very closely with the industrial supply 
salesman’s objective; he must be par- 
ticularly adept at discussing industrial 
supplies, tools and equipment at the 
buyer’s level of intelligence, interests, 
prejudices, needs and thinking. The 
same set sales presentation cannot be 
used in every case. The salesman’s style 
and vocabulary should be suited to the 
individual customer’s understanding, as 
simple and straight-forward as possible. 

“The personalities of people in the 
business world vary in respect to their 
abilities, so it behooves the industrial 
supply salesman to have a versatile un- 
derstanding of human behavior. Each 
customer should be treated as an indi- 
vidual case. Unfortunately the sales- 
man can gain this knowledge of his 
customer only by the experience of 
making repeated calls, each time evalu- 
ating his customer’s interests and per- 
sonality as he gets to know him better. 
It also is important that the salesman 
control his own behavior; avoid en- 
trance to a quarrel.” 

An illustration showing good busi- 
ness practice in customer relations was 
a recent call Mr. Neal made on a cus- 
tomer who complained of the type of 
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grinding wheel delivered him for a 
specific application. ‘The mistake was 
a serious one, costly to the customer. 

The buyer in this case was a produc- 
tion engineer, a highly technical type 
of man who made Mr. Neal wait 20 
minutes for the interview. Immedi- 
ately upon setting foot in the buyer’s 
office, Mr. Neal was heatedly re- 
proached for the inefficient manner in 
which he handled the recent order for 
grinding wheels. 

“They're not the same ones you 
sent us the last time, these don’t last 
one tenth of the time.” The buyer fur- 
ther indicated that there was a serious 
lack of management control in an or- 
ganization that could make such a 
costly mistake at the expense of a 
good customer. 


The Buyer Is Right 

Without displaying any outward 
sign of emotion, Mr. Neal apologized 
for the error, saying that the buyer was 
“perfectly right.” He then asked if he 
might inspect one of the wheels deliv- 
ered in error. 

While the sample wheel was being 
delivered from the shop storeroom, Mr. 
Neal and the buyer entered into a 
highly technical discussion concerning 
the grain and bond of the grinding 
wheel required for this specific appli- 

(Continued on page 158) 
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SAVE THIS CARD 


Ormers ARE COMING 


ProoucTion TOOLS 
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Hert ARE our THREE STORES 
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THE FIRST CARD mailed by Gierston Tools was 
general showing pictures of the three stores. 


Photos Add A 


New York distributor scores with customers 
by sending out photo-cards introducing 


staff members and available facilities 


By any yardstick for measuring the effectiveness of 
mailing picces sent out by industrial distributors, the 
novel photo-cards employed by Gierston ‘Tool Co., 
KImira, N. Y., are a success. ‘The cards, according to 
Gierston officials have: 

1. Attracted attention. 

2. Introduced sales personnel. 

3. Resulted in orders. 

4. Developed a close personal feeling between cus- 
tomers and Gierston men. 

The cards were conceived by J. Don Reep who got 
the idea for them from talking to a photographer. The 


WE ARE INTRODUCING-THE MAN ONTHE INSIDE” . 
*en "RENN 


AT-19 E.-4TH ST, JAMESTOWN 


WHEN CALLING FOR OUR SERVICE OVER 41 26-4127-"KEN” WILL ANSWER 


A FOLLOW-UP to a card introducing an outside salesman 
introduced a new inside man in the Jamestown store. 


MEET OUR ELMIRA SALES STAFF 
WE WANT TO SERVE YOU 


326 E.WATER ST. PHONE 7126 - 7127 


SEPARATE CARDS were prepared for the customer of each 
of the three stores, introducing the sales staff. 


Personal Touch 


first card showed the front of each of the firm’s three 
stores and suggested that the recipient “save this card”’. 
Salesmen were then asked to keep their eyes open to 
see whether customers actually did keep the cards. ‘The 
reports showed that in most cases the cards were kept 
and, in many cases, cards were posted on bulletin boards, 
etc. 

With this assurance, Mr. Reep went ahead with his 
plan for a series of cards. Each one has met with success. 
“In many cases, Mr. Reep said, “you'll be talking with 
a customer over the phone and he'll say ‘Just a minute, 
I want to get out this card and see what you look like.’ ”’ 

Of the dozen cards already used by Mr. Reep the one 
used in Buffalo to introduce an inside saleswoman, 
Marion Carr, proved the greatest attention-getter. 
Immediately the cards were received by customers, the 
calls started coming in. Everyone wanted to talk with 
“Marion” and, Mr. Reep said, “they not only talked, 
they gave us orders.” 


WHEN YOU CALL BUFFALO - GR 5397- GR.5398 


Seceaanee 


A SALESWOMAN CARD brought a flood of calls, all with 
the demand: “I want to talk with Marion’. 
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Official of distributing 
firm wins prize in essay 


With keen 


contest... 


analysis and well organ- 


ized presentation he ans- 


wers the question: 





It is news when a member of the indus- 
trial supply industry wins a prize in an 
essay contest. While we have achieved 
recognition for lots of things, we have 
not been noted to this time as essayists. 
Ralph H. Lang- 
sam, vice president and general sales man- 
ager of Masback, Inc., New York, was 
named a prize winner for a paper he sub- 
mitted in the Essay Contest sponsored by 
the National Association of Wholesalers. 

Mr. Langsam has a dual job as sales 
manager of both the wholesale hardware 
and the industrial supply departments at 
Masback’s. His paper deals in large meas- 
ure with the more common type of whole- 
saling operation where goods are sold to 
retailers. This is understandable in terms 
of the audience he sought to reach. But 
the points he makes and the message of the 
essay are just as applicable to the more 
specialized industrial supply wholesaler. If 
“retailer” in the exposition is changed to 
“industrial customer”, the principles stand 
with equal force. 


But versatility will out. 


The Editors 





Ralph H. Langsam receives congratulations from E. R. Masback, Jr. 


_. . Wholesalers=Economic Parasites? 


by Ralph H. Langsam 
Vice President and 
Manager Masback, 


General Sales 


Inc., New York 


As THE “ARSENAL OF DEMOCRACY” in 
World War II, the United States was 
confronted with the challenge of pro- 
ducing goods on a scale of unprece- 
dented magnitude. Planes, ships, tanks, 
guns, munitions and other materials of 
war were needed in fabulous quantities 
to support the armed forces on all of 
the fighting fronts of the world—and 
additional quantities of essential civil- 
ian commodities were needed to assure 
a sound home front. That this chal- 
lenge was met successfully is recorded 
in history. A miracle of production was 
achieved by harnessing all of our man- 
power and material resources, expand- 
ing our already extensive manufactur- 
ing facilities, and by highly significant 
scientific and technological develop- 
ments. As a result, we emerged from 
the war with the greatest productive 
capacity ever achieved by any nation. 

There is no longer any room for 
doubt about our ability to produce. 
The major question confronting busi- 
nessmen throughout the country is: 
“Can we achieve and maintain full 
profitable production and full gainful 
employment by selling the output of 
our production giant on a continuing 
basis?” 
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Small wonder, then, that the pri- 
mary attention of top management has 
veered sharply to the problems of mar- 
keting. It is now almost universally 
recognized in business circles that the 
continuance and improvement of our 
American high standards of living are 
dependent directly upon the success 
we achieve in coping with those prob- 
lems. Efficient mass production, ef- 
ficient mass distribution, and mass 
consumption are the very cornerstones 
of a sound free enterprise system—and 
this paper treats directly with some im 
portant aspects of the marketing prob- 
lem. 

After an all too brief respite from 
their quack nostrums, we are again ex- 
periencing the emergence from their 
ivory towers of self-styled economists 
who always thrive in periods of high 
prices. Pausing momentarily in their 
star-chamber proceedings they are 
again proclaiming vociferously and in- 
cessantly to the unwary and unin- 
formed that they have discovered a 
new panacea for the country’s existing 
and anticipated economic woes, Their 
prescription for the new economic 
Utopia, peculiarly, assumes the guise of 
the familiar, time-worn bromides: 











is unattainable without wholesalers.” 


fallacious reasoning.” 


their indispensability. 





lies ahead.” 





Quotable Quotes 


“The essentiality of the wholesaler grows in direct proportion to the expansion 
and resultant complexity of a nation’s economy.” 


“Mass production is dependent upon mass distribution—and mass distribution 


“The ‘experts’ who suggest that the wholesaler be eliminated are victimized by 


“Even the most cursory analysis of the wholesaler’s functions will attest to 
The functionary may be eliminated but it is impossible 
to eliminate the essential wholesaling functions.” 


“Inefficiency in distribution is just as intolerable as inefficiency in production. 
It cannot, it must not, it will not be condoned in the competitive struggle that 


“There exists a real need for an aggressive, hard-hitting public relations cam- 
paign to counteract the gibberish of economic pollyannas who, at regular 
intervals, try to delude the American public into believing that the wholesalers 
are taxing their purchasing power unduly.” 








The costs of distribution are in- 
ordinately high and must be re- 
duced. 

. Wholesalers and, to a lesser de- 
gree, retailers are unnecessary 
middlemen and these economic 
parasites who are responsible for 
the high costs of distribution 
must be eliminated. 

. Selling, sales promotion and ad- 
vertisng are wasteful, costly 
luxuries which we can ill afford. 
Hence, they must be discarded. 


5 


Point 3 is beyond the province of 
this paper. Let us, therefore, focus our 
attention on the first two claims, which 
are inseparable, consider their validity, 
and divorce fact from fiction. 


1. Distribution Costs Too Much 


As a nation, we have long since dis- 
covered the effectiveness of slogans or 
catch-phrases in such widely divergent 
areas as political campaigns, advertis- 
ing, bond drives, and in fighting can- 
cer. It is not the least bit surprising, 
therefore, to find that the phrase, “Dis- 
tribution Costs Too Much,” falls on 
receptive cars during a period of high 
prices when an aroused public is ready 
to pounce on anything which holds 
some promise of providing relief. 

The financial editor of a prominent 
New York newspaper recently indicated 
that next to the careful handling of 
our foreign relations, lowering the cost 
of distribution probably is the number 


one job in the country today. He went 
on to say: “The distribution machinery 
from producer to consumer has not 
kept pace with our economic develop- 
ment. It is as obsolete as the horse 
and buggy.” This is quite typical of 
the unsubstantiated generalizations 
that are glibly foisted upon the public 
—with constructive suggestions for 
solving the real or imaginary problem 
conspicuous by their absence. 

In 1929, the 20th Century Fund 
published the results of extensive re- 
search in the field of distributive costs. 
Their findings revealed that 59% of 
the consumer’s dollar represented the 
cost of distribution, and only 41% the 
cost of production. In 1870, distribu- 
tion costs amounted to only 25% of 
the consumer’s dollar. However, as we 
shall see in a moment, it is fallacious to 
conclude blindly, on the basis of these 
facts, that distribution costs are too 
high or that our marketing system is 
inefficient. 

Distribution costs can be lowered. In 
fact, thev can be eliminated. They were 
practically nil in the days of our so- 
called domestic economy when each 
family produced almost everything it 
needed. They were just as low in the 
days when the local cobbler, for ex- 
ample, made shoes to order for the 
people in his community who called 
at his home or shop. No distributive 
functions were performed, hence no 
distributive costs were incurred. But 
the production costs were high when 
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measured in terms of man-hours of 
work—and consumers were compelled 
to pay relatively high prices despite the 
complete absence of distributive costs. 

With the introduction and develop- 
ment of centralized production, di- 
vision of labor, and machinery, and 
with the general expansion of manufac- 
turing facilities came the need for pro- 
ducers to find consumers and tell them 
how the wider variety of new and im- 
proved products served to satisfy long- 
felt need and desires. This created the 
first significant distributive functions, 
hence the first significant distributive 
costs. Percentagewise, the costs of dis- 
tribution were infinitely greater than be- 
fore, but the resultant savings in manu- 
facturing more than offset the costs of 
marketing, so that consumers were able 
to buy superior merchandise for less. 

The steady increase in population, 
the development of rail, automobile, 
and air transportation, the construc- 
tion of roads, and the geographical 
extension and decentralization of mar- 
kets broadened economic horizons and 
created new frontiers for American in- 
dustry. Top management concentra- 
tion was long focused on production 
and engineering research designed to 
increase manufacturing capacity and 
efficiency, but simultaneously the scope 
and importance of the marketing job 
increased enormously. Despite the fact 
that greater distributive expenses were 
incurred for selling, advertising, financ- 
ing, warehousing, and transporting, it 
soon became apparent that these costs 
were invariably more than offset by 
economies made possible at the pro- 
duction level. It took no fertile imagi- 
nation to realize that the achievement 
of efficient mass distribution was a sine 
qua non for efficient mass production 
and it is universally recognized that 
this peerless combination has: 


a. Provided America with a standard 

of living that is the envy of the 
world. 
Made available constantly better 
goods and services in constantly 
greater quantities to more and 
more people for less. 


Consumers are not especially inter- 
ested in how their dollar is broken 
down percentagewise between produc- 
tion and distribution costs. Never in 
our experience has a consumer asked 
for this information when purchasing 
a piano, lawn mower, dress, or a can of 
tomato juice. The cost of distribution 
is an integral part of the total cost— 
and the consumer is interested only in 
the .total cost. 

Furthermore, it must be recognized 
that there are only two ways of reduc- 


(Continued on page 162) 

















A MIXED DISPLAY is effective but, this distributor warns, don’t forget to . . . 


Change Your Display Frequently 


“THE EQUIPMENT and supplies we 
have to sell are, in a sense, our front- 
line troops in the various everyday sell- 
ing engagements,” said H. I. Tucker 
of Hudson-Tucker, Inc., San Diego, 
Calif. “We believe that large, impres- 
sive forces, deployed or displayed with 
judgment and frequently shifted and 
rearranged so as to present a mobile 
front, are of the utmost importance.” 

Mr. Tucker’s firm follows the theory 
of its officers. More than half the 
space in the company’s main store is 
devoted to display. “Much of it,” Mr. 
Tucker explained, “is nothing more 
than stock carried in the open—but 
we try to make it impressive.” 

- Displays, according to Mr. Tucker, 
ONE PRODUCT DISPLAY attracts the most attention when it is installed after lose their effectiveness if left un- 
several items have been on display. changed. Even though the materials 
are heavy and bulky, Mr. Tucker said, 
“we do not let that stop us; the gen- 
eral scheme is changed every few 

weeks or months.” 

“The effect of these changes on the 
customers is. almost invariably the 
same. ‘They comment on the change 
and frequently find something that 
they remark seems to be new in our 
stock, whereas it probably was there 
before but in a different place. This 
interest very often results in a sale. 

“There is always a temptation to let 
a display stay longer than it should 
because of the amount of work in- 
volved but we do not allow ourselves 
to be tempted because our experience 
has shown that every change is fol- 

: J : ; lowed by a revival of interest and sales, 
REARRANGEMENT of items often suffices. The above photo shows only a slight even though the change does not make 
variation from that shown at the top of the page but H. F. Tucker believes periodic © any actual improvement in the ap- 
changes are well worth the effort. pearance of the store.” 
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Wire Stripping 
Operation. 











Wagner Electric Corporation Strips Wires 
Faster with Osborn Brushes, insures solid 
solder contact of rotor leads in commutator 


TRIPPING formvar enamel insulation from copper 

lead wires in rotor fields to insure solid solder con- 
tact in the commutator is a feature performance at 
the Wagner Electric Corporation, St. Louis, Mo. 
Principal stars of the “show” are Osborn Ringlock 
Brushes with their cost-cutting act of stripping lead 
wires free of all insulation in a matter of seconds... with 
lead ends “‘clean as a whistle” for automatic soldering. 


A special wire stripping machine provides a fixture 


Schematic Draw- 


This message, through the pages 
of leading industrial magazines, 
reaches over 400,000 key men 
in industry—many of whom are 
your customers and prospects. 


ne 


in which a rotor is placed with wires extended and 
rotated at 8 R. P. M., forcing the wires between counter 
rotating Osborn Ringlock Brushes, revolving at 3450 
R. P. M., that strip approximately 1 in. of insulation, 
1% in. from the end. Rotor is then removed from the 
fixture and the lead wires trimmed to length within 
the cleaned area. 


This is just one of hundreds of industrial applications 
in which Osborn Power-Driven Brushes are playing a 
stellar role. If you are faced with rising production costs 
it will pay you to investigate. There is no obligation. 


Tye OseoRN MANUFACTURING COMPANY 


5401 Hamilton Avenue Cleveland, Ohio 














WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY + POWER DRIVEN BRUSHES + PAINT BRUSHES «+ MAINTENANCE BRUSHES 
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THE SALES INDICATOR—Supply sales in 
October rose 19 points to 361; a 5.5 percent 


increase from September but 8.9 percent lower than October 
1947; and about equal to the same 10-month period of 1947. 


Supply Sales Trends 











1948] —-—1947 





M 
ORDERS PER WORKING DAY were |11, down 
eleven from Sept. Orders per salesman per day were 9, 
down 6 from Sept. and August. 





T 
Pac. North North 
Month Coast Western Central Atlantic 


Sales : 372 369 307 253 | 
Indicator....... , 504 478 289 373 [a Pee. a | : | 4 i\—150 


Orders per Sales- S. 11 14 11 15 | 
man per Day ; ern e 7 10 +—+—1 46 
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Volume per 
Salesman 


Size of 
Average Order 


Order per 
Working Day 





$15,400 18,000 
11,900 16,200 


$39.50 40.40 
ee 


128 127 


10,200 
15,600 


30.10 
35.00 


153 
98 








REGIONAL TRENDS were 
While the South slumped 102 points, the Pacific Coast 
continued its recovery with a gain of 132 points. The 
West also almost completely recovered its September 


losses. 


102 
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again greatly divergent. 


























42 
38 
134 
30 
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A SOND 





SIZE OF AVERAGE ORDER was $38.90, up very 
slightly from Sept. Volume per salesman was $16,050, 
up slightly from the $15,800 reported from September. 





























No. 502 “PIPE MASTER” 


$3252 


(Wheel Stand extra) 














$5252 


{Stand is extra) 


Are You 
Looking for 


Sales Winners? 


Here they are ... three top-notch sales winners! .. . the Oster 
line of portable power pipe threading machines. All three have 
what it takes to convert hesitant prospects into willing buyers! 


No. 422 Power Vise Stand 
$160.00 is the unequalled low price of this ORIGINAL high 


quality power drive for converting hand die-stocks, cutters and 
reamers to power tools. Its PROVED performance is confirmed 
by voluntary letters from enthusiastic owners. Copies available 
upon request for your sales use. 


Standard threading range is '/g" to 2" pipe. Equipped with special, 
universal drive shaft, the machine has ample power to drive 
geared, receding die-stocks and cutters up to 6" capacity inclusive. 


No. 502 “Pipe Master” 


$325.00 is the sales-winning price of the world-famous "Pipe 
Master" ... a strictly modern, portable, power threading 
machine of highest quality construction. Among its |7 outstand- 
ing features are the new "SPINFAST" front chuck which elimi- 
nates use of a chuck wrench ... a real time-saving feature! 


Standard threading range for pipe is '4" to 2". Extra pipe range 
Vg". With special drive shaft and geared die-stock 2!/2" to 6" 
pipe can be threaded. Bolt range is !4"to I!/2". 


No. 582 “Tom Thumb” 


$525.00 is the quick-selling price of the most advanced, port- 
able, power threading machine in its capacity range. Its 
unmatched features include ball bearing construction through- 
out, the new"SPINFAST" front chuck, and the quick-cutting, 
roller-type cut-off device. 

Standard threading range is /4" to 2" pipe. Extra range !/3" pipe. 

With special drive shaft and geared die-stock 2!'/)"to 8" pipe can 

be threaded. Bolt range is /4""to I'/2". 


There you are ... three outstanding OSTER SALES WINNERS 
...@ perfect set-up for sure-fire, profit-making sales in 1949! 


Write for ALL the facts NOW! 


THE OSTER MANUFACTURING COMPANY 
2041 EAST 61st STREET © CLEVELAND 3, OHIO, U. S. A. 
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SELECTED BUSINESS INDICATORS 


Sources: Dept. of Commerce 
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Industrial stock prices sag .. . 
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. . « department store sales level out. 


Keeping Up With Business 


Power Plants In U. S. 
Hit Record Output 


A new monthly record of 24.3 bil- 
lion kilowatt-hours of electric energy 
was produced in October, 1948 by 
public and private utility companies, 
according to a report of the Federal 
Power Commission. For the year end- 
ing on October 31, electric utility pro- 
duction totaled a record of 278.1 bil- 
lion kilowatt-hours, an increase in pro- 
duction of more than 10.7 percent 
over the previous twelve-month period. 


Construction Forecast 
Bright for 1949 


A dollar-volume record of perhaps 
$18.75 billions of new construction is 
anticipated for 1949 by the Depart- 
ment of Commerce. The total ex- 
pected would put dollar-volume spend- 
ing on industrial, commercial and 
home building about 5% above the 
total for 1948. 

In number, however, the volume of 
building will be about equal to physi- 
cal output for 1948—and well below 
physical volume records set in the ’20’s 
and in 1942. 

A breakdown of the anticipated vol- 
ume (in dollars) puts private construc- 
tion for 1949 at about $13.7 billion; 


public construction at $5 billion. The 
latter figure represents an increase ovet 
1948 of just about a billion dollars. 

The department believes the ex- 
pected gains will be offset only par- 
tially by the 6% decrease anticipated 
in industrial construction—and all esti- 
mates, of course, are based on the as- 
sumption that there will be no general 
business recession in 1949. 


Clague Is Optimistic 
On Declining Prices 


Price declines, those current and 
those expected for the year ahead, 
probably will not snowball the 
economy into an overall price drop 
that could precipitate a depression, in 
the opinion of Ewan Clague, commis- 
sioner of the Department of Labor’s 
closely-followed Bureau of Labor Sta- 
tistics. In support of his contention, 
Mr. Clague cites several factors pres- 
ently at work in the economy that 
were not present in the period follow- 
ing the first world war. 

Foreign aid is one bulwark against 
an overall drop, Mr. Clague reports; 
our military programs are another. 
Each is a considerable aid in overcom- 
ing what normally would be wartime 
“distortions.” A third factor he cites 
is the large backlog of accumulated 
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demand and of buying power; a fourth 
the price supports for the farmer. And 
finally, there is now a high level of 
consumer spending based on high em- 
ployment, high wages and liquid sav- 
ings. 


BRIEFS: 


... The rent bill last year for the 
17,000,000 non-farm family tenants 
was about $7 billion—or $30 per 
month as against $20 per month in 
1940. 


.. . Steel, ten years ago, was produc- 
ing at 60 percent of capacity. During 
the week of October 4th last it 
nudged 99.2 percent of capacity. 


. Exports of all motor vehicles 
were 8.7 percent of production in the 
first 7 months of 1948. For the same 
period of 1947 exports totaled 11.2 
percent of production. The difference 
represents 50,000 vehicles, or a loss in 
the foreign market of about $100 mil- 
lion. 


One-third of all industry in 
America is given over to the working 
of metals. 


. . . The American fire loss for the 
year ending June 30 was $709,839,000. 











ions McGraw, Inc., of Richmond, Va., the distributor 
who sold these traps, finds that with the Yarway Impulse 
Steam Trap, sa/es got hotter, too! 


Their customer, Richmond Piece Dye Works, where more 
than 35 Yarway Impulse Steam Traps are on the job, says: 


“Because Yarway Traps discharge continuously on heavy 
condensate loads, they bring our big dryer up to desired 
temperature quickly, and their intermittent discharge on 
lighter loads keeps it hot—improves efficiency.” 


Yarway’s acceptance is growing by leaps and bounds. 
More than 600,000 have been purchased in the few years 
since their introduction. 


Yarway’s sound Sales Policy of Selective Distribution 
makes sales territories secure— powerful advertising makes 
selling easy. 


YARNALL - WARING CO., 111 Mermaid Place, Phila. 18, Pa. 


Ask about the Yarway 30-minute color and sound motion picture with Lowell 
Thomas speaking—available for group showings. 


YAR WAY IMPULSE STEAM TRAP 
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Durable 





‘Won-durable 
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INDUSTRIAL PropuCcTion-Some Lines Up, Some Down 


With the turn of the year, business 
and trade managed to push to a new 
record level of activity. Industrial pro- 
duction surpassed its peacetime peak 
output of last spring, and sales at both 
wholesale and retail quickened over 
the holiday season. 


The Trend In Production 


The lines are many in which activ- 
ity has increased during the last year; 
the lines where production has de- 
clined in any great degree are few. In 
the accompanying table production 
figures are listed for October 1948 
and compared with production in Oc- 
tober 1947. These are the customers 
of distributors. 

It will be seen that only one cate- 
gory of industry, “Machinery,” shows 
a decline from the production 
achieved in October 1947, and that 
fall is slight and probably will be re- 
covered before the year’s end. 

The increased output of the steel 
industry, which during the closing 
months of 1948 several times ap- 
proached maximum production, was 
reflected in the improving output of 
automobiles and trucks, machinery 
and similar steel-component products. 
Unlike previous years, the steel com- 
panies were able to achieve virtually 
uninterrupted production. 


Lumber And Products 


The lumber and products group 
started the year January at an unsea- 
sonally high rate (155), declined in 
the months following until June, 
when it hit its low point and again 


began to improve its situation. The 
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Oct.* Sept. 
1948 1948 
Total Production 195 
Total Manufactures 202 
Durable 230 
Non-durable .... 
Minerals 


*These figures are preliminary and 
subject to minor revision on the basis 
of additional data. 





industry has yet to match its January 
level of output, however. 
Transportation equipment, which 
includes aytomobiles and parts, fol- 
lowed a similar pattern of activity. 
Textiles and products had its best 
months, production-wise, during Jan- 
uary and February (179), recovering 
from an unusually severe summer 
slump that started in June 1947. 
Since February, however, activity in 
this category has been spotty, and the 
166 registered in the index for Octo- 


ber 1948 is no higher than the figure 
reported for August. , 

Manufactured food products activ- 
ity registered a 44% gain for October 
of this year as against October 1947; 
one of the few categories of produc- 
tion that has managed to resist the 
down trend from its postwar produc- 
tion peak. Food products turned into 
1948 still in a rising trend of output, 
reached its high point in the second 
quarter of 1948, and has held to that 
level ever since. 

It is evident that there has been a 
steady though piece-meal catching up 
with demand backlogs in many major 
lines of industrial activity. (The nine 
categories listed, by the way, account 
for about 81 percent of total industrial 
production.) It is equally evident that 
increased competition and price con- 
cessions are in the ofing—along with 
inventory problems and a return to 
aggressive salesmanship. 





Manufactures: 

All Manufacturing 
Iron & Stecl 
Machinery 
Trans. Equipment 
Non-ferrous mctals, products .. 
Lumber and products 
Stone, clay, glass products 
Textiles and products 
Leather Products 
Manufactured food products 





How Production in October 1948 Compared with October 1947 
1935-39 = 100 


*Sept. 1948 compared with Sept. 1947. 


Percent 
Increase or 
Decrease 

+2.5 

+7.8 

— .02 

+2.16 

+6.15 
+1.4 
+4.47 
+2.2 
+3.3* 
+4.48 


Oct. 

1948 
202 
221 


Oct. 

1947 
197 
205 
280 
232 
179 
143 
201 
164 
122° 


156 
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The PYOTT 


“BIG 3” 4 
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Pyott Que-Dee Bushings, 
Interchangeable with Pyott 
Pulleys or Sheaves 


. 


2 


Pyott Que-Dee 
V-Belt Sheaves 


Pyott Que-Dee 
Flat Belt Pulleys 


GIVES YOU A COMPLETE SHEAVE AND PULLEY STOCK 


IN SMALL SPACE...AT 


Pyott Flat Belt Cast Iron Pulleys can now be used 
with Pyott Que-Dee (Quick-Detachable) Bushings 
just as easily as can Pyott Que-Dee V-Belt Sheaves. 
Pyott Que-Dee Bushings come in standard shaft 
sizes. Consequently, a minimum stock of standard 
sizes of Pyott Que-Dee Flat Belt Pulleys, Sheaves 
and Bushings enables you to meet practically any 


pulley or sheave order with immediate delivery. 


LOW INVENTORY COST 


In this way, the new Pyott “Big Three” line sets 
you up to provide a complete pulley and sheave 
supply service on a small investment in a “stream- 


lined”’, fast-turning stock. 


poe 
| 
| 


REMEMBER: The Pyott line permits you to service 


| out of stock the demand for cast iron pulleys and 


sheaves in popular sizes, 





QUE-DEE PULLEYS AND BUSHINGS 
ARE EASILY INSTALLED 


“ ‘ 
\ 
\ 
pr. — 
F / 
y, / 
y 4 
4 “ 
4 
4 
i“ 


The Pyott Que-Dee Tapered Split Bushing with 
standard key-way slips easily over the shaft. The tapered hub of either a 


\ 


Pyott Que-Dee Flat Belt Pulley or V-Belt Sheave slides easily into. position on 


FOUNDRY & MACHINE CO. 


the Que-Dee Bushing. A few turns on tightening bolts pull the pulley or sheave 


into a positive, powerful, pull-up fit on the bushing and the shaft. For dismounting, 


the same tightening bolts are used as jack screws to loosen the sheave or pulley. 


INFORMATION 


WRITE FOR FULL 


328 NORTH SANGAMON STREET 
CHICAGO 7, ILLINOIS 
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... capitalize on truck advertising 


The contemplated purchase of a few 
new trucks led officials of Beals, Mc- 
Carthy & Rogers, Buffalo, to make a 
study of the advertising possibilities 
that go with trucks. They discovered: 
1. Most trucks look alike in that a vast 
majority of them are painted all red or 
all black; 2. Company names fre- 
quently do not stand out, especially 
after a truck has been in use for some 
time. They also reasoned that by not 
making their trucks outstanding they 
were missing a good, and inexpensive 
advertising opportunity. As a result, 
both new and old trucks now are two 
colors, the cab all black and the truck 
body all red. The company name and 
tlie type of business are both played up 
in bold letters and the company insig- 
nia is prominently displayed on the 
doors. That the trucks are attention- 
getters has been proved to company 
officials by the number of complimen- 
tary calls from customers, some even 
asking for the name of the firm that 
did the paint job on the old trucks. 


... bring order 


Electric tools are difficult to display. 
Being somewhat ornery, at best, they 
have a tendency to gather themselves 
in heaps, presenting a hazard to shin 
and knuckle to all who come near. 

M. N. ‘Thackaberry, long a portable 
tool authority in Los Angeles, made up 
his mind to solve this problem once 
and for all. So he designed a special 
display cabinet and had it built to 
order. 

The cabinet, approximately 20 fect 
long, is made of plywood and clear 
lumber, varnished. It is built in sec- 
tions so that it is easily moved, the idea 
being to adapt it to display purposes 
for shows or exhibits. The lower sec- 
tion is a plain cabinet 27 in. deep and 
30 in, high, with doors. This has 
shelves for storing stock. The upper 
section has a solid back and ends with 
set-back, adjustable shelving for dis- 
play purposes. It will take small or 
large tools and accessories without 
wasting space. 
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Trucks can be used as a good inexpensive advertising medium. 


to an electric tool display 
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Cabinets for displaying electric tools are big improvement over tables. 
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ALL METALS 





ALUMINUM 
PIPE 

TUBING 

CAST IRON 
SHEET METAL 
COPPER 
TOOL STEEL 


COLD ROLLED STEEL 


DIE BLOCKS 
FORGINGS 

RAILS 

HIGH SPEED STEEL 


and all other metals 


PLASTICS 
TRANSITE 
BUILDERS BOARD 





Horizontal Machine 


Hack Saws : Band Saws 
Tool Bits 































AMERICAN SAW & MFG. CO. 
SPRINGFIELD 1, MASSACHUSETTS 


Upright Machine | 


‘2 


Bench Machine 


- | Flat Ground Stock 
- Slitting Saws 












Die Work Machine 


i 
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Sales Tips From Salesmenn ... 0: curiosity 10 ge 


interest . . . use concentration and sampling in selling . . . always show customer what he is buying 


RALPH ELVING: 


Just Plain Curiosity 
Helped Win the Contest 


Recently, the Haven Saw & Tool Co. 
of Oakland, Calif., put on a twist drill 
selling contest. Each of the five par- 
ticipating salesmen were given a five 
percent bonus on all sales of twist 
drills above his sales on that item 
from the previous month. Ralph 
Elving of the Oakland office was high 
man in the contest, in spite of the 
fact that his previous month had 
been a better than average one in that 
commodity. His drill sales were $600 
more during the contest month and 
he collected a bonus of $30.00. His 
total drill sales were about three times 
those of the previous month. 

Mr. Elving was asked what he did to 
jump his sales by such a high margin. 
“That's not hard to answer,” he re- 
plied. “I simply made it a point to 
get onto the drill subject on every 
call I made. 

“As everyone knows, the industrial 
distributor’s salesman has so many 
items to handle that on each call he 
can only take up an_ insignificant 
number of them as compared with the 
whole. Usually, these are selected more 
or less at random, depending on the 
circumstances. If you take one thing 
and concentrate on it, therefore, for 
a portion of your time on every call, 
you just can’t help making more sales 
on that item. 

“T had only one special thing that I 
did to help me along. Every place I 
went I carried our complete jobber set 
or kit of drills. They are in a nice 
looking case and I kept shuffling it 
around in my hands while talking of 
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other things. Most of the time I 
didn’t have to bring up the’ subject 
of drills at all. Usually the customer 
would keep looking at the case until 
curiosity got the best of him, when 
he would say: “What do you have 
there? Let’s see it.’ 

“In such cases, I would get the case 
open and begin a little talk on drills— 
the various kinds, their purposes, the 
process of making, how the flutings 
are ground out of a solid rod, and so 
forth. That’s all there was to it. 

“I believe that any salesman will 
agree that it was nothing more than 
concentration and sampling. These two 
fundamental principles of _ selling 
should be followed out religiously 
every day, contest or no contest.” 

A further point of interest is that the 
month after the contest, Mr. Elving’s 
twist drill sales were at least average, 
showing that his intensive work dur- 
ing the contest had not milked his 
territory of its twist drill sales possi- 
bilities. 


PRICE H. POWELL: 


Product Punctuates 
Good Sales Talk 


A copious flow of language coupled 
with a talent for description is a defi- 
nite asset to an industrial supply sales- 
man but doesn’t constitute his sole 
reliance by a long shot, says Price H. 
Powell, energetic young salesman for 
Dayton Supply & Tool Co., Dayton, 
Ohio. Mr. Powell has secn many a 
relatively tongue-tied salesman get an 
order away from more glib colleagues 
through the simple, but smart expedi- 
ent of showing the customer what he 
was buying. 

Although no slouch at speaking, 
Mr. Powell did not ignore the lesson 
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and has used the device successfully 
in his five-year career as salesman, first 
for a paper and corrugated box con- 
cern and now for an industrial supply 
house. In betwecn time, Mr. Powell 
spent five years as captain of infantry. 

One of Mr. Powell’s more gratifying 
sales experiences was the result of show- 
ing an item which was not too con- 
venient to introduce casually—a lathe 
grinder. He had ferreted out the fact 
that a chemical concern was interested 
in a grinder and had been approached 
by several salesmen. Packing a grinder 
with special spindle, some wheels and 
other accessories into his car, Mr. 
Powell hicd himself out to the chemi- 
cal factory. He dropped in on the pur- 
chasing agent with the grinder under 
his arm. 

The P.A.’s interest was aroused im 
mediately by the sight of the grinder. 
He had heard a lot of grinder talk but, 
up to this point, had not seen one. 
After satisfying the P.A. with salient 
features of his product, Mr. Price was 
taken out back to the maintenance 
man. The latter responded with even 
greater interest than did the P.A. 
While the two inspected the tool, Mr. 
Price fetched the accessories from the 
car and proceeded to demonstrate the 
tool’s capacities. The sale was con- 
summated on the spot, the total order 
being $556. 

Such experiences have made Mr. 
Powell appreciative of his firm’s dis- 
play facilities. When he can’t bring 
the tool to the customer, he likes to 
bring the customer to the tool. 














Glrect, 


“Nev’ mind, Miss Hodge, just a friendly 
little price wrangle.” 





THIS CARTON IS PACKED WITH 


REPEAT BUSINESS FOR YOU--- 


-»- the market for 
Beau SPRING WASHERS 


—the accepted type of fastener—is immense 
and constantly expanding. Almost every one 
of your customers who buys nuts, bolts and screws—indus- 
trial plants, machine and equipment manufacturers, etc.,— 
now uses or can be sold BEALL KANT LINK SPRING 


ASHERS. 

KARTINK igor | | 
* One sale leads to another and to continuous repeat busi- 

ness for industrial distributors. 


BEALL HELICAL SPRING WASHERS is the only type 
that has adequate “live action”, regardless of wear, break- 
down of paint, scale, rust and bolt stretching. 





Fenen tine Nationally advertised to industry and purchasing agents. 


Srv ive IN STOCK in all standard sizes (in cartons and bulk); 


carbon steel, stainless steel, Everdur, Duronze and other 
metals. 


BEALL 001 DIvIsion 
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William A. Purtell 


W. A. Purtell To Head 


Manufacturers Association 


William A. Purtell, president, treas- 
urer and general manager of the Holo- 
Krome Screw Corp. of West Hart- 
ford, Conn. was elected president of 
the Manufacturers Association of Con- 
necticut, Inc. at the recent annual 
meeting of the board of directors. He 
assumes his new duties Jan. 1. 

Mr. Purtell has been first vice-presi- 
dent of the association for the past two 
vears. He is widely known in business 
circles through the 30 years he has 
spent in an active business life. He is 
a director of the Billings & Spencer 
Co., Colt’s Mfg. Co., Hartford Con- 
necticut Trust Co., Hartford Gas Co., 
the Holo-Krome Screw Corp. and 
Veeder-Root, Inc. 

Mr. Purtell also is a life member 
of the Advisory Board of the Ameri- 
can Supply & Machinery Manufac- 
turers Association and a past director 
of the U. S. Chamber of Commerce. 
He holds memberships in the Ameri- 
can Socicty for Metals, the American 
Society of Tool Engineers and the 
Hartford Engineers Club. 

A. V. Bodine, president of the Bo- 
dine Corp., Bridgeport, and Franklin 
B. Hoadley, president, Farrel-Birming- 
ham Co., Onsonia, were elected vice- 
presidents. John Coolidge, president 
and treasurer of the Connecticut Man- 
ifold Forms, was elected treasurer. Mr. 
Bodine served twice as vice-pres., Mr. 
Coolidge, four years as treas. 
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Four Hundred Manufacturers 
Exhibit at Power Show 


An exceptionally receptive audience 
viewed the 18th National Exposition 
of Power and Mechanical Engineer- 
ing, held recently in Grand Central 
Palace, New York, where 400 first-line 
manufacturers displayed several inno- 
vations in the design of new machines 
and tools. The ‘theme’ of the show 
this year was the better economy that 
could be achieved through use of the 
new or improved products. 

Equipment displayed on the four 
floors of the Palace reflected the sec- 
ond great wave of improvements re- 
leased since the end of the second 
World War. Visitors to the exposi- 
tion came from all parts of the United 
States; South America and European 
countries also were represented. 

Inquiries reported by exhibitors re- 
flected plans for industrial expansion of 
wide scope and often, as in the case 


T. C. Christianson Dies, 
W. S. Wilson Executive 


Thomas C. Christianson, a found- 
ing member of the W. S. Wilson 
Corp., New York, died on November 
17 at the age of 57. 

Mr. Christianson had served as 
treasurer of the corporation, founded 
in 1917. He entered the hardware 
business at an early age and was em- 
ployed later by several large manu- 
facturing and distributing firms. 

Surviving are his wife, the former 
Grace Bennett and a son, Robert B. 
of public utilities and some of the 
newer basic industries, expansion on a 
large scale, running years ahead. 


T. C. Christianson 
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Thomas B. Moule 


Plomb Appoints Moule 
Manager of Sales 


Thomas B. Moule, formerly assist- 
ant director of sales, has been ap- 
pointed sales manager of the Plomb 
Tool Co., Los Angeles, Calif. 

Since joining the company in 194+, 
Mr. Moule has supervised many im 
portant sales and merchandising activ- 
ities. For five years he was advertising 
and sales promotion manager for [x- 
Cello Corp., Detroit machine tool 
builders, and for three years he was 
sales manager of the Republic and 
Northern Aircraft Products Divisions 
of The Aviation Corp. 


Gotschalk Sits In 


At Far East Conference 


G. R. Gotschalk, president of the 
Manufacturers Supply Co, of Syracuse, 
N. Y., recently participated in the 
first post-war Far Eastern Conference 
at Syracuse University, called to dis 
cuss current problems in Eastern Asia. 


Kenny Joins W. B. Greene 


E. K. Kenny, formerly with Ten- 
nessee Eastman Co., has joined the 
sales force of W. B. Greene Co., Inc., 
of Kingsport, Tenn. He will travel 
southern Tennessee. 
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BLACK & DECKER 


she world’s most diversified line 
of Portable Electric Tools! 


By standardizing on Black & Decker Tools, The 
Fingles Company of Baltimore, Md., has saved 
time and money on scores of jobs like those shown 
here .. . and given profitable sales to the B&D 
Distributor selling them. As a custom sheet metal 
shop, Fingles needs versatile tools to handle a 
wide range of jobs in the shop and on outside 
installations. Black & Decker “universal” tools 
give them this versatility—plus expert repair serv- 
ice from a convenient B&D Factory Service Branch 
to keep their tools in top production form. 

Black & Decker gives you over 100 Electric 
Tools to sell—more tools, more models than any 
other manufacturer. Every B&D Tool is loaded 
with sales features—quality-built, engineered and 
powered to turn out better work, with less effort, at 
lower cost! And consistent advertising pre-sells 
your customers in The Saturday Evening Post and 
leading trade magazines! The Black & Decker 
Mfg. Co., 617 Pennsylvania Ave., Towson 4, Md. 


= y 
LEADING DISTRIBUTORS } ‘jm? > EVERYWHERE SELL 
IT 


































Sell Standardizing on BLACK & DECKER 





for... 
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NE toggle 
























® Wide choice of tools, wide choice of 


models. 


Quality-built features like powerful B&D- 
built motors, each “tailor-made” for the 


tool it drives. 


* Convenient interchangeability of parts. 


. Expert service on replacement parts and 
repairs from any one of 27 B&D Factory 


Service Branches. 


Sound advice on tooling problems from 


a nearby B&D Distributor. 
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Republic Supply 
Expands In North 


The Republic Supply Co. of Cali- 
fornia, Northern Division, with heac- 
quarters in Emeryville, Calif. in the 
Oakland area now has three offices re- 
porting to it: One is at Fresno, Calif., 
where Ralph Abbott is local manager; 
another is at San Jose, Calif., R. A. 
Ohman managing; and the third is at 
Stockton, Calif., managed by H. E. 
Storey. 

Company operations are carried on 
by two divisions, the Southern and the 
Northern. ‘The headquarters of the 
company and the Southern division 
are in Los Angeles, where vice-presi- 
dent Charles Schriber is in charge. 
Vice-President Roy W. Johnson is in 
charge of overall operations at°Emery- 
ville. 

In the south, the activities of the 
company are in connection with the 
oil industry; in the north they dre con- 
fined almost completely to distribution 
in the industrial field. 

R. W. Chewning, with the company 
for eight years in the Los Angeles and 
field offices, now is located in the 
Northern division as manager. His 
work is primarily with sales activities. 
He is most active currently on a sales 
contest, open to all salesmen of the 
company, in connection with a rubber 
goods line. Prizes given will be based 
on volume achieved, on the number 
of new accounts turned up and on 
sales accomplished on individual prod- 
ucts. 


SKF “Family Day” 
Held at Hornell 


SKF Industries, Inc., marked the 
first year of operations of its new 
plant at Hornell, recently, with a 
“Family Day” at which some 500 
employees and members of their fami- 
lies, and leading business and civic 
leaders were guests of the ball and 
roller bearing firm. 

The plant began operations in Sep- 
tember, 1947 and now employs 135 
persons, most of whom received “‘on- 
the-job” training for the manufacture 
of housings for anti-friction bearings. 

The “Family Day” was highlighted 
by a plant tour, exhibits of the com- 
pany’s products and the methods by 
which they are advertised, marketed 
and distributed, and a picnic. William 
L. Batt, SKF president, addressed the 
guests. Key machines were operated 
during the plant tour so that guests 
might witness some of the numerous 
manufacturing steps in the production 
of various types and sizes of housings. 
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At Hansen & Yorke Annual Party 


WELCOME is extended at the Hansen & Yorke Co. annual party. From left to right 
are: Arthur Yorke, president; Arthur Starrett (L. S. Starrett Co.); Al Redlick, Hansen 
& Yorke; William Green (Starrett) and Jack Hansen, Hansen & Yorke sales manager. 


IS THAT SO! Ken Yorke, secretary of Hansen & Yorke expresses astonishment at 
something said by Ed Jung (Millers Falls Co.) during a quiet moment. 


OFF IN A CORNER at the Hansen & Yorke party are: Ed Norvell (E..C. Atkins 
& Co.); Ernie Hansing, Hansen & Yorke salesman;.Paul Roddy (Nicholson File) and 
Amold Martin (Delta Mfg.). 
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a eet » ¥ B & G Pumps in ice cream manufacturing plant. 
— FOR HEATING SYSTEMS 
AND INDUSTRIAL USE 
.»eby the makers of Hyédre-Fie PRODUCTS 


You can sum up the reasons for the universal acceptance value will be delivered, both in long service life and in 
of B & G Pumps in a single sentence—“Sound engineer- low cost operation. 

ing, backed by modern manufacturing methods capable For example, you have only to watch a B & G Series 
of translating good design into fine product.” 1522 Pump circulating a thick mixture of oil and metal 
When you specify ‘“‘B & G” you can be sure that full chips to realize that it is a unit which can really handle 
= difficult pumping jobs. Its outstanding features 
include—a Mechanical Seal instead of a stuf- 
fing box—Standard Motors—Spring-type Flex- 
ible Coupling—Interchangeable Parts—Com- 

pact Design—Easy Servicing. 

All other models of B & G Centrifugal Pumps 
are likewise known for design features and 
precision workmanship which satisfy the most 
critical engineers and operating men. 

Send for descriptive literature. 


in industria 


, 8 & G Series 1522 Pump 


B&G Hydro-Flo Products 
also include Heat Ex- 
changers ... Refriger- 
ation Components... 
Oil Coolers . . . Water 
Heaters . . . and Forced 
Hot Water Heating 
Equipment. Write for 
literature—you'll find it B & G Series 1510-1515 Pump 


profitable to get full in- Base-mounted, flexible coupled units with semi-open 


formation on this well- or enclosed impellers. Accurate machining and me- 


- - chanical balancing assure quiet operation and peak 
known, fast-selling line. efficiency. 





B & G Booster 


B & G Boosters have a na- — mad * 
tionwide reputation for com- = &: 
pletely dependable opera- ba an 


tion in forced hot water heat- 
ing systems. Over a half mil- 


Sidcirwians (7 emi CENTRIFUGAL PUMPS 
BELL & GOSSETT CO. « Dept. AV-35, Morton Grove, IHinois 


REG. U.S. PAT. OFF. 
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A NEW METHOD of handling orders is used by Harris Iron & Supply Co., Mem- 
phis, in a spacious and convenient shipping department that has drive-in arrangements 
Mrs. Harris Ballenger is owner and president of the firm. Pictured are some of the 
employees who are responsible for packing shipments accurately: W. L. Johnson, 
Dicikie Sunderland, George Thompson, Percy Carter, and Willie Warren. 


yi 7 
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A SILVER ANNIVERSARY was cele- . 

brated by the Milwaukee Electric Tool SOUVENIR SCROL 
Corporation by honoring the company’s 
first emplovee, Miss Flizabeth Zur, who 
has served continuously for twenty-five 
years. A. F. Siebert, president, pre- 
sented her with a new fur coat. 


LS and sales awards were awarded International Nickel dis- 
tributors at a dinner at the Hotel Commodore, New York, winding up the company’s 
25th Annual Sales Conference. The first scroll was presented by Robert C, Stanley, 
chairman and president of International Nickel, to Harry E. Williams, president of 
Williams & Co., Pittsburgh, who has been selling Inco products for 39 vears. 


WALLACE DEGEN (center), L. P. \ , . 

Degen Belting Co., San Francisco, talks CRACKERJACK TEAM of the expanding program of the industrial department, 
with William L. Manly, right, recently Frank T. Budge Co., Miami, include Johnny Kegan, manager, and Carl Samberg. 
named manager of Allis-Chalmcrs dealer They cover the greater Miami area. Mr. Kegan was formerly with Cameron & 
sales department, and Harold Staple- Barkley, and Mr. Samberg with Remington-Rand and Pan Amcrican Airways. The 
ton, left, A.C. supervisor. company recently closed its retail hardware department. , 
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A MESSAGE TO AMERICAN 


"Give us the tools...” 


What Are Your Chances 


INDUSTRY °@ 


Zist OF A SERIES 





If There Are No Profits? 


Since the November 2 election there has been a 
dazzling variety of plans to have the government 
do more and more things and spend more and 
more money. But there is almost no variety in the 
plans which are suggested to raise the money. 


“Pay for it by taxing profits,” is the standard 
refrain. Slap on an “excess” profits tax. Boost the 
corporations’ income tax rate. 

Well — why not? Haven’t the corporations been 
making so much money that a big chunk of it can 
be turned over to the government spenders with- 
out hurting anybody? 

The answer is no! 


How high profits should be can be debated end- 
lessly. Some people claim that 1948 corporation 
profits, which will amount to about $20 billion, 
are too high. They emphasize the fact that profits 
are larger in relation to investment than they were 
a few years ago. Other people think profits are 
low. They stress the fact that profits are not much 
larger in relation to sales than they have been 
historically. Both sides agree that in some indi- 
vidual cases profits have been too high, as in 
others they have been too low or non-existent. 

But if we cut the total volume of profits drasti- 
cally, we shall do so at our national peril. 

There is no room for debate about that. For we 
shall choke off the crucially important job of build- 
ing new plants and equipment for our industries. 
Squeeze hard enough, and America will go the 


way of Britain — down the long and painful skids 
of industrial decline. Widespread unemployment, 
especially among our industrial workers who pro- 
duce new plants and equipment, will mark the 
dreary way. Here is a fact which the President, the 
Congress, the C.I.O., and all of us have a real 
reason to remember: 


Almost two-thirds of all profits today are going 
to rebuild and improve plants and equipment. 


More than $13 billion of this year’s profits are 
being plowed back. They are going — as a large 
proportion of profits have always gone — to buy 
for workers better tools to work with, better sur- 
roundings in which to work. They are making 
possible better products, and more of them, for 
all of us. 

The figures below show how companies have 
put more and more profit-dollars and a larger 
share of their profits to work in the business: 





PROFITS 
REINVESTED 


% OF TOTAL 


i PROFITS 





1929 $2.6 billion 31% 
1939 1.2 24% 
1943 5.9 57% 
1944 5.2 53% 
1945 4.2 47% 
1946 6.9 - 55% 
1947 11.2 62% 
1948 est. 13.0 65% 











continued on next page 








The record shows that each of us is the real 
beneficiary of this plowing back of profits. 

Every American has benefited from these prof- 
its. Each dollar that business has put into its 
plants and equipment in the last thirty years has 
increased our yearly production by 35 cents. 


This re-investment of profits has helped make 
possible a 75% increase in living standards since 
1919, 

It has helped increase wages from an average 
48 cents an hour in 1919 to $1.36 today. Allowing 
for higher prices, that increase means that an 
hour’s work today will buy twice as much as it did 
thirty years ago. 


Why must business retain these billions of 
profits to improve its plants and equipment? Why 
must it plow back more and more? The reason is 
that business already is caught in a tax squeeze. 


Federal taxes alone take at least thirty-eight of 
each one hundred dollars a company earns. Then, 
if the company pays out to its stockholders any 
part of what is left as dividends, the federal per- 
sonal income taxes ofthe stockholders may take 
up to 77% of those dividends. Under these con- 
ditions, so few people are willing to invest in in- 
dustry that the stock market is stagnant. Compa- 
nies can not raise in that market the money they 
need for improvements. 


The result: business must rely more and more 
on plowed-back profits to pay for new plants and 
equipment. 


We know that everywhere in industry new and 
better ways of producing goods are standing ready 
for use. The previous editorial in this series men- 
tioned some of them. We know, too, that depres- 
sion and war put our industries far behind schedule 
— as much as $100 billion behind — in getting the 
new tools they should have had to keep themselves 
in first-class shape. McGraw-Hill is now complet- 
ing a survey of industry that will measure these 
needs. The results will be published in this edi- 
torial series. We know already that in 1949 alone 
industry will need $18 billion or more for this 
purpose. 

And all but a small fraction of that sum must 
come from profits. 


Our prosperity, our strength as a nation, our hopes 
for better living depend on our continuing to gen- 
erate and to plow back a large volume of profits. 


For that reason we should not thoughtlessly fol- 
low these people who propose to pay for any and 
all new government activities by saying simply, 
“Soak the corporations.” There is no need to fol- 
low them. There are other ways of obtaining nec 
essary funds. 


First and foremost should be economy within 
the government itself. If its citizens must pay still 
higher taxes, then surely government should exer- 
cise rigid self-restraint, cutting out all but the most 
essential activities and expenses. 


After economy should come consideration of 
a broader federal tax base. 


If these and other methods of raising money 
are inadequate and if taxes must take a bigger bite 
from business profits, two facts are clear. We 
should not adopt an “excess” profits tax with all 
of its complications and all of its corrupting effect 
on business. A moderate increase in the regular 
income tax on corporations is much less danger- 
ous. But even such an increase, if necessary, should 
be accompanied by special allowances for. ex- 
pansion and depreciation that will encourage 
companies to continue spending their earnings 
for new plant and equipment. We all have a 
stake in that. 


At this critical juncture in our history profits have 


a new and vastly more important role than they 


have ever had. In unprecedented degree they are 
the drive behind our present prosperity and the 
key to a better, stronger future. 


Give profits the axe and the blow does not stop 
there. — 


It cuts into the employment, the prosperity and 
the strength of our nation. 


Everyone of us has a stake in how the President 
and Congress handle taxes on profits — and now 
is the time to remind them of that stake. 


President, McGraw-Hill Publishing Company, Inc. 














ADAPTABILITY CUSTOMERS WANT— 


Available for lug or hook suspension, plain 


Pp ane ee 


itd 


A 


trolley with suspension parallel or at right 


—— 2 


angle to I-beam. 


} 
} 


i) 


POWERFUL, SELF-ACTING LOAD BRAKE—Ffficient “safety first” Weston 


screw-and-disc type. Brake surfaces operate in a continual oil wash. 


-m- N]MNNNNN) 


Ss 


Lug Type with Plain 
Trolley Attachment for 
Parallel or Right Angle 
Suspension. 


Sots tt MBBS 


SEPARATE MOTOR BRAKE HOLDS FULL CAPACITY LOAD—Operates in- 
dependently of load brake. 


OVERCAPACITY CABLE IS SAFE, TROUBLE-FREE— Made of special, flex- inact 


ible aircraft-type steel cable. Has lubricated hemp center. ¥ Ya, Y2, and 1 Ton. 
Standard Lift, 10 ft. 


ith rl i 
LONG-LIFE EFFICIENCY CUSTOMERS CAN BANK ON —Compactness, | <_< 
lightweight, one-piece frame, powerful ‘motor, precision gears, 
maximum practical use of ball bearings, safety limit stops, safety 


load hook that swivels. 


Send today for Bulletin L-T. The Yale & Towne Manufactur- 
ing Company, Philadelphia Division, Philadelphia 15, Pa. 


INDUSTRIAL DIAL SCALES * HOISTS—HAND AND ELECTRIC *© TRUCKS—HAND LIFT AND ELECTRIC 
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ro sex, Flexible Shaft Machines. 


YOU NEED THE ANSWERS 





Tool up on these 17 ques- 
tions. Answers on page 154. 


1. Flexible shaft machines may be 
used for which of the following 
operations: 

C) sanding 

XC) boring 

C) grinding 

OQ planing 





. Their hand pieces may be run at 
only 400 rpm, or, on occasion, 
at as much as 23,000 rpm. 

O)True. O False. 





. The “core” of a flexible shaft ma- 
chine generally is made of: 
( plastic 
[] wire 
) spring stccl 


. Flexibie shafts may be operated di- 
rect from the motor shaft. 


(1 Truc. O False. 









.A “reducing coupling” describes: 

Cla coupling that gets smaller all 
the time 

[Ja coupling that reduces from 
one size to another 

Ca coupling used on shaft vibra- 

tors in massage parlors 


. When necessary, it is possible to 
double the rpm output of a 
flexible shaft machine by in- 
stalling a second V-belt drive 
attachment in the unit. 

OTrue. O False. 





7.A whipping motion of the core 
when the machine is in opera- 
tion would indicate: 

1 the driving end and the core are 
out of alignment. 

Othe machine is being run at a 
faster rate than its capacity 
(the machine is being used on 

work to which it is not suited 


§. Generally it is good practice to 
equip shafting 7-ft. and longer 
with a shaft support installed 
near the motor. 

OTe. 0 False. 


9. The “minimum operating radius” 
(for the smallest circle of op- 
eration) of a flexible shaft 7-ft. 
long with a 3-in. diameter core 
and a metal casing, should be 
not less than: 


] 


S 


— 
Nm 


* 


(160 inches 
[1 25 inches 
[118 inches 


.Loss of power and wear in the 


shaft would indicate it is 
“out-of-center” and improperly 
guided. 

O True. O False. 


.The “casing” of a flexible shaft 


machine is intended to: 
C act as a guide for the core 
Cl act as a grease retainer 
Ll act as protective covering 


. Any direct drive, generally, is ca- 


pable of more speed, and more 
work-ability, than counter-shaft 
drive types of machines. 


1 True. O False. 


3. Flexible shaft machines generally 


have a motor rating of: 
C) 25 cycles 
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16. 


- 


(1) 60 cycles 
[190 cycles 


. foo much grease applicd to the 


liner core of a shaft frequently 
will cause overheating. 
(1 True. O False. 


. Under normal use, your customer 


would be advised to grease the 
inner core of his flexible shaft 
machine: 

Cl every 10 days to 30 days 

Clevery 60 days 

[Jevery 90 days 


lor best results, keep the shaft in 
as straight a line as possible. 
O Truc. O False. 


]. Direct-coupled flexible shafting is 


not recommended for motors: 
(J of more than 4 horsepower 
C) of more than 1 hp. 
OQ of more than 3 hp. 
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SKIL Tools Distributor Franchise 





A better deal for the 
INDUSTRIAL 


A friendly 
SKILSAW POLICY 
DISTRIBUTOR 


assures... 























mu Tools 


SKIL Dise Sanders—3 Models } SKIL Bench Grinders—4 Models SKIL Shear 


SET TS REN ORR RT 


SKIL Drivers and Runners SKIL Nibbler 
20 Models 








a NEW PRODUCTS 





WITH SALES 
POSSIBILITIES 








Saw Sharpening Fixture 


Holds and Turns Saws 
To Insure Precision Sharpening 


Designed to sharpen three types of 
circular saws, the fixture uses only two 
different shaped grinding wheels. One 
of the wheels has a 45-degree angle on 
one side and is used for sharpening 
cross cut or fine teeth on the combina- 
tion saws. The other grinding wheel 
is Ys-in. wide with a radius for use on 
rip saws and for large teeth on com- 
bination saws. The fixture, said to be 
the only one of its kind, holds and 
turns saws to insure precision sharpen- 
ing keeping the saw perfectly round. 
By mounting the fixture on the same 
base with the power driven grinding 
wheels, the entire saw sharpening 

: equipment is a self-contained unit. De- 

‘ signed to bring the saw teeth up to 
the grinding wheels at right angles, this 
feature plus adjustable stops insures 
the circular saws to be perfectly round 
after sharpening.— Treyco Products, 
Buffalo, N. Y.—Industrial Distribu- 
tion, January 1949. 




















Reversible Gages 


Assure Tight Grip 
Double Life Obtained 


The reversibility of gaging members is 


120 


said to allow the user to obtain double 
life from plain cylindrical and thread 
plug gages. Seating itself on angles, a 
split collet exerts equal pressure the 
full length of collet, thus assuring a 
tight grip on gaging members. The 
illustrated design is used up to .750 
diameter, while a trilock diameter is 
used above .750 diameter. Handles are 
lightweight anodized green aluminum 
with a green nut denoting a “Go” gage 
and a red nut signifying a “No Go” 
gage.-—Metro Tool & Gage Co., Chi- 
cago, Ill.—Industrial Distribution, 
January 1949. 




















Impact Wrench 


Light Weight & Minor Torque 
Reaction Reduce Operator Fatigue 


Conservatively rated at g-in. thread 
diameter, a new impact wrench will 
quickly tighten or remove either left- 
or right-handed nuts, bolts and cap 
screws. It rapidly spins a free-running 
nut or bolt to a seating position with 
high speed, direct-drive action; then 
within a matter of seconds a rapid, 
rotary hammering action drives the 
nut or bolt to maximum tightness. 
In removing a fastencr, the hammering 
action loosens the nut or bolt and the 
direct-drive rapidly spins it free. There 
is little or no tendency for the tool to 
twist in the operator’s hand. A tre- 
versing switch allows the unit to be 
used for either driving or removing 
fasteners with equal efficiency. The 
switch is mounted on the lower side of 
the housing, protected from acciden- 
tal contact. The wrench is made of 
sturdy, streamlined aluminum castings 
and has a powerful universal motor. 
Besides a side handle with automatic- 
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release switch, reversing switch and a 
; 

3-conductor cable and plug, the im- 
pact wrench may be obtained with 
six hexagon sockets ranging from 1s 
to 18-in——Black & Decker Mfg. Co., 


Towson, Md.—Industrial Distribution, 


January 1949, 


Waterless Cleaner 


Removes Grease, Dirt, Paint, Etc. 
Without Irritating the Skin 


A new waterless cleaner cleans hands 
thoroughly and quickly, yet gently and 
softly. It removes grease, dirt, paint, 
rubber cement, lipstick, tar, asphalt, 
shellac, carbon, tinners dope, buffing 
compound and similar substances with- 
out skin irritation. Free from skin-dry- 
ing ammonia, lanolin is one of its 
essential ingredients. It cleans hands 
simply by being rubbed on and wiped 
off. One teaspoonful is sufficient. After 
being thoroughly rubbed in by hand 
motion, the cleaner is wiped off with a 
dry cloth and hands are free of dirt. 
It is available in pint, quart, gallon and 
five gallon sizes.—Schaffner Industries, 
Inc., Pittsburgh, Pa.—Industrial Dis- 





tribution, January 1949. 





Aluminum Alloy Pliers 


Keep Hands and Fingers Clear 
Do Not Splinter or Shatter 


A new line of aluminum alloy pliers 
for feeding stock into punch presses 
has been designed. With a tensile 
strength of 23,000 Ibs. p.s.i., elasticity 
of 6.38 and a Brinell of 60, these 
pliers have the strength to handle 
stock but pulverize if caught in the 
die. As a result, there is no damage 















“VALVE MEN” LIKE 







Men who really know valves— 


know where to look for 


those details of design and 





construction that insure top 






performance—have a lot of 






respect for Reading-Pratt 
& Cady. 









An R-P & C valve must be 


more than just an assembly 






of machined parts. It has 
work to do. R-P & C feels 
the responsibility for that 








work being done faithfully. 







Consider your R-P & C distributor 





as your ‘“‘valve man’'’—a 







responsible source for 


bronze, iron and steel gate, 







Slobe, angle and check 









valves— Bar Stock valves— 





iron cocks—Lubrotite gate 


valves—cast steel fittings. 





04 oO Reading, Pa.+ Atlanta + Baltimore » Boston » Chicago » Denver + Detroit » Houston 
New York + Philadelphia » Pittsburgh » San Francisco + Bridgeport, Conn. 








READING-PRATT & CADY DIVISION 
AMERICAN CHAIN & CABLE 
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TAPS AND DIES 


Brcerereecerercerch Naa 
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A Complete Stock For All Your Tapping Needs 


Winter taps in all standard 

types and styles are available 
from the factory and strategically 
located branches in New York, 
Chicago, Detroit and San Francisco. 
These stocks are for your 
convenience in better serving 
your customers’ needs. 

The complete stocks include: 
hand, machine screw, chip 
driver, nut, pipe, pulley, stove 
bolt, tapper taps and dies. 


WINTER BROTHERS COMPANY «© Division of the National Twist Drill and Teol Company 
Rochester, Michigan, U.S.A. Distributors in Principal Cities + Branches in New York, Detroit, Chicago, Sen Francisco 





NATIONAL OFFERS YOU 
A COMPLETE LINE OF ROTARY 
METAL CUTTING TOOLS 


National's complete line 
includes:—twist drills, reamers 


counterbores, milling cutters, 





end mills, hobs and special tools. 
National’s spiral fluted 

chucking reamers, shown in box, 
can be relied on to 

maintain size and reduce chatter. 
Other types are National 

hand, straight flute chucking, 
shell, taper pin, center 

and special reamers. 














to dies and no danger of flving frag- 
ments to become imbedded in opera- 
tors’ hands, face or eyes. Being light- 
weight and spring opened, they reduce 
operator fatigue. According to the 
manufacturer, use of these safety pliers 
climinates hazards of manual feeding 
of presses. Six standard designs (illus- 
trated) are available with special de- 
signs available on  order.—Osborn 
Mfg. Co., Warsaw, Ind.—Industrial 
Distribution, January 1949. 

















Hacksaw Frame 


Increases Cutting Speed 
Lengthens Blade Life 


Main feature of a new hacksaw frame 
is the novel lever action which applics 
greater, morc uniform tension on 
blades and allows faster blade changes. 
Increased cutting speed and longer 
blade life are said to result. When the 
powerful lever which snugly hugs the 
bottom of the frame handle is pulled 
down, a fool-proof cam mechanism 
releases tension. The blade is inserted 
facing in any one of four directions; 
the lever is snapped back into posi- 
tion; a positive, correct tension is auto- 
matically applicd on the blade. There 
are no wing nuts to tighten. The rigid, 
heavy-duty frame is made of 3; x 3-in. 
steel. The back and handle are stamped 
jy-in. hard sheet. The handle is ex- 
tremely tough, durable red _ plastic 
molded in one piece and extremely 
comfortable to grip. A blade is sup- 


plied with each frame, which is 
quickly adjustable for 10 or 12-in. 
blades.—Millers Falls Co., Greenfield, 
Mass.—Industrial Distribution, Janu- 
ary 1949. 


Limit Stop 


Eliminates Difficulties and 
Makes Control Accurate and Positive 


A new and different limit stop is said 
to make control of electric hoists more 
accurate and positive. This develop- 
ment eliminates difficulties encoun- 
tered on angular pulls with paddle type 
limit stops, resulting in a more stream- 
lined appearance because the limit 
mechanism is entirely enclosed within 
the hoisting unit. According to the 
manufacturer, the mechanism also sim- 
plifics adjustments and the setting of 
limit stops. Bulky operation rods are 
climinated.—Reading Chain & Block 
Corp., Reading, Pa.—Industrial Distri- 
bution, January 1949. 
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Bench Vise 


Spring Take-Up Eliminates 
Sloppy Jaw Action 











A feature of the light duty auxiliary 





bench vise is a spring take-up on the 
screw which eliminates sloppy jaw 


action. The jaw moves on two steel 
rods and an accurately threaded steel 
screw. Both jaws are accurately ma- 
chined and smooth-finished to meet 
squarely. Because of its light weight 
and clamp type base, the vise is ideal 
for setting up on the job.—Stanley 
Tools, New Britain, Conn.—Indus- 
trial Distribution, January 1949. 

















Centrifugal Pump 


Handles Hot or Cold Fluids 
Under Extreme Conditions 


A new type SM_ single-stage and 
double-stage process pump can be util- 
ized for applications in the petroleum 
industry, where the process liquid is 
pumped at temperatures well above 
the flash point, and at the other cx- 
treme for cold evaporation processes. 
The pump provides support for the 
case at the shaft centerline; conse- 
quently, the entire structure and com- 
ponent parts are free to expand and 
contract without disturbing alignment. 
Having vertically split cases, the single 
parting joint is sealed by a confined 
asbestos-core metal gasket. This in- 
sures tightness under conditions that 
cause flat joints to loosen and leak. 
The stuffingbox is extra deep, water- 
cooled, prov vided with in-and-out seal- 


(Continued on page 126) 
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FOR MORE SALES TELL THEM HOW P-182 
TAKES THE WORK OUT OF PIPE BENDING 


Blackhawk’s new electrically-driven hydraulic pump makes pipe 
bending work a push-over! A simple connection converts a hand- 
operated hydraulic Porto-Power pipe bender to power operation. 
(Also quickly adapted to any hydraulic system requiring up to 
10,000 p.s.i.). Point out how this conversion brings greater 
speed, power and economy. P-182 triples ram speeds—slashes 
pipe bending time—eliminates slow-downs due to fatigue. It is 
a complete “profit package” containing pump, reservoir, valves 
and controls. Show your customers how P-182 saves them 
money and work, and make it a “profit-package” for you, too. 


A Product of BLACKHAWK MFG. COMPANY, Dept. P1719, 
Milwaukee 1, Wisconsin 





> 











The P-182 is operated by a single control knob. It 
leaves the operator's hands free for measuring, etc. 
Be sure to point out this manpower saving feature. 


BLACKHAWK 


HAND JACKS e WHEELED JACKS @e PORTO-POWER 
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SPEED 


with COUPLERS 


pul 


You get swivel action with Aro Speed Couplers . . . eliminates 
twisting and kinking of hose... prolongs hose life. Just 
“push on” to attach... “pull off” to detach. It’s leakproof 
with a shut-off valve in Coupler which closes automatically 
when detached. No other valves necessary. Coupler cannot 
be accidentally detached. 


FOR AIR, WATER AND STEAM LINES 


These precision-built Aro Speed Couplers are available in 
a complete line for use on air lines, water lines and steam 
lines. Wide range of connector sizes includes 9/16” x 20 
female thread (DeVilbiss). Simple... efficient... depend- 
able. Ask your Aro Jobber or write... The Aro Equipment 
Corporation, Bryan, 

Ohio. 


Jobbers: This advertisement appears 
in leading Industrial Publications. 
Write for attractive proposition. 


fo 
fo 


Use also for “Plug-In” Service 


PEED COUPLERS 


ALSO 
AIR TOOLS...LUBE EQUIPMENT... 
GREASE FITTINGS... HYDRAULIC 
EQUIPMENT ... AIRCRAFT PRODUCTS 
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New Products 


(Continued from page 124) 





ing oil connections, renewable throat 
bushings and a quenched cowl-type 
gland. Other advantages include oil 
reservoir lubrication of shaft bearings, 
balance of radial forces by incorporat 
ing double volute design and simple, 
disassembly procedures for inspection, 
instruction and maintenance.—Byron 
Jackson Co., Los Angeles, Calif.—In- 
dustrial Distribution, January 1949. 
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Powder Extinguisher 


Convenient, One-Hand Operation 
With Trigger-Finger Control 


A dry chemical powder extinguisher, 
designed for use against flammable 
liquid and electrical fires, is available 
in 20 and 30-lb. capacities. It con- 
tains a special dry powder mixture that 
will not pack or obstruct discharge. 
Convenient, one-hand operation with 
trigger-finger control combines with 
overall lightweight construction to 
make for speed and effectiveness in 
combatting Class B and C fires. When 
the lock pin in the handle is removed 
and the trigger pulled, the powder 
chamber is immediately pressurized 
by carbon dioxide released from the 
small cylinder mounted on the side. 
Simultaneously, the powder release 
valve in the top of the main powder 
chamber opens, discharging fine pow- 
der through the hose and nozzle in a 
stream that carries 20 feet or more. 





SIMONDS CIRCULAR SAWS 
UP TO 16” IN DIAMETER 


are individually packaged and 

completely protected by tough 

corrugated board...can’t be 
scratched or dulled. 


wood CUTTING 


Ww BAND SAW 


i 


co. 
SIMONDS simonns saw Aue SES 
° * * ee" 
NARROW mane 
BAND SAWS 
come in this bright 
red flat package 
protected sgeact 
injury to blade, 
teeth, or weld. 


SIMONDS DADO HEADS 


in standard sets, are packed 

in a sturdy wooden case... 

fully protected against damage... 
ready for immediate use. 


ote. 


SIMONDS is set up to give you delivery 
of Packaged Narrow Band Saws and 
Packaged Circular Saws... right now. 

These compact, colorful new Simonds 
packages are plainly marked with sizes 
Wi and specifications. They are easier 
and safer... both for you and your 
customers ... to handle in and out 
of stock. And every saw goes onto 
the job as fit as it left the factory. 
What’s more, you save packing time 
and cost. So get in touch with the near- 
est branch office... and order Simonds 
Packaged Saws today. 


BRANCH OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127 S. 
Green Street, Chicago 7, Ill.; 416 W. Eighth Street, Los Angeles 14, 
€alif.; 228 First Street, San Francisco 5, Calif.;311S. W. First Ave., 
Portland 4, Ore.; 31 W. Trent Ave., Spokane 8, Washington. 
Canadian Factory: 595 St. Remi St., Montreal 30, Que. 





SIMONDS 


SAW AND STEEL CO, 


FITCHBURG, MASS. 
Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for Industry 


AGBASIVE CO. 
Z eons SAW AND STEG, a 


s! 
LOCKPORT, my. 


Furnace Steels . SIMONDS ALSO MAKES: “Red Tang” Files + “Red End” Hacksaws ° 
“Blue Tip’’ Bits & “Red Circle’’ Shanks for Simonds Inserted-Point Saws 
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The dehydration field is only ove of the many industries 
that make up a big belting market for you. Added thou- 
sands of belting miles are needed by canners, millers, 
bottlers, candy-makers and numerous others. 

Victor helps you-sell new customers... re-sell the old, 
by producing America’s most complete textile belting line. 
You can get solid woven, balata or canvas stitched types 
—plain, coated or specially impregnated to fit your cus- 
tomers’ requirements. They will be sold, too, on Victor’s 
long-lasting, trouble-free service. 

Check the belting needs of prospects in your area... 
you'll find it easy and profitable to sell them Victor. 

For more information on handling this complete belt- 
ing line, write Victor now. 


A 4. 
Oe Et) COMPLETE LINE -& 


ll. 





Victor Batata & Textite Betting Co. Vey cloding 


53 Park Place, New York 7-300 W. Hubbard Street, Chicago 10 ip Bolata Belting 
Solid Woven & 


Factory: Easton, Pa. A ad Canvas Stitched 





Belting—raw, 5 
“auaa impregnated, coated. 
_=. Many widths ond plies.B 


Se |  ’ © © © Belting Specialties 
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Pressure is maintained as long as the 
trigger is held open, until the extin- 

uishing powder is completely ex- 
pelled. If the trigger is released be- 
fore all the powder has been expelled, 
the pressure is maintained in both the 
carbon dioxide and powder chambers 
so that the extinguisher can be put 
into action again with no time lag.— 
Walter Kidde & Co., New York, N. Y. 
— Industrial Distribution, January 
1949. 


Pipe Plug 


Designed for 
Cold Working Pressures 


A new type of pipe plug is hot forged 
and precision threaded to American 
Standard pipe sizes and also with Brit- 
ish Whitworth Threads. It is available 
in 3- and 1-in. sizes, square head black 
or galvanized. The plug is designed 
for cold working pressures of 3,000 
Ibs., water, oil or gas, non-shock and 
sufficiently low in cost to be used on 
any low pressure application.—Pitts- 
burgh Pipe & Coupling Co., Pitts- 
burgh, Pa.—JIndustrial Distribution, 
January 1949. 














Air Valve 


Unusually Powerful Air Blast 
Effective and Efficient 


Requiring little thumb pressure to 
open and instantly snapping tightly 
shut when actuating plunger is re- 
leased, a new general-purpose air hose 
valve and nozzle has no springs and no 
packings. It can be used for any air 
line up to 100 Ibs. per sq. in. pressure 
and produces a powerful air blast, 
more effective as an air gun and more 
efficient as an ejector nozzle in auto- 
matic applications. The air valve elim- 
inates springs by utilizing the well- 
known Bernoulli Theorem. It is 
opened by a thumb-actuated plunger 
that rolls the ball out of the seat and 





Here’s how Butterfield HOLDs BUSINESS 
helps you wrap up FOR +) rT, r) en 


new sales... 4 


Yes, Butterfield goes all the way to 
help its distributors make sales. Take 
a look at this list of helps: 


®A hard-hitting space advertising 
campaign that carried 775,422 selling 
messages to your prospects in 1948... 
with a direct appeal to “buy from your 
Butterfield Distributor”. 


® A basic sales idea — “Butterfield... 
The 100% Inspected Tools” — that 
stimulates sales by giving your 
prospects an exclusive reason why 
Butterfield tools are so dependable in 
performance, so uniform in quality. 





® A progressive distributor policy that 
insures you full protection... full co- 
operation ... because Butterfield real- 
izes the truly great value of Industrial 

Distributors to the economical marketing ii senict >} , 
of its products. ae << 


accuracy 
ywrformrt 


yor 


penronmanct 


® A well-directed “merchandising kit” : We 
which emphasizes materials which your 

customers want and use... including 
tap size charts, decimal equivalent 
charts plus really informative envelope 
stuffers. 


@A staff of factory-trained repre- 
sentatives to help you and your custo- 
mers get the most from Butterfield tools. 


All these are yours when you handle 
the Butterfield Line. Why not see if 
there's an open franchise in your area? 
Write: Union Twist Drill Company, 
BUTTERFIELD DIVISION, Derby Line, 
Vermont, and Rock Island, Quebec. 





00% INSPECTED TOOF 
Every Tool Individually Inspected 


THE 1 


TAPS © DIES *© REAMERS © SCREW PLATES 
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PIPE WRENCH ECONOMY 


That’s what makes it easy 
and profitable to sell the 


RiEaIb 


* 
li UNCONDITIONAL GUARANTEE 


If this Housing ever 
Breaks or Distorts we 
will replace it Free 


ro 
THE RIDGE TOOL CO. 
ELYRIA, O. 





More sales in the 
new RED Finish 


© The famous rimaip guarantee is just one of the features 
that make rimeup the outstanding favorite of your custom- 
ers. They also like the free-spinning adjusting nut, handy 
pipe scale on the hookjaw, the comfort-grip I-beam handle 
with flared end that keeps your,hand from slipping off. It 
pays you to sell mimaip wrenches, preferred by millions. 


WORK-SAVER PIPE TOOLS 
THE RIDGE TOOL CO. ¢ ELYRIA, OHIO 
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down out of the stream. When the 
plunger is released, the ball immedi- 
ately props back into the seat. Since 
the free ball rolls around a little be- 
tween seatings, any wear is distributed 
evenly over its entire surface, giving 
extremely long life and preventing un- 
even wear on the valve seat. Seal is the 
positive, packless, O-ring type. The 
valve is polished, high-chromium steel 
in all working parts and is available 
for 4- or }-in. hose sizes, both with 
bodies tapped for standard }-in. pipe 
threads. The nozzle extends approxi- 
mately 24-in. but it may be fitted with 
longer nozzle on order.—Paul Valve 
Corp., New York, N. Y.—Industrial 
Distribution, January 1949. 


Portable Electric Polisher 


Gives More Power and 
Assures Easier Operation 


The gearing has been changed to a 
single reduction spiral bevel gear on a 
new automatic portable electric pol- 
isher. This change has increased the 
motor power approximately 30 percent 
and jumped the speed to 1500 rpm. A 
cleaning liquid can be fed directly from 
a built-in reservoir at the handle end by 
means of a tube through the hollow 
spindle of the polisher to the work. 
Pump apenion ies been improved to 
include a lever that reduces operator 
fatigue and makes it easier to reach 
than the plunger button formerly used. 
The polisher comes equipped with a 
7-in. moulded rubber pad, 7-in. sponge 
tubber cushion pad, lambswool buffing 
rocker-type switch, reversible side 
andle for either left- or right-hand 
operation, 3-conductor cable and a 
powerful universal motor—Van Dom 
Electric Tool Co., Towson, Md.—In- 
dustrial Distribution, January 1949. 


Transmission Device 


Increases Power Output 
and Life of Drive 


The main point of improvement of a 
newly designed device for variable 
speed transmission is said to be the in- 
troduction of a hardened and ground 
shaft rotating in a fully sealed double 
ball bearing assembly. The two outer 
pulley flanges are fixed to the rotating 
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16 pages of the latest information 
on ‘Blue Face’ Pulleys 


Now available for distributors everywhere, this new Sprout- 
Waldron Bulletin lists prices and fully describes the complete 
line of S-W Cast Iron Pulleys. 


Whether you desire a dependable source of supply for the 
usual or the unusual in pulley applications . . . contact 
Sprout-Waldron. 


The “Blue Face’ line of Pulleys has an established service 
record since 1866 — your assurance of quality and customer 
satisfaction. ~— 


Get your copy of Bul- 
letin P-848 today! 
Write Sprout, Wald- 
ron & Co., 3 Waldron 
St., Muncy, Pa. 


\SRRUNL Qa 


a 





UNC.Y PENNSYLVANIA 
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shaft with the center pulley floating lat- 
erally on a large bronze bushing over 
the hardened shaft. The ball bearinged 
design increases life of the drive and 
power output, through reduction in 
frictional losses. Bearings are sealed 
against dust and abrasive conditions 
and are quict in operation. The vari- 
able speed transmission is especially de- 
signed for all applications where a 
3.3-1 speed range and “A” Section V 
belts are sufficient. Construction is of 
cast iron carefully machined; base di- 
mensions are 23 x 74-in., overall width 
64-in., overall height 9-in. Speed ad- 
justments are made by means of lever 
control while machine is in operation. 
—Standard Transmission Equipment 
Co., Pasadena, Calif.—Industrial Dis- 
tribution, January 1949. 














Pump 


No Dangerous Pressures, 
Smooth, Quiet Operation 


A combination of centrifugal pump 
with the jet.or ejector in one compact 
unit is; built in nine sizes with from 
4 to 5 hp. It provides an economical, 
dependable, long-life pump for rela- 
tively small capacities against high 
pressures. The main features of the 
pump are no close clearances—free- 
dom from wear, no air or vapor bind- 
ing, high suction lifts, nozzle and dif- 
fuser readily accessible, check valve a 
part of the unit, mechanical seal, sim- 
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for_better filing in 1949 


STAINLESS STEEL FILE. Special-shape teeth 
to withstand high abrasive action of the tough 
chromium carbides and nickel alloy. Same 
types and sizes as regular-purpose files. 


ALUMINUM "'A" FILE. Special serrated-tooth 
and “open-throat'’ cut — to prevent clogging. 
For filing aluminum and other ductile metals. 
Flat and Half Round, 6” to 14”. 


e 


bt 

SUPER-SHEAR FILE. An exclusive milled 
curved-tooth file with teeth in off-center arcs, 
for roughing and smoothing in one operation. 
Serrations break up filings. 8” to 14” lengths. 


Fe 
Hore ey 


ee 
¥ 
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BRASS FILE. Short-angle ‘‘upcut'' teeth pre- 
vent file running off work and keep file clear. 
Long-angle ‘‘overcut'’ breaks up filings. Flat 
and Half Round shapes, 8” to 12”. 


. «and for the better file sales that 
come from helping your customers 
to better filing. Emphasize the fact 
that it isn’t the cost of the file but 
the cost of the workman’s time 
that counts; that selecting The right 


file for the job saves time, increases — 


efficiency, reduces rejects. 
Working with Nicholson enables 


you and your salesmen to work — 


SEB reaenee 1 


in Canada, Po 


Ont.) 


rte. wii P $x 
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LONG ANGLE LATHE FILE, Teeth cut for 
clean-shearing—for fast, smooth finishing under 
light pressure. Made single cut on flat blanks 
in 6” to 14” lengths. 


Ry 
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FOUNDRY FILE. Has extra-rugged teeth to 
resist breaking out. For fast metal removal on 
castings. Available in Flat and Half Round 
shapes, 8” to 14”, 


LEAD FLOAT. Has coarse, short-angle teeth 
—a series of stubby ‘blades’ which shear or 
"float'' away metal. For lead, babbitt, pure 
copper. Flat and Half Round shapes. 


MILLED CURVED TOOTH FILE. Matchless in 
workmanship. Proper tooth face and rounded 
gullets minimize clogging. Shoulders lower 
than tooth tops permit use as surfacing tool. 


EVERY PURPOSE | 








FOR SAFETY PLUS 


For better rubberized Work Gloves, look for the HOOD 
Trade Mark—a sign of quality since 1896. Styles to suit every 


requirement. Send for folder. Order from your jobber. 


ee- HOOD RUBBER CO., WATERTOWN, MASS. 
A Division of the B. F. Goodrich Company 





MATERIALS 
HANDLING 
EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full 


ple pipe connections, no dangerous 
pressures and smooth, quiet operation. 
In addition, it automatically recovers 
lost prime. It has capacities up to 35 
gallons per minute with pressures up 
to 190 Ibs., depending on-capacity.— 
Gould Pumps, Inc., Seneca Falls, 
N. Y.—Industrial Distribution, Janu- 
ary 1949. 

















confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equipment 
field for a quarter of a century. Write 
for full information on this profitable line. 


{ 


Differential Hoist Capac- z 

ities one-half, and one- I-Beam Trolley in four Spur Gear Hoist. High 
ton. A fast-selling low- models, plain or geared speed, high quality, in 
cost hoist, with a large types in capacities from paciti ging fro 
market. ¥% through 10 tons. Y% through 20 tons. 


CONCO ENGINEERING WORKS 


Division of H. D. Conkey & Co., Division St., Mendota, Illinois 
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Electric Drill 


Features Light Weight 
and Reserve Power 


Available in three different drill size 
capacities and five different rated 
speeds (idle) is a new pistol-grip type 
of electric drill. One of the many 
advantages offered is the accessibility 
to motor brushes and commutator 
without dismantling the drill. This is 
made possible by removing an inspec- 
tion plate, enabling a maintenance 
man to examine and clean commuta- 
tor, brushes and switch in a few sec- 
onds. Both brushes are removable 
from the outside. The switch control- 
ling the drill is contained in the pistol 
grip and is of the heavy-duty two-pole 
type and fully meets all aircraft indus- 
try specifications. The drills are 
equipped with AC or DC universal 
type motors for standard 115-volt cur- 
rent. Jacobs chucks are standard equip- 
ment; tool housings are streamlined 
and cast from high-grade aluminum. 
The average net weight is 34 pounds. 
—Milwaukee Electric Tool Corp., Mil- 
waukee, Wis.—Industrial Distribution, 
January 1949. 


Portable Heaters 


Feature Separation of Combustion 
Products from Ventilating Air Steam 


Two new electric-powered kerosene 
burning portble heaters have been de- 
veloped for temporary and semi-perma- 
nent heating applications. Both feature 
complete separation of the products of 
combustion from the ventilating air 
steam and forced hot air delivery to 
the areas where needed. The “De 
Luxe” (illustrated) model has a heat- 
ing capacity of 250,000 Btu. Standard 





What to do about 


Tough, joos 


| 


pu a Standard Red Shield Drill or Reamer 
at work on your tough jobs. It will demon- 
strate its merit'there—in time saved— 

in cost saved—in uninterrupted production. 
These tools are made and stocked in all the 
sizes and designs regularly used by industry. 
They are distributed coast to coast by 
leading Mill Supply Distributors. 

Our 66 years’ experience in solving tough 
drilling problems is at your disposal 

without obligation. Write us today 

about your tough problems. 


mi 


THE STANDARD Toot (0. 
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More Distributors to Sell 
and Profit by 


ROPER 2ora:, PUMPS 


Roper — manufacturer of rugged, heavy-duty pumps for 
over 91 years—has increased production facilities to 
proportions which now permit the establishment of 
more franchised distributorships in various territories 
across the nation.. 


Working with Roper is a sound business investment... 
an investment that brings appreciable volume turnover 
and profitable returns. Distributors have the definite 
advantage of representing a reputable firm of national 
renown...a manufacturer that consistently advertises 
in leading publications ...a manufacturer that is ready 
to serve with a highly-competent staff of sales engineers. 
A manufacturer that has specialized in the designing, 
engineering, and production of a quality line of com- 
mercial and industrial pumps since 1857. 


The Roper Franchise Plan offers a profit-proved oppor- 
tunity worthy of your investigation. It costs nothing to 
get the facts. Will you write? 


PUMPS PRODUCED BY ROPER 


SERIES F pumps — with four-port design offering 8 ‘ 
optional piping arrangements — are used for pumping fay 
clean liquids of all kinds. Pressures up to 300 lbs. p.s.i., 

1 to 300 g.p.m. Standard or bronze fitted. Packed box 

or mechanical seal. 


SERIES H pumps are widely used for hydraulic mechan- 
isms, steel mill equipment and the like where high 
pressures are required. Pressures up to 1000 Ibs. p.s.i. 
When pumping lubricating oils they operate at direct 
motor speeds. Packed box or mechanical seal. 


SERIES K pumps for hydraulic service, fuel supply 
or transfer work pumping clean liquids. Pres- 
sures up to 150 Ibs. p.s.i., 34 to 50 g.p.m. Roper 
Venturi suction and discharge principle. Packed 
box or mechanical seal. 


SERIES 3600 — general 
purpose pumps for handling 
thin or thick liquids. Wide 
range of capacities from 40 to 

200 g.p.m. Standard or bronze fitted, supplied with 
or without built-in relief valve. 


GEO. D. ROPER CORPORATION 
331 Blackhawk Park Ave., Rockford, Illinois, U. S. A. 


BUILDERS OF PUMPS FOR MANUFACTURING, MARINE, PETROLEUM, AND PROCESS INDUSTRIES 
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equipment includes two 12-in. diam- 
eter by 12-in. long collapsible canvas 
ducts through which heated air may 
be directed to areas where needed. 
Also included are two wheels for easy 
moving in wheelbarrow fashion. Igni- 
tion and operation are entirely auto- 
matic with manual controls for start- 
ing and stopping. The “Economy” 
model has a standard 4 hp. motor 
and operates at an unusually low noise 
level because of a special propeller 
fan with air foil profile. Capacity is 
125,000 Btu. Standard equipment in- 
cludes one 12-in. diameter by 12-in. 
long collapsible canvas duct—Herman 
Nelson Corp., Moline, II].—Industrial 
Distribution, January 1949. 
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Electric Paint Mixer 


Provides Painter and Finisher 
With Compact Mechanical Paddle 


The primary purpose of the No. 31 
electric paint paddle is to provide the 
master painter and finisher with a me- 
chanical paddle sufficiently compact 
so it may be conveniently carried to 
the job in tool box or kit. It is most 
useful in handling cans of one gallon 
or less and should not be used for 
thoroughly mixing pigment or oil or as 
a general paint conditigner. The tool 
is driven by a fractional hp motor, op- 
erating on 110-volt AC current. The 
motor is directly connected to the 
drive shaft which is equipped with ad- 
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FILING CABINETS 








" KITCHEN CABINETS 
DUCTION’ 


@ We can make prompt deliv- standard LYON Products at regular 
ery on LYON Products if you or published prices (see partial list 
your customers will furnish us with below) or special items made to 
the sheet steel. We will buy the your customers’ specifications. 
steel from you and ship the pound- Ask your nearest LYON District 
for-pound equivalent in either Office for details. 


fatale: LYON METAL PRODUCTS, INCORPORATED 


im fe) N General Offices: 153 Monroe Avenue, Aurora, Illinois 
PRODUCTS Branches and Dealers in All Principal Cities 





mara wT Pr wy PP 6 NEF 


— 


Shelving Kitchen Cabinets Filing Cabinets Storage Cabinets ¢ Conveyors ® Tool Stands Flat Drawer Files 

Lockers Display Equipment Cabinet Benches Bench Drawers e Shop Boxes © Service Carts Tool Trays # Tool Boxes 
Wood Working Benches © Hanging Cabinets Folding Chairs Work Benches e Bor Racks ¢ Hopper Bins Desks ¢ Sorting Files 
Economy Locker Racks Welding Benches Drawing Tables Drawer Units ¢ Bin Units e Parts Cases Stools ¢ lroning Tables 
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justable paddle and patented action. 
‘The mixing parts can be snapped apart 
from the motor by twisting the baffle 
plates and removing the agitator, thus 
assuring easy carrying and cleaning. 
The upper blade on the mixing shaft 
is adjustable and should be set 1-in. 
below the surface of the paint. A 
splash plate prevents the material in 
the can from getting out of hand. A 
set screw clamp comes with the tool 
to hold the mixer in position in the 
can, but the tool can be used also with- 
out the clamp.—Red Devil Tools, 
Irvington, N. J.—Industrial Distribu- 
tion, January 1949. 














Power Socket Wrenches 


Assure Snug Fit, Maximum Clearance 
Toughness and High Safety Factor 


Available power socket wrenches and 
attachments have been expanded from 
40 to 118 items. The additions include 
15 sockets for g-in. drive, 17 sockets 
for 4-in. drive, 21 sockets for %-in. 
drive, 10 sockets for 3-in. drive and 15 
power extensions. Opening sizes from 
fs to 14-in. are now available in regular 
single-hexagon sockets, from % to 1-in. 
in regular double-square sockets, from 
43 to 14-in. in extra deep single-hexa- 
gon sockets and from ¢ to #-in. in 
universal-type, single-hexagon sockets. 
Specifications conform to those of 
manufacturing plants where they are 
used with power nut-running equip- 
ment for assembly and maintenance 
work. The sockets are designed for 
turning with regular socket wrench 
handles and attachments and can be 
used for repair jobs demanding greater 
strength than that provided by thinner 
wall sockets. They provide snug fit, 
maximum clearance, toughness and 
high safety factor—Plomb Tool Co., 
Los Angeles, Calif.—Industrial Distri- 
bution, January 1949. 
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There’s a good market for EVERLASTING Valves in 
your territory. Here’s how we'll help you find it—how 
we'll help you get your share of profitable EVERLAST- 
ING sales... 


Every month we place full-page advertisements in 
trade papers with national circulation. Each ad shows 
valve users the advantages of EVERLASTING Valves. 
Each ad asks prospective users to write for further 
information, In reply—along with the requested in- 
formation—they always receive the name of the 
nearest EVERLASTING Distributor! 


Why not take advantage of our nationwide advertis- 
ing . . . and get your share of EVERLASTING sales? 
You'll find there’s a real need for valves that give the 
EVERLASTING kind of performance! 


The lever-type EVERLASTING Valve shown here, for 
example, is specially designed for services requiring 
frequent operation . . . specially built to withstand 
fluids usually destructive to stem packings. Quick- 
acting lever operation; rotating, sliding disc which 
constantly self-polishes sealing surfaces to a drop- 
tight seal; non-wedge action which prevents sticking 
or jamming . . . these are some of the features that 
make this valve easy to get orders on. 


Write us today for a supply of our illustrated litera- 
ture covering the complete easy-to-sell line of EVER- 
LASTING Valves. We're ready to help you get your 
share of EVERLASTING sales! 


EVERLASTING VALVE COMPANY 
49 Fisk Street, Jersey City 5, N. J. 


Trade-Mark *‘EVERLASTING'’——-REG. U. S. PAT. OFF. 








\ 


RECEIVE THE NAME 





OF THE NEAREST 
EVERLASTING 
DISTRIBUTOR! 











Fig. 1100, Fig. 1101 
Straight lever type 
EVERLASTING Valve, 
screwed or 
Furnished in ferrous 
and non-ferrous met- 
als and alloys for 
such services as 
acids, alkalies, cel- 
lulose, emulsions, 
oll, gasoline, steam, 
water and air. 


EV-321 


EVERLASTING VALVES ive 'tVERLASTING” SERVICE 
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CASTERS & E-Z ROLL WHEELS 








Durable, precision- built 
Darnell Casters and Wheels 
assure the easy handling of 
heavy loads — savings in 
floor and equipment wear 
soon pay for their cost. 










WRITE FOR DARNELL MANUAL 





DARNELL CORP. LTD 
LONG BEACH 4, CALIFORNIA 


60 WALKER ST., NEW YORK 13, N.Y. 
36 N. CLINTON, CHICAGO 6, ILL. 
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Chisel Mortiser 


Adaptable to Range of Uses 
in Factory and Field 


A new portable electric chisel mortiser 
is said to make it possible to slash costs 
in general maintenance by replacing 
hand tool operation. It is quickly 
adaptable to various sizes of mortise, 
serves as both a bench drill and hand 
drill. When used with a bench clamp 
stand, it is a bench grinder; and with 
auxiliary handle and 8-in. buffing head, 
it is an efficient polishing tool. Other 
features are a steel drilling capacity 
fs-in. diameter, speed on full load of 
800 r.p.m., 110-120 volts universal 
AC, DC.—-S. Wolf & Co., Ltd., Lon- 
don, England—Industrial Distribution, 
January 1949. 


















Conveyor Line Marker 


Dates, Codes or Marks 
for Production Control 


Adaptable to most existing conveyor 
lines, a new unit is said to do an effi- 
cient job of dating, coding or marking 
for production control. The standard 
wheel is 5-in. in diameter with an over- 
all width of 2-in., providing a printing 
capacity of l-in. width. ‘The unit is 
made of aluminum, reducing weight, 
and can be used in horizontal or ver- 
tical position. The printing wheel 
has two rubber friction bands under 
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For om Silver Arntversary —— 
Milwaukee Elechic Fool Presents . + 


THE WORLD'S MOST POWERFUL PISTOL-TYPE 
DRILL FOR ITS WEIGHT... 7HE HOLE-SHOOTER! 





















Split body enables speedy inspection of 
switch, brushes, commutator, and wire 
connections while tool is running! 


THE HOLE-SHOOTER has every feature big users of pistol- 
type power drills want, Its light weight (only 314 lbs.) 
means easy all-day handling. Its high power comes from a 
motor of our own manufacture — specifically designed and 
built for the job— perfectly balanced for long bearing-life. 
Sizes from 44” to 34” drill capacity with spindle speeds from 
650 to 5,000 rpm. Send for new bulletin and prices. 


MILWAUKEE ELECTRIC TOOL CORPORATION 
5340 West State Street © Milwaukee 8, Wisconsin 


$49 OUR SILVER ANN 
. a q 
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Here's 
the Hoist 
,..that sa 








SLICK AS A WHIPPET! 


Mi For years FORD has been developing and refining this 
new electric hoist. Now it has been tested, proved and 
acclaimed by users everywhere. The new FORD Whippet 
is an answer to the need for greater speed—moving more 
material per hour, or minutes, at less cost. It's fast, safe, 
dependable, sturdy. It runs smooth and easy—slick as a 
whippet. Wide range of capacities up to 1 ton. For further 
details refer to folder DH-1325. Or, write to us at York, Pa. 


FORD also offers a 
complete line of high 
quality spur-gear, 
screw and differen- 
tial hoists—other 
special hoisting 


equipment. 


York, Pa., Chicago, Denver, Los Angeles, Philadelphia, Portland, San Francisco, Bridgeport, Conn. 


FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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adjustable spring tension for proper 
driving friction. The inking roll is a 
trouble-free felt roll with adjustment 
compensating for wear and enabling 
operator to control the amount of ink. 
The printing wheel is furnished either 
as a continuous marking roll, or with 
a spring return so that it returns to a 
specific printing position after each 
impression. Interchangeable rubber 
type is used, permitting easy changes 
in dates, lot numbers, and product 
names.—Wm. A. Force Co., Brook- 
lyn, N. Y.—Industrial Distribution, 
January 1949, 














AC Welders 


Equipped for Dual-Range Output 
Heavy-Duty Design and Construction 


Featured in a new line of AC welders 
with ratings from 100 to 2000 amp are 
four “utility” models, NEMA-rated at 
100, 150, 180 and 200 amp. Model 
180 (illustrated) is of limited-input 
type and has 180-amp rating, 25 volts, 
20 percent duty cycle. Power factor 
correction is standard on this model. 
All models are equipped for dual-range 
output, and heavy-duty design and con- 
struction are featured.—Glenn-Roberts 
Co., Inc., Indianapolis, Ind.—Indus- 
trial Distribution, January 1949. 


Multi-Fluted Tap 


Produces Smooth Threads 
of Uniform Size 


A new multi-fluted tap has been de- 
veloped that is said to thread holes 
successfully in all plastic materials, 
The tap has been tested in plastics that 
are hard and soft and with cloth or 
glass fillers. It has consistently pro- 
duced smooth threads of uniform size 
and has remained sharp after continu- 
ous usage. A unique multi-fluted de- 
sign provides for fast chip disposal; 
specific modifications in cutting an- 








Profits from Inventories 
at Beals, McCarthy & Rogers, Inc. 


BUFFALO, NEW YORK 


SEVERAL YEARS AGO 





1 —‘“We need a new system,” said officials of Beals, McCarthy & 
Rogers, “. . . a system that will speed up the handling of every 
order . . . give our customers the best of service on all of our 
thousands of items, yet protect us from piling up excessive inven- 
tories.” So they called in Remington Rand — world’s leading 
specialists in the field of business systems. 








3 —Graph-A-Matic signals automatically flash the inventory 
> status of 37,000 items stocked by this Buffalo, N. Y., distributor 
. of industrial products. Visible records tell buyers instantly when 
5 ordering is necessary . . . when stock items are getting danger- 
- ously low or are out of stock .. . what replenishments have been 
ordered and when they are due. 








A SIMPLIFIED 
YSTEM Tay 
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2 — All data needed for daily buying ahd selling in today’s 
market is now available at the flip of a Kardex pocket. This 
has been done by consolidating product specifications and vendor 
and ordering information in one central Kardex record. No more 
need to dig into cost books, buyers’ guides and manufacturers’ 
discount sheets whenever a purchase is made. 





4, — Thousands of added profit dollars a year are gained by 
recording stock shortages and requests for non-stock items. Sales 
rise when normal stocks are increased to fill special periodic 
orders. Likewise, hundreds of non-stock items have been profit- 
ably added to Beals, McCarthy and Rogers’ line when records 
show sufficient demand. 


. SYSTEMS DIVISION ae 

Check these Outstanding User Benefits | inglon Rand 5 fourth Ave” 
5 ‘Remsaglon New York 10 
: 1— Ideal Customer Service — what the customer wants when he wants it, without — _ ; — 
‘ incurring special order charges or carrying excess inventories. HOW TO GET PROFITS FROM INVENTORIES 
P 2 —Added Sales Profits—the result of improved service. Stocking additional items | .+.An authoritative 24-page book on modern =| 
Ss customers will order means quick profits. 1 methods of inventory control -+.Sent to you with- | 
. out obligation. Just fill in and mail this coupon. 
it 3-—ZJnfallible Buying—all buying information gathered into one record eliminates | i 
yr guesswork from buying . . . provides a sure guide for economical quantity and | aii daiitmeceuciimiadaccs | 
}- combination purchases. | | 
e ; jp COMPANY ------------ ! 
4 — Cuts Clerical Overhead — Kardex means speedy finding, speedy posting, with i 
4 reduced clerical expense all along the line. SR iin nnccsintenamncwmmmnannnice 4 
1; Visit or call your local Remington Rand office . . . ask to be shown Management ro ZONE. -- STATE. ____. } 
- Controller #726, which tells the whole story of this remarkable inventory system. =p _'°) “OPTED 1080 by Remington Bandinc. 
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TOOLS are made of 
Steel 


YTICA 
Special Ally 


UTICA TOOLS have a job 
to do. They’re designed for 
it.. built for it.. made from 
medium carbon chromium 
alloy steel to provide a high 
degree of toughness. 


UTICA TOOLS in good 
hands—better production! 















To control quality, steel 
structure is checked follow- 
ing forging, hardening, and 
annealing operations. 


TOOL NO. 91 
Ajustable Steel Wrench 
a” 6”, 8” 10” 12” 

’ ’ ’ ’ 


com foo 


| FOR UTICA TOOL LEADERSHIP 





1. Special alloy steel 

2. Electronically hardened edges 
3. Smooth working joint 

4. Perfectly aligned cutting edges 
5. Complete variety of tools 

6. Hand-honed cutting edges 


Soid Through 
Recognized Distributors 





UTICA DROP FORGE and TOOL CORP. 
UTICA 4, NEW YORK 
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gles have been developed for each type 
of plastic to be threaded and an exclu- 
sive surface treatment assures proper 
lubrication regardless of material— 
Hy-Pro Tool Co., New Bedford, Mass. 
— Industrial Distribution, January 


1949. 





Valve Refacer 


Equipped with Speed Chuck 
And Double-Grip Collet 


Designed for precision wet grinding, 
the refacer is equipped with a double- 
grip collet and speed chuck for fast, 
precision valve refacing at all standard 
angles. Of extra heavy construction 
with automatic bearing compensation 
at critical points of wear, sliding 
heads feature smooth-riding — three- 
point suspension on hardened and 
ground slide rods. The double-grip 
collet is hardened, ground and inter- 
nally lapped, gear driven by its own 
individual motor. The speed chuck 
permits even large butt-end valves to 
be admitted and released with only. 
one turn of the 24-in. hand whcel.—} 
Independent Pneumatic Tool Co., 
Aurora, Il]. —Industrial Distribution, 
January 1949. 


Hydraulic Gauge 


Readable at 50 Feet 
And Shock-Resistant 


A new hydraulic dial gauge, known 
as ““Hydrodial”, employs an ingenious 
adaptation of the direct action prin- 
ciple of the manufacturer’s standard 
gauges. This permits a rugged type of 
construction, eliminating delicate 
parts, making the tool capable of with- 
standing surging and pounding hy- 
draulic pressures. The new gauge is 
made in nine pressure ranges, the low- 
est of which is 5-50 lbs., the maxi- 
mum, 500-5000 Ibs. The dial face is 
white, numerals black and crystal, a 
shatter-proof plastic. The large, clear 
calibrations can be read at a distance 
of 50 feet—A. Schrader’s Son Divi- 
sion, Scovill Mfg. Co., Inc., Brooklyn, 
N. Y.—Industrial Distribution, Janu- 
ary 1949. 








T+ 
mn 
ck 
to 
ly. 




















YOU HAVE ALL TRUMPS 


When You Play This Hand! 





To help build its own business, 
Card goes all out to build your busi- 
ness because Card realizes the impor- 
tance of the Industrial Distributor in 
the economical marketing of its prod- 
ucts. Here’s how Card backs you up: 


e AGGRESSIVE ADVERTISING 
+ » . in which three quarters of a 
million sales messages were brought 
to the attention of cutting tool pros- 
pects in 1948... many of them your 
prospects. And every one of these 
messages carried Card’s unique sales 
idea: “Card... The Certified* Cut- 
ting Tools” — to give the products 
you sell a real competitive edge. 


@ PROGRESSIVE POLICY... 
toward its Distributors gives you full 
protection, full cooperation. Card 
goes all the way to help you — with 


S " , / C ‘ » in 
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MANUFACTURING CO. 


Mansfield, Massachusetts 
DIVISION OF UNION TWIST DRILL COMPANY 
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See How Card’s Distributor 
Deal Makes You a Winner 
All the Way... 


a sales policy that’s second to none in 
the business! 


@e MODERN MERCHANDISING 
. - » that features material your 
customers can use, suchas tap drill 
size charts — plus envelope stuffers, 
advertisement reprints and catalog 
inserts with your imprint that do a 
real “reminder” job. 

e ENGINEERING “EXTRAS”... 
Trained engineers who know the cut- 
ting tool field and its problems are 
ready to help you— and your custom- 
ers — to get the best service from 
Card tools. 


Want toknow more? 
Write: S.W. CARD 
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MANUFACTURING Co., 
Mansfield, Massachu- 
setts. Division of 
Union Twist Drill Co. 








*by the Pittsburgh Testi 
Also mokers of DIES 
DIE STOCKS 


ing Laboratory 
° SCREW PLates 
* TAP WRENCHES 
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GRINDING WHEEL DRESSER CUTTERS 


Vincent Grinding Wheel Dresser Cutters are made to stand up 
longest on the toughest applications. From the selection of special 
analysis steel right through final inspection and assembly, Vincent 
Cutters are carefully manufactured. Each Vincent Cutter is heat 
treated by an exclusive process right in the Vincent plant—one of 
the three largest and best equipped heat treating plants in the U. S. 
This process gives Vincent Cutters the right degree of toughness— 
not too hard, not too soft. It assures that Vincent Cutters will give 

more dressings—cleaner dressings. And that | 
_ means sure repeat sales. Stock the complete | 
ge” line for quick delivery . . . increased profits. 





FOR CORRECT DRESSER SIZE 
USE THIS CHART 


VINCENT — 








( 

| STEEL PROCESS COMPANY 

| Heat Treaters of Metals—300 Tons Capacity Daily 

| Pruducenrs GRINDING WHEEL DRESSERS AND CUTTERS ¢ HSS TOOL BITS 
| % CONICAL CUTTERS AND HOLDERS « DIAMOND DRESSING TOOLS 
TUBE CLEANER CUTTERS e HIGHWAY SURFACER CUTTERS 
ous 








Detroit 7, Michigan 


2424 Believue Avenue 
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Socket Set Screws 


Centerless Thread Ground 
Free from Nicks, Burrs, Etc. 


Previously furnished for precision as- 
semblies, the No. 225 ground thread 
socket set screws are now available in 
small quantities. The screws are cen- 
terless thread ground and are free from 
nicks, burrs, hardening scale and other 
common imperfections. The company 
has also developed a line of engineered 
hex keys for removing, tightening and 
adjusting standard socket set and cap 
screws. Made of a’special analysis alloy 
steel, the keys are scientifically engi- 
necred and are heat treated under 
careful laboratory supervision to assure 
maximum resistance to torque stresses 
and freedom from brittleness.—Parker- 
Kalon Corp., New York, N. Y.—In- 
dustrial Distribution, January 1949. 

















Air Compressor 


Single-Stage, Two-Cylinder 
and Air-Cooled 


A portable compressor, for use with 
motors of either 3 or 14 hp, is the first 
in a new line of air compressors. 
Weighing 90 lbs. less the motor, the 
compressor is 24-in. long, 15-in. wide 
and 20-in. high. It is single-stage, two- 
cylinder, air-cooled and has a 2% in. 
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. Tests show that the powerful new Whiting Electric Hoist lifts loads 
ap up to two tons, 13 times as fast as a hand hoist . . . releasing men and 
oy machines for productive work. In addition to savings from increased 
at output, the initial cost of a Whiting Hoist is low . . . only $230.00 for 
re the one-ton size. Because of its simple, worm-gear design, there are 
ond fewer parts to wear... reducing maintenance expense to a minimum. 
“ Even when used only a few minutes each day, these hoists pay for them- 


selves in a very few months. 

Workers like Whiting Hoists, too, because they make it so easy to 
ee lift back-breaking loads. They can be installed by one man, yet are so 
rugged they will stand up under heavy duty. 

Whiting Hoists are available for polyphase or single-phase operation. 


It will pay you to investigate this new time- and money-saving hoist, today. 
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WHITING CORPORATION 


oO Send mea copy of your Bulletin H-100A 
describing the new Whiting electric hoist. 


OD We are interested in handling the Whiting electric hoist line. 
Send me full information. 
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12 Minutes a Day 
PAYS A PROFIT! 


Write for Bulletin H-100A 


15652 Lathrop Avenue, Harvey, Illinoi 





















Seven new planes completed 
eco at a cost of 54.30! 


} 
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New planes can’t fly without control cable, and this manufacturer needed some 


—fast. He got it the same way he regularly gets many supplies and parts—by 
Air Express. Ordered in A.M., delivered to plant same day. 500 miles, 28 lbs., 
Air Express charge only $4.30. So production continued without a break. 


4.30 included pick-up and delivery at 
no extra charge—and receipt for ship- 
ment. All this, plus the world’s fastest 
shipping service. That’s Air Express— 
used with profit by every business. 











Shipments go on all flights of Scheduled 
Airlines. Speeds up to 5 miles a min- 
ute—no waiting around. Direct ser- 
vice to over 1,000 airport cities, air- 
rail for 22,000 off-airline offices. 


Facts on low Air Express rates: 


22 Ibs. of new fashions goes 700 miles for $4.73. 
6-lb. carton of new jewelry line goes 1,000 miles for $2.24. 
Same day delivery in both cases if you ship early. 


Only Air Express gives you all these advantages: Special pick- 
up and delivery at no extra cost. You get a receipt for every shipment 
and delivery is proved by signature of consignee. One-carrier re- 
sponsibility. Assured protection, too—valuation coverage up to 
$50 without extra charge. Practically no limitation on size or weight. 
For fast shipping action, phone Air Express Division, Railway 
Express Agency. And specify “‘Air Express delivery” on orders. 


SPEUY A 











Rates include special pick-up and delivery 
door to door in principal towns and cities 








AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


scHEDULED AIRLINES oF THE u.s. 
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bore, a 2-in. stroke and a working pres- 
sure of 60 lbs. per sq. inch. The piston 
displacement is 5.5 cubic feet per min- 
ute with the } hp motor and 9.1 cubic 
feet per minute with the 14 hp motor. 
Standard equipment includes the com- 
pressor unit, air receiver, pressure 
gauge, safety valve, air cock, unloader, 
motor, electric cord, switch at the 
motor, 2 x 6-in. ball bearing wheels 
with solid cushion rubber tires and a 
detachable handle for shipping, stor- 
age or working in confined areas.— 
Black Mfg. Co., Baltimore, Md.—In- 
dustrial Distribution, January 1949. 











Roller Chain Fastener 


Easy, Fast Disassembly 
With Ordinary Screw Driver 


A retaining ring having no dangerous 
points exposed, the fastener is provided 
with three, internal, equally spaced 
teeth, sprung radially into a groove 
on the pin. The mathematically-pre- 
determined spacing of the teeth and 
spring action of the connecting links 
assure that the ring will maintain a 
tight groove tension at all times. 
When struck by a direct blow, the 
ring turns in its groove, hugging it 
tightly. If disassembly should be nec- 
essary, the recesses between the teeth 
make the ring resilient enough to per- 
mit the necessary spread without giv- 
ing the ring a permanent set.—Atlas 
Chain & Mfg. Co., Philadelphia, Pa. 
—TIndustrial Distribution, January 


1949. 


Clamp 


Simplifies Flat Stock Handling 
Saves Time and Prevents Accidents 


A new clamp is specifically designed 
for conveying cumbersome sheets, 
plates and flat stock around the plant 
by a fast, safe and simple method. A 
companion product to the two-prin- 
ciple gripping clamp, this clamp is 
similar in appearance and works on the 
same principle. However, the rugged 
one-piece jaw frame is mounted on a 
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PNEUMATIC MACHINERY DIVISION; ion ian cen IPI da scssek pi tcnichbicaseamanonlactonesuneiones , 


ing Company - 
1911 Kienlen Avenue - « St. Louis 20, Missouri! Compressors. 


Curtis Timken Bearing Air 
Compressor. Sizes from 4 to 
50 H. P., inclusive. 


RELIABILITY 
That Pays Off 


in Low-Cost 
Performance 


CURTIS = 


_— the application, in thousands of varied 
industrial installations, Curtis Timken Bearing 
Equipped Air Compressors have a long and proven record 
of extreme reliability, low maintenance expense and unusually 
long life. 





Every Curtis Air Compressor has been carefully engineered, 
made of the highest quality materials and precision built 
throughout. 


Their dependable, economical performance is the result 
of such design advantages as: 


Timken Roller Bearings 

@ Self-Oiling—Positive Lubrication 
@ Carbon-Free Disc Valves 

@ Automatic Pressure Unloader 

° Fully Enclosed Design Curtis Timken Bearing Air 


@ Precision Construction Compressor with tank. Sizes 
from 4% to 10 H.P., inclusive. 








Specify CURTIS when you want a reliable, low-cost supply of 
air for any use. Capacities from % to 50 H.P. (up to 300 CFM). 


. Write today for full information on Curtis Air 
1-48-41 Compressors, Air Hoists and Air Cylinders— 
or mail the coupon below. 


I CURTIS PNEUMATIC MACHINERY DIVISION of Curtis Manufacturing Company 
| 1911 Kienlen Avenue, St. Louis 20, Missouri 





Nc canslaa hd cays esiiun enatnbeire an imcsnauacenliad is ' 
Please send me Form 


of Curtis Manvfact ders and Curtis Air  Address...........ccccccscscececeecesseeeeeeeees 





Years of, Precision Manufacturing nn 
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Their two bronze seats, ground to a 


trve ball joint, mean longer service 





Dart Unions are different. Their tightness is not derived from 
an ordinary “jammed” joint, but from two bronze seats ground 
to a true ball joint. They close drop-tight without excessive 
wrench pressure and open just as easily. What's more, they 
can be used over and over again in different locations. Both 
the body and nut are made of high-test, air refined malleable 
iron and are practically indestructible. 


SS TE 
Sell Darts for steadier profits and se 2 


greater customer satisfaction. 


“ll| 


E. M. DART MFG. CO. 


Providence 5, Rhode Island 


(lly 
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heavy shoe or base which acts as a skid 
for ease of movement. Safety and ease 
of attaching are major factors. Slip the 
sheet between the jaws of the clamp 
where it is automatically gripped. Any 
power unit will drag the sheet to any 
desired location. The clamp eliminates 
much extra heavy work, saves valuable 
time and prevents accidents when hard- 
to-handle sheet steel must be moved.— 
Merrill Bros., Mespeth, N. Y.—Indus- 
trial Distribution, January 1949. 





Bushings 


Adaptable for 
Wear-Resistant Applications 


Made of Kennametal Grade K6, a line 
of bushings is available in twelve O.D. 
sizes, ranging from # to 1-in. Length 
and inside diameter are made to suit 
user’s specifications. The bushings are 
supplied rough molded with only 
enough stock to assure minimum grind- 
ing to size desired. They are adaptable 
to plain cylindrical plug gage members, 
ring gages, drill jig bushings and other 
wear-resistant  applications.—Kenna- 
metal, Inc., Latrobe, Pa.—Industrial 
Distribution, January 1949. . 


Rotary Drill Bits 
Drills Straight, Clean Holes 
Through Masonry-Like Material 
Utilizing a rotary pulverizing action 
rather than sharp cutting edges or 
hammer-like blows, a new bit drills 

















SUPER TOOL COMPANY 


yal-b lem teleh Aa ae fey Ve) DETROIT 13, MICHIGAN 


SURPLESS-DUNN CO. 


NEW YORK a Fohakolaloi im °litaalelthacl a CHICAGO 


INDUSTRIAL DISTRIBUTION © JANUARY, 1949 

















CHESTER SPUR GEARED CHAIN HOISTS, 
made by the Hoist Division of The National 
Screw & Mfg. Co., are expertly designed and 
built to give you rapid lifting and lowering ~ | 
with utmost economy. They are strong, safe 
and dependable. 

Timken Bearings reduce friction on all work- 
ing parts and insure smooth operation and 
long life. A retaining brake holds the load at 
any position. 

In sizes from 14 ton to 40 tons, this com- 
plete line of cost-saving hoists is furnished in 
many adaptations, such as Extended Hand 
Wheel, Twin Hook and close headroom types 
such as Army, Clevis Connected, ete. 





CHESTER DIFFERENTIAL HOISTS are 
designed for use where occasional lift- 
ing is required at a minimum expense. 
Made in 14, %, 1 and 1%-ton sizes, 
these lower priced hoists are light and 


portable, hold their load at any point > t 
and will not self-lower. ; 





CHESTER TROLLEYS are furnished in 

either plain or geared types, with 
¢ either Timken Roller or plain bearings. 
% They are well balanced and give ex- 
cellent service. 





Send Goonsiter Write for Full Information 


THE NATIONAL SCREW & MFG. CO. 























Chester Hoist Division . Lisbon, Ohio 

‘i ie acai i ii iii ili 1 
The National Screw & Mfg. Co., Chester Hoist Div., Lisbon, Ohio 
Please send information on rs | 
Name | 
C | 
ompany | 
Address | 
1.D. 1-9 | 
SE ee al 
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straight, clean, true holes through any 
masonry-like material. The bits are 
available in yy-in. sizes from 4- to 
1}-in. diameters. The manufacturer 
states that no pounding is needed, no 
expensive air-compressor, no ear-shat- 
tering noise, no time lost on re-sharp- 
ening and no water necessary. Extra- 
length shanks are available in 12-, lo-, 
24- and 36-in. standard lengths— 
Concrete Termite Drill Co., Pasadena, 
Calif—tIndustrial Distribution, Janu- 
ary 1949. 
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Lx 
Centrifugal Pumps 


Prime Faster, Last Longer, 
Have Greater Suction Lift 


Specifically designed to fulfill the needs 
of modern industry, a new line of 
self priming, electrically powered cen- 
trifugal pumps perform at peak eff- 
ciency under the most adverse condi- 
tions. They prime faster, last longer, 
have a greater suction lift and a rugged, 
simple construction. Available in all 
sizes, the dual prime pumps are ideal 
for sump, drainage, unloading, proc- 
essing or transfer operations.—Con- 
struction Machinery Co., Waterloo, 
Iowa — Industrial Distribution, Janu- 
ary 1949. 


Impact Socket 


Built-in Strength 
Plus High Safety Factor 


Made in 13 sizes with yYe- to 1}-in. 
openings, a new series of impact 
sockets provide forged power sockets 
that are said to stand up longer and 
give better service. They are compara- 
tively thin-walled with hexagon open- 
ings that will take the abuse of assem- 
bly line production. Built-in strength 
and toughness, with a high safety fac- 
tor and maximum clearance, are fea- 
tures that will appeal to all users of 
power wrenches.— Owatonna Tool 
Co., Owatonna, Minn. — Industrial 
Distribution, January 1949. 
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This is one of a series of Spang 
ads which are appearing regu- 
larly in: Domestic Engineering; 
Mill and Factory; Heating, 
Piping and Air Conditioning; 
Factory Management and 


Maintenance; and Purchasing. 
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customers know that there’s a heavy demand for Spang CW Pipe. But 
may not know about your sincere efforts to keep their jobs going. That's 
our 1949 advertising sells distributor service. 


!month similar messages will remind both customers and prospects of the 
efficient service offered by their friendly Spang CW Pipe Distributor. 


more, each of these ads will remind buyers that you are a depend- 
s of supply—not only for Spang CW Pipe but for all the other 
‘you have for sale. 


SPANG-CHALFANT 


Division of The National Supply Company 


GENERAL SALES OFFICES: PITTSBURGH, PA. 
District Sales Offices: Atlanta; Boston; Chicago; Denver; 
Detroit; Houston; Los Angeles; New York; Philadelphia; 

Pittsburgh; St. Louis; San Francisco; Tulsa 
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TWO TOUGH GUYS FROM TRIPLEX ARE WE, 
ALL SET FOR A GAME OF HOCKEY; 

THO WE’RE NOT THE SAME SIZE, 

YOU CAN SAFELY SURMISE 
WE’RE BOTH JUST AS TOUGH AS CAN BE! 





Tough, accurate and fast! Do we mean _ hockey 
players? Well, yes—but what we’re really referring 
to is TRIPLEX threaded fasteners. For they are 
tough—with plenty of holding power. And their ac- 
curate, free-running threads assure fast assembly. 
You’ll find this true of the entire TRIPLEX line— 
all sizes, all types. If you don’t have our complete 
catalog, better write today to—TRIPLEX SCREW 
COMPANY, 5307 Grant Avenue, Cleveland 5, Ohio. 


CAP AND SET SCREWS 
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GOUGHNESS 


BOLTS, NUTS AND RIVETS 








Know the Answers 


to quiz on page 118 
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1. Flexible shaft machines may be 

used for —- and grinding. 

2. It’s true, though the 23,000 rpm 
speed isn’t to be recommended 
for normal use. Between 7,200 
and 10,000 is a safe and cheaper 
top speed. 

3.The core, generally, is made of 
piano wire, helically wound in 
successive layers about the cen- 
ter wire. 

4. That’s true. 

5.A reducing coupling is for use in 
hand pieces and hand spindles. 

6. True, if necessary, and machines 
are built in standard types which 
incorporate this feature. 

7. A whipping motion would indicate 
misalignment of the driving end 
and the core. 

8. True, though it isn’t essential. It’s 
good practice for several reasons; 
among other things, it prevents 
the shafting from bending back 
on itself in too small a radius, 
and it reduces operator fatigue, 
due to the weight of the shaft- 
ing. 

9. The Setebaans operating radius of 
a shaft of these specifications 
with a metal casing would be 
18 inches. A vulcanized casing, 
on the other hand, should not 
generally be run in a circle un- 
der 20 inches. 

10. That’s true. Question seven should 
have given you the cue. 

11. The casing of a flexible shaft ma- 
chine is intended to serve all 
three purposes; as guide for the 
core, as grease retainer and as 
protective covering. 

12. That’s false, obviously. The count- 
er-shaft driven unit offers more 
power, is capable of sustaining 
longer shafts, is more adaptable 
in the number of machine op- 
erations it will do, etc. 

13. Twenty-five cycles is general in 
flexible shaft machines. 

14. That’s true. 

15.A greasing every 10 to 30 days is 
common practice for normal use. 
For extraordinary use, a greas- 
ing every 10 days may be neces- 
sary. Let the operating circum- 
stances guide you in your sug- 
gestions to the customer 

16. That’s true, and should be self- 
evident. 

17. That type of drive isn’t recom- 
mended for more than one- 
half horsepower. Direct-coupled 
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The Backstand-Belt Method of 
Production Grinding, Polishing 
and Finishing offers 


NOT 1 BUT 5 
ADVANTAGES! 
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The coated abrasive belt used in conjunction with contact 
wheel and backstand idler has been established as an effi- 
cient production tool. For grinding, polishing and finish- 
ing hundreds of consumer and industrial items, the back- 
stand-belt method is more efficient and economical than 
the older set-up wheel method—because the backstand- 
belt has these five advantages over the set-up wheel .. . 





1. An abrasive belt is a scientifically made tool, manufac- 
tured under controlled atmospheric conditions by ex- : - ahi : : 
perts utilizing modern making equipment. The photo- Typical example wan polishing and deburring time 
micrographs compare the crude, uncontrollable rolled- gy stamped out surfaces improved 40% 

on cutting surface of (A) a typical set-up wheel with (B) ‘ 
the coating on an Armour Abrasive Belt. Note ber: 





























fcCaskey Register Company of Alliance, Ohio, a lead- 
acturer of bookkeeping equipment, formerly used 
s for polishing and deburring stamped out reg- 
By switching to the backstand-belt method, 

e for this operation was cut from one hour 
Es per unit to 45 minutes per unit. 


CASE HISTORY 


Pyexample of what the backstand-belt method can 
Mess of whether you are grinding, polishing or 


Meroured surfaces, cast stamped or forged pieces. 
. 





Micases with fitted top cover. 


See an m al 4 ve steel on cases, 20 gauge steel on covers. 
% ‘ , e 1 ed "npings. They are given 3 draws and 2 an- 

Toes neal is scale free as a result of being 
c furnace. 


gant) faces after stamping and annealing. Debur 
TOM staal id out portions of cases and covers. 


"PREVIOUS METHORM@MA-up wheels—grits 36, 60 and 100. Pro- 
duction with this methé s 1 hour me 15 minutes for one case 
and cover. 


SOLUTION. A Porter-Cy 
with a 16” medium hard, s@ 
belts used are a No. 50 Arg 
wide x 168” long and No.3 
x 168” long running at the 
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MAIL THIS COUPON TODAY 
Please send me the booklet. 
“Facts about Backstand-Belt Grinding and Polishing” 





= ackstand unit is used in conjunction 
ited felt contact wheel. The abrasive 
clad Heavy Duty Alundum Cloth 2” 

rmourclad Alundum Cloth 2” wide 
mf 7000 SFPM. 


RESULTS. It now takes only mts to polish and debur one 


case and cover. Intermediata« Operation eliminated. Storage 
problem greatly decreasSa 
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Fe We recommend buying through your Industrial Distributor: 
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ARMOUR AND COMPANY 
1355 W. 31ST STREET + CHICAGO 9, ILLINOIS 
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MEDART “SL” SHEAVE 





10 point superiority 


This new sheave is a result of Medart’s 12 years research and experience in manu- 
facturing taper bore bushed type sheaves. The basic principle of a split bushing and 
a tapered bore which has proved its advantage for years in Medart TS pillow blocks 
and in Medart keyless compression shaft couplings is now incorporated in a V-belt 
sheave that features simplicity of design and application. 


Simplicity of design —Tapered bore, 
one-piece bushing and two cap screws. 


Simplicity of mounting—Sheave and 
bushing assembly slip on shaft and two 
cap screws are tightened. The sheave 
and bushing are thus locked to the shaft. 


Simplicity of dismounting—Same two 
cap screws are backed off, unlocking 
the bly and disengaging the shaft. 





Bushing is split for entire length on 
one side to assure full length fit on an 
oversize, standard, or undersize shaft. 


Cap screws are the keys ... no con- 
ventional key between sheave and 
bushing. The screw heads are in the 
counter bored holes providing metal 
backing for heads and eliminating 
shear and bending stress from screw 
threads. 





Bushing is flush with sheave hub on 
both sides—no flanges, no projecting 
parts. 


Cap screws permanently located — 
the same two cap screws are used to 
lock the sheave and bushing to the 
shaft and also to unlock them. 


The bushing is a simple one-piece 
split construction with two milled slots 
—no flanges, no drilled or tapped holes 
and no requirement for special align- 
ment. 


The keyway in the bushing is oppo- 
site the slit to assure flexibility and uni- 
form width on the shaft. 


o. The sheaves are made of special 
high test hard iron for maximum groove 
life... longer belt life! 
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shafting has been used effective- 
ly, however, on motors up to as 
much as 3 horsepower. A 
counter-shaft drive, though, will 
serve the customer better, and 
will be cheaper, in the long run, 
for use on motors above 4 
horsepower. 





Central States 


Studies Margins 
(Continued from page 93) 





4. Manufacturers who are closing 
warehouse requiring jobbers to carry 
stock but will take no orders direct, 
sending all buyers to the jobber. 

5. Sales and engineering assistance 
given us by many manufacturers whose 
one aim is to help us increase our vol- 
ume and help themselves as well. 


Things Against— 


1. Manufacturers in the low profit 
bracket who don’t seem to be able to 
assist us on the small order or broken 
package problem. If many manufac- 
turers have given us relief in this re- 
spect, why can’t they all do it. 

2. Manufacturers who still insist it 


, is necessary for them to step in and 


take the large orders direct. 

3. Manufacturers who can’t resist 
the temptation to have their salesmen 
camp on the doorstep of every new 
outfit calling themselves a Mill Supply 
House. Why shouldn’t the high grade 
manufacturer be satisfied with his rep- 
resentation and let his competitor have 
this class of business. Outside of the 
fact he may get a small stock order he 
is simply taking business away from 
his regular dealer. Additional supply 
houses do not create any additional 
purchasing volume. 

4. Manufacturers who publish re- 
sale prices for non-stocking dealers and 
expect us to handle these accounts at 
resale discounts that give him more 
profit than we make. 

5. Manufacturers who for various 
reasons allow discounts to special ac- 
counts with no cost to them—this extra 
discount is taken out of our profit. 


Things That Puzzle— 


1. Catalog Situation: 

Will more items be net—Is it good to 
publish a catalog and show pictures 
only. 

2. Change of Price Policy: 


Each industry seems to have different 
policy which is very confusing. 


3. Change in List Prices: 
These changes become effective imme- 
diately. We receive a few printed 
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GORHAM TOOL CO. * 14400 WOODROW WILSON « DETROIT 5, MICH. 
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Just off the press 
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New Catalog of Blue Devil 
Socket Screw Products 





The Most Dynamic Catalog in the Industry! 












WELL ILLUSTRATED STOCK SIZES and 








orto ced LIST PRICES 
“ENGINEERING DATA 
& SPECIFICATIONS 
Teaser to use - PACKING WEIGHTS 














. Distributors of “Blue Devil’ Socket Screw 
Products will have supplies of this valuable sales 
. 28 PAGES tool in the near future. 
Packed with “Blue Devil’ Socket Screw Products include: 
information @ Socket Head Cap _@ Socket Stripper Bolts 











Screws 
e@ Socket Set Screws 
@ Flat Head Socket 


@ Socket Pipe Plugs 
@ Socket Screw Keys 
and Key Kits 














4454 N. KNOX AVENUE ¢ CHICAGO 30, ILLINOIS 
11 Perk Plece New Yerk 7, N.Y. 
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lists showing change but what about 
our customer who is checking from 
prices shown in our catalog. Invoices 
are being returned constantly for ex- 
planation. 


In addition to speakers from the 
industrial supply industry, there were 
two other principal addresses. Robert 
D. Mathias, president of the Chicago 
National Bank, talked on “How Will 
Current Bank Loan Policy Affect Your 
Business” at a luncheon. At the ban- 
quet, Clarence W. Head, assistant 
treasurer of Aluminum Co. of Amer- 
ica, talked on “Is the Light Metal Age 
Really Here?”. 

It was announced at the meeting 
that the association is conducting a 
survey of members to determine 
whether the group should be renamed 
Central States Industrial Supply Asso- 
ciation. 

Mr. Teare was reelected president. 
Other officers are Mr. Cruger, vice- 
president; H. J. Stangel, J. J. Stangel 
Hardware Co., Manitowoc, Wis., sec- 
retary, and William Pedersen, Peder- 
sen Bros. Tool & Supply Co., Chicago, 
treasurer, 





Salesman’s Approach 
To Sales 


(Continued from page 96) 





cation. During the discussion, Mr. 
Neal made a few rough pencil sketches 
of the application process to which the 
buyer, pencil in hand contributed his 
ideas on the subject. “A sketch of the 
job always interests an engineer,” said 
Mr. Neal, “drawings are a part of his 
language.” 

The grinding wheel in question, Mr. 
Neal discovered, turned out to be a 
competitor’s line, wholely inadequate 
for the job. At this point Mr. Neal 
did not grasp the opportunity to add 
to his customer’s embarrassment, to 
wound his customer’s vanity and lose 
a good customer through no mistake 
of his own. He made his customer’s 
mistake in identity profitable. 

Mr. Neal complimented the buyer 
for his complete knowledge of grind- 
ing wheel problems and said he would 
send a supply of the correct grinding 
wheels out by special delivery truck, 
that same day. He then submitted a 
new recommendation for grinding 
wheels to be used on a different appli- 
cation in the plant saying, “I think 
you'll find this wheel will do the same 
efficient job as the others we are sup- 
plying you with. Do you want to give 
me an initial order on this new appli- 
cation now?” 
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RAINBOW V-BELTS 
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UNITED STATES 
RUBBER COMPANY 


159 








“Perfectly Engineered Packi 











LinEar takes great pride in this phrase, 
“Perfectly Engineered Packings.”’ It sums 
up the reputation we have earned for pro- 
ducing a complete line that meets practically 
100% of sealing problems encountered. At 
LINEAR, precision engineering is a must! 
And when handling LINEAR, you are assured 
of service, quality and a fair profit. LINEAR 
is glad to serve you with packing for both 
standard and unusual applications. 


Asbestos, flax, ramie, jute, sheet, gaskets, 
moulded fabric, semi-metallic, duck and rub- 
ber, and moulded synthetic rubber are only 
a few of the quality controlled mechanical 
packings flowing daily from LINEAR’s fac- 
tories to meet the increased demands of 
industry. 


LINEAR welcomes new business from old 
and new customers alike. Our price basis 
will permit and encourage you to compete 
aggressively. Our forty years of engineering 
experience and packing knowledge are at 
your disposal. 


ngs 


7 
Y 


Pack your shelves with LINEAR Packings and you’ll pack your books with orders 


‘“‘PERFECTLY ENGINEERED PACKINGS” 


f’ 


p———— 


Tas 





LINEAR, Inc., STATE ROAD & LEVICK ST., PHILADELPHIA 35, PA. 
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Needless to say Mr. Neal got the 
order. The balance of the interview 
was spent discussing CARE packages 
for Europe and the hunting season; 
the buyer’s interests and hobby. 

“These fellows are not as hard to 
sell as they look,” said Mr. Neal, “‘in 
most cases their ‘hard-to-approach’ 
look is a defense they use. If after you 
complete the business part of the in- 
terview, you can get them talking can- 
didly about their interests or hobbies, 
you have arrived.” 





Outlook for 1949 


(Continued from page 85) 





than offset, for example, by the ex- 
pected increase in military and ECA 
spending. 


The Dollar Shortage 


Foreign trade is one more spot that 
has been looked at with foreboding. 
The idea is that U. S. exporters will 
find it increasingly difficult to do busi- 
ness. Despite ECA and other foreign 
aid programs, other nations will have 
more and more trouble in getting dol- 
lars. They'll be forced to cut their 
buying in the United States, this ar- 
gument goes, and so goods will pile 
up here and will upset domestic mar- 
kets. 

But—the greatest part of ;this ad- 
justment has already been made. This 
year our export trade has settled into 
a new pattern. Exports haye been 
running at slightly less than $1 billion 
a month, more than one-fogrth less 
than they were a year ago. This level 
of exports can be financed by our cus- 
tomers. With the dollars they get 
from selling imports here, U. S. for- 
eign aid programs, and the gold and 
dollars they get from other sources, 
they can maintain their purchases from 
the U. S. at about today’s level. 

They’ve been helped to do this by 
the steady growth of imports into the 
U. S. This country is now buying 
more than $7 billion worth of goods 
yearly from other countries. That is 
an increase over the 1947 total of more 
than 20 percent and has substantially 
improved the flow of dollars to other 
countries. 

The adjustment to a lower level of 
exports in 1948 meant cutbacks, chief- 
ly in sales of soft goods. Exports of 
textiles and rubber products, for ex- 
ample, have been cut 40 percent. 
Meanwhile, demand for durable goods 
holds high. Our ability to produce 
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Central Ohio Coal Company* 
gets L-O-N-G-E-R service 


_4\ 


30-month figures prove 


superior performance of 
J&L wire rope 





from Jal (Acccaconbcle- WIRE ROPE 





For two and one half years, Central 
Ohio Coal Company of Zanesville, 
Ohio, has kept detailed records on 
the performance of wire-rope hoist- 
ing lines, draglines and dump cables 
used in their strip-mining operations. 
These records prove that, among 
the several different brands used, 
J&L Wire Ropes gave more days of 
service and moved more cubic yards 
of overburden. 


Here are the average performance 
hgures: 


Dragline—50% longer service life than 
competing wire ropes. (J&L Precision- 
bilt 24%,” dia. Type ‘‘U’’ Lang Lay) 


Hoisting Line—30% longer service life 
than competing wire ropes. (J&L Pre- 
cisionbilt 134’ dia. 6 x 37 Lang Lay) 


Dump Cable—More than twice the service 
life of competing wire ropes of 4%’ larger 
diameter. (J&L CenterFit 1%” dia.) 


But it is what’s behind these records 
that counts! Both J&L and Central 
Ohio “know their ropes.” J&L 
knows how to build wire ropes and 
what type to recommend for every 
job. Central Ohio knows how to 
operate them for the longest and 
most profitable service. This means 
not only correct application, but 
also proper, engineered care. 


—And what is “proper, engineered 
care?” Why not let a J&L Wire 
Rope service engineer tell you? He’s 
a specialist in wire rope application. 
He knows how to get the most out 
of every inch of hoisting line, drag- 
line, logging rope, marine cable, 
oil-country line—or wire rope in any 
other application. 


If you would like to have a J&L 
engineer call on you, write us. The 
coupon is for your convenience. 


*Affiliated with Ohio Power Company in the American Gas and Electric System. 


JONES &L AUGHLIN STEEL CorpPorATION 
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Above—Page, Model 627 S, Walking Drag- 
line, with 12-1/2 yd. bucket. J@L Wire Rope 
for hoisting line, dragline and dump cable. 





Jones & Laughlin Steel Corporation 
420 Jones & Laughlin Building 
Pittsburgh 30, Penna. 


Gentlemen: 


get more service from our wire ropes. 


' | 
| 
| 
| 
| 
| 
We are interested in learning how to | 
Please have a J&L engineer call on us. 
| | 
! 
i 
| 

3 J 
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BIG VOLUME busi 


istributors in se 


ness waiting for 
ling OTC Orig!- 
t Service Sets to pases al 
diesel engines, power p aie r 
ment, refrigeration plan Ss, 
vom and many other lines 
RKET for OTC TOOLS 


There's 
progressive d 
nal Equipmen 
of machine tools, 
construction equ! 
airplanes, trucks, 


suse a eno mills, factories, 
in every maintenance 


i mines, utility plants, 
wa shops, iP YT PULLING — 
pce nd varied. It reduces — 
ad aa “ndown" time on production - 
a ee d avoids damage to — 
panei a arts—in removing and_nstal ~! 
aaa whee s, pulleys, shafts : 
erase fitting and hard-to-reach parts. 


oTCc National Advertising in industrial trade 

papers is telling /ovr 

customers and prospects 
to LOOK for this sign—> 
OWATON NA 
TOOL CO MPANY 


312 Cedar St., 


€o 
aurnoriz 
pistRiBUTOR 


aseTeNAnct TOOLS 


Minn. 
Owatonna 
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machinery and metals is the limit on 
our foreign sales of hard goods. 


If The Cold War Continues 


To sum up this look at the so-called 
soft spots: our review shows no poten- 
tial weak spot, or combination of weak 
spots, that is likely to upset business 
prosperity. 

All this, of course, is based on the 
probability that relations between the 
Western Powers and Russia will re- 
main in about their present state. A 
sudden settlement with Russia would 
not necessarily throw the economy into 
a tailspin. It’s quite possible that per- 
manent peace would lay the ground- 
work for enduring prosperity by re- 
moving some of the unhealthy infla- 
tionary possibilities and by permitting 
a major reduction in the tax burden. 

War, on the other hand, would 
mean that all bets are called off. But 
that, although possible, seems improb- 
able to me. Rather, I expect the cold 
war to carry on through the year. 

Barring any major change in the 
cold war, the prospect is that business 
as a whole will continue through 1949 
very close to the level held in 1948. 
As the chart on industrial production 
shows, business activity has been 
bumping against the ceiling of man- 
power and material supplies. 

Chances are that it will stay there— 
bumping along, but with no dip so 
noticeable that the country will know 
that it is being “corrected”. 





Wholesalers= 
Economic Parasites? 


(Continued from page 99) 





ing the costs of distribution: 


a. Eliminating functions or services, 
since costs are incurred whenever 
functions are performed. 

b. Performing essential functions at 
maximum efficiency, hence lowest 
possible cost. 


In the grocery field, for example, 
super-markets offer consumers mer- 
chandise at generally lower prices than 
those prevailing in independent service 
grocery stores, because the consumer 
serves herself, pays cash and carries her 
groceries home. The independent 
grocer. accepts telephone orders, waits 
on consumers, extends credit, delivers 
merchandise, and accepts returns. 
Some consumers want these services 
and are perfectly willing to pay for 
them. Were this not true, the super- 
markets would long since have elimi- 


nated the independent grocers of the 


country. 
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As a purchasing engineer, design engineer or main- 
tenance man —here’s help in getting the best in 
mechanical power transmission. In making your 
choice, use this handy check list of the basic Morse 
Chain line—the finest mechanical power transmission 
products available. 


There are 20 Morse branches capable of giving expert 
engineering counsel on power transmission problems. 


ab vas eae 
I 











Morflex Drive Shafts 


“Keep me for reference” 


Here’s your quick reference file for 


Morse Mechanical Power Transmission Products 


hate te 


i 

I 

1 

1 

MECHANICAL [& provuct oF i 
POWER TRANSMISSION , 
} PRODUCTS ' H 
4 


°heneneneneneneananananan BORG-WARNER 





Morflex Radial Drive Shafts 





Morflex Radial Couplings 





Morse-Rockford Over-Center | Morse-Rockford Pullmore Clutches | Morse-Formsprag 


Friction Clutches 


Over-Running Clutches 


DSC Flexible 
Couplings 








Silent Chain Drives 


DRC Flexible 
Couplings 


Roller Chain Drives 





NOTE: Distributors — 
there’s one near you—carry 
stocks from which quick de- 
liveries can be made. Write 
Dept. 283, Morse Chain 
Company, 7601 Central 
Avenue, Detroit 8, Mich., 
for further information 
about any or all products. 
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are needed 





These five tools con- 
stitute the leading 
line of moderate 
priced machine tools 
... tools your cus- 
tomers need fre- 
quently... tools you 
need to complete 
your power tool de- 
partment. 


WRITE FOR NEW 
G48 CATALOG 





















SHELDON 


Precision Machine Tools 









No. TS 56 
1114." Swing Lathe 














No. TU 1248P 
1314" Swing Lathe 





~ SHELDON MACHINE CO. Inc 


4232 N. KNOX AVENUE + CHICACO 41, ILLINOIS, us A 
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Similarly, cash-and-carry wholesalers 
offer their wares to retailers at substan- 
tially lower prices than those quoted by 
full-service wholesalers. However, they 
are still relatively minor factors in the 
field of wholesaling. Retailers prefer to 
have wholesalers’ salesmen call at their 
stores and they appreciate the fact that 
credit and delivery services involve costs 
which must be passed along through 
the arteries of distribution. 

In conclusion, it cannot be empha- 
sized too strongly that the return of a 
normal, competitive, buyers’ market 
may call for higher rather than lower 
costs of distribution. The maintenance 
of full production at peak efficiency 
may be dependent directly upon more 
extensive and intensive marketing re- 
search, salesmanship, sales promotion, 
advertising and merchandising. If the 
net result is a further enhancement of 
our already high standards of living, 
on a broader base than before, that end 
will certainly justify any possible in- 
creases in marketing costs. 


2. ELIMINATE THE MIDDLE- 
MAN. 


We have deliberately dwelt at length 
on the subject of distributive costs “ 
cause it has a direct bearing on, and is 
absolutely inseparable from, the pri- 
mary purpose of this paper—an analysis 
of the wholesaler’s position and essen- 
tiality in our economy. Doomed to an 
early death from infancy, and at regular 
intervals thereafter, the wholesaler 
seems to have become inured to the 
periodic campaigns that are conceived 
to put an end to his supposedly un- 
warranted existence. He has been vari- 
ously referred to as an extortionate and 
wasteful profiteer, an economic leech 
or parasite, or just another unnecessary 
middleman who must be paid a profit. 

Those not thoroughly conversant 
with the facts can easily be hoodwinked 
into believing that the costs of distri- 
bution could be reduced substantially 
through the simple expedient of elimi- 
nating the wholesalers of the country. 
They sometimes fail to realize that in a 
free, open, competitive system any 
form of commercial enterprise which 
does not serve a basic economic need 
efficiently tends to wither on the vine 
and eventually die because it can be 
displaced readily by something for 
which there is greater economic justi- 
fication. The fact of the matter is that 
wholesalers have emerged from the dif- 
ficult war years more firmly entrenched 
in the nation’s economy than ever. As 
we have seen, mass production is de- 
pendent upon mass distribution—and 
mass distribution is unattainable with- 
out wholesalers. 

It might be added categorically that 
the essentiality of the wholesaler grows 
in direct proportion to the expansion 













































DIENER 
FIRE PREVENTION EQUIPMENT 



















: 

: 1 

t Good business for you to save your 
5 

1 customers f ir e-loss money... . 
a © Every customer you call on needs proper fire preven- 
: tion equipment and the cost to them is negligible com- 
. pared with the security to life and property. Supply 
y DIENER units —see 
: that they are spotted 
. strategically for posi- 
: tive protection and 
f make a nice profit for 
, yourself. Details sent 
1 


FOAM TYPE FIRE 
" EXTINGUISHER 

2%. Gal. cap. Ejects 
20 gals. of thick, dur- 
able foam which has a 


on request. 


PERFECTION 
EXCELSIOR CAN 


For storing excelsior, straw, 
waste, paper for packing, and 
other combustibles — also helps 
to keep packing material neat 
and clean and prevents waste 
and loss. Made of heavy gal- 
vanized steel. Useful in manu- 
facturing plants, airports, gaso- 
line stations, etc. 


the thick air-tight 
blanket of foam cuts off 
oxygen and prevents 
l fire from re-igniting. 
A vital necessity where 
“ gasoline, naphtha, oil, 

enamel, grease, or lac- 
S quer is used and stored. 


: GEO. W. DIENER MFG. CO,  4°°¢22.- Monticello Av. 
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y 

1 

1 For over thirty years, machinists have relied on De-Sta-Co long-life steel 

: ee and Shims for milling, slitting and gang-saw set-ups and for 

: shimming gears and bearings. Dealers are capitalizing on the value of 

C this name synonymous with quality. They know that plenty of satis- 

r faction goes along in every De-Sta-Co Precision Package. 

- De-Sta-Co Spacers are packaged in standard sizes from %" to 4” hole 

t diameters, up to 5%” O.D., thicknesses from .001” to .125”, all with key- 

i way. Shims are stamped and coined to commercial tolerances in the same 

sizes, without keyway. Spacers packed in handy plastic kits of 19 grad- 
uated decimal thicknesses; they’re safe to stock, preferred in the shop. 

F Special spacers—thicknesses greater than “ 

a -125°—available in popular sizes, machined | There's the same preference for De- 

1 bar stock, hardened and ground, with stand- od > oo 4 ae 

i ard keyways and thickness identification. Don't Delay. Write Today. ee 

Write for catalog and price list. 

t 

5 DETROIT STAMPING COMPANY 

1 332 Midland Ave Detroit 3, Mich. 
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Selling safety— 
low operating costs! 


That’s what you do every time you 
sell a portable ‘Budgit’ Electric 
Hoist in a warehouse, factory, ! 
plant, print shop, store, bakery, 
garage, service station; to the man 
on the farm; and all the many 
places where loads must be lifted 


| and handled with speed and safety. 


Here’s a hoist that’s safe to 
operate with its two brakes that 
| automatically control and hold the 

load should the power fail or the 
conductor cord be pulled from the 
| electric socket. Anti-friction bear- 
| ings, safety upper stop and lower 
stops, a load hook that revolves 
freely on ball bearings and is free 
to swing and turn in attaching 
loads that all make for safety for 
the men handling machines and 
machine parts on production, 


assembly, and inspection lines. 


Here’s a hoist that frees men 
from the danger of injury, allows 
them to turn their energy into in- i 


creased production. That means 







lower operating costs, freedom 
from compensation costs — big 
factors in any kind of business 


operation. 


If you need more i 
copies of Bulletin No. 

371 to help you in far} 
your selling, write us. 


“MAXWELL 


Hi BUDGIT 
Hotsts 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 

‘Load Lifter’ Hoists and other lifting specialties. 

Makers of Ashcroft Gauges, Hancock Valves. 

Consolidated Safety and Relief Valves and 

‘American’ industrial instruments. 





MANNING 


<<} 
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ero- Seal, 


HOSE CLAMPS 









More than one skeptical jobber has seen the light — for 
here is a superior hose clamp whose four basic sizes fit 
practically all ordinary requirements — an engineered hose 
clamp which appeals to the reason and pocketbook of the 
customer with these advantages — 






« UNIFORM 


(Gap) worm. 
= CLAMPING 


: DRIVE 


' 





a 


Aero-Seals are self-locking and vibra- 
tion-proof, have extra long take-up 
and are available in both slotted and 
wing-nut type of worm-drive. 


EASY TO 
INSTALL 


You can install an 
Aero-Seal with one 
hand if you want to 
— and fast! They're self-feeding once 
‘the clamp-end engages with the 
worm. No loose parts to drop. 











True tangential take-up and curved 
saddle form provide absolutely uni- 
form clamping action around 360°, 
leak-proof, ideal for thin-walled tubes. 


USE AGAIN 
and AGAIN 


Nine lives is noth- 
ing for Aero-Seals, 
They're ready to go 
back to work after plenty of hose 
chang Also available in. stainl 
steel for marine use. 








Put an Aero-Seal in a customer's hands and he'll 
buy it — it’s a precision job of engineering applied 
to a simple, everyday problem. No ordinary hose 
clamp can match its advantages. 











y NAME 


s] FREE SAMPLE: 









COMPANY 








ADDRESS 









BREEZE CORPORATIONS, INC. 


AIRCRAFT STANDARD PARTS CO. DIVISION 


Newark 7 


33 South Sixth Street N J 
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CITY & STATE 





Please send free sample by | 
return mail without obligation. 
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and resultant complexity of a nation’s 
economy. As markets widen and pro- 
ducers are further removed from con- 
sumers it becomes increasingly import- 
ant for specialized marketing agencies 
to assume the vital economic functions 
which are relatively unessential in a 
simpler economic climate. The “ex- 
perts” who suggest that the wholesaler 
be eliminated are victimized by fal- 
lacious reasoning. The following are 
but a few of their erroneous assump- 
tions: 

a. That all manufacturers could sell 
directly to retailers if they elected 
to do so; and, as a corollary, that 
all retailers could buy directly 


from manufacturers if they 
elected to do so. 
b. That the elimination: of the 


wholesaler would automatically 
result in the elimination of his 


functions. 

c. That great savings therefore 
would be effected in the costs of 
distribution. 


d. That these economies would re- 
sult in lower prices to the ulti- 
mate consumer. 

e. That, as a result, the markets for 
all goods would be expanded au- 
tomatically. 


Some extremists go a step further 
and argue that these gains could be 
augmented by the elimination of the 
retailer since it appears reasonable to 
assume that the fewer the number of 
links in the marketing chain, the lower 
the costs of distribution are likely 
to be. 

In rebuttal, it must be emphasized 
that eliminating the wholesaler does 
not eliminate the wholesaling func- 
tions. The fact of the matter is that 
the functions per se cannot be elimini- 
nated. The manufacturer who elects 
to circumvent the wholesaler and sell 
directly to the retailer absorbs the 
wholesaling functions himself, trans- 
fers them to the retailer, or divides the 
functions between them. It is signifi- 
cant to note that, whatever course is; 
pursued, the costs attendant to the per- 
formance of the functions remain. The 
relative costs are dependent entirely 
upon the relative efficiency of the agen- 
cies performing those functions. This 
issue will be discussed in greater detail 
later. 

Furthermore, it is patently impossi- 
ble for all manufacturers to sell directly 
to retailers, or for all retailers to buy 
directly from manufacturers. Serious 
physical, financial and operating deter- 
rents are unavoidable, and these fre- 
quently insurmountable barriers are ob- 
viously magnified for manufacturers 
who sell directly to consumers. 

In an address at the University of 
Toronto in March, 1946; Don Fran- 


























BALL 
BEARING 


VALLEY crinbers 


Accuracy and Performance 
Records already established 


In the 30 years that Valley Grinders have been used by 
many of the country’s largest industrials, they have estab- 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors 
and every unit is built to a single high standard of quality. 
This means complete satisfaction in service which builds 
profitable demand for these efficient, low-cost tools. 


Valley Electric Corp. 


4221 FOREST PARK BLVD. e ST. LOUIS 8, MO. 






































Duplicates Precision Notches 
WITHOUT DIES! 


The new precision D1r-Acro Notcher 
eliminates the need for punch press and 
dies on many production notching op- 
erations. It is also ideal for experimental 
work as it can be quickly adjusted for 
any size or shape notch. Many straight 
shearing operations can also be per- 
formed with this flexible unit. 


CUTS CLEAN—NO BURRS OR 
ROUGH EDGES 










The powerful D1-Acro Notcher has an exclusive roller bearing cam design | 
which provides a tremendous pressure with a small amount of effort. The | 
precision-ground Vee-shaped ram and blades of alloy tool steel assure | 
clean cuts and permanent accuracy. 

LARGE CAPACITY. The D1-Acro Notcher cuts 90° notches up to 6” by 6” 
in 16 gauge steel in one operation. Larger notches, and wider or narrower | 
angles, can also be obtained. 


SEND FOR 40 PAGE CATALOG. There are sales for you on 
all six “Die-Less Duplicating” production boosters—Di-Acro 
Benders, Brakes, Shears, Rod Parters, Punches, Notchers. 


Write for complete dealer information. 


ee DI-ACRO is pronounced "DIE-ACK-RO” 1 
conn ounces Fggege ONEIL-IRWIN mec. co. —~ 


4, 
dni 312 EIGHTH AVENUE, LAKE CITY, MINN. 
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OFFERS A BIG 
PROFITABLE MARKET 


with Steel Laid & Solid Steel 


TINNERS SNIPS 


REGULAR PATTERN 


These rugged snips are in 
demand for cutting stain- 
















less steels, galvanized iron, 
other sheet metal .. . as 
heavy as may be cut with 
the hand. High carbon 
Crucible steel welded to 
| the inside of each blade 
provides a tough, lasting 
cutting edge. Black baked 
enamel handles and pol- 
ished blades. Also avail- 
able in Curved and Com- 
im bination patterns. 


Puck Bill 
CUTTING SNIPS 


These snips are designed 
for cutting both straight 
lines and intricate curves, 
cleanly and smoothly with- 
out bending or “chewing” 
the metal. Combine in one 
tool the advantages of 
both straight and curved 
snips. Red baked enamel 
handles, polished blades. 


REGULAR PATTERN 


No. Full Length Length of Cut 
12 9 in. 2° in. 
11 10 in. 2% in. 
10 12 in. 2% in. 

9 13 in. 3% in. 

8 14 in. 3% in. 


DUCK BILL CUTTING SNIPS 


No. Full Length Length of Cut 
16JR 7 in. 1% in. 
22JR 10 in. 2% in. 
93JIR 12 in. a mf 


Built for rugged duty and precision 
cutting, Clauss Tinners’ Snips will help 
build a profitable volume for you. 


ORDER FROM YOUR JOBBER OR WRITE DIRECT TO 
THE HENKEL-CLAUSS CO. 
FREMONT, OHIO 


New York Office: 
107 Broadway © WAtkins 9-6797 
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»»More Uses» 


MORE 
SERS 





a ee 


COFFING 
“SAFETY-PULL” 


RATCHET LEVER 
HOIST 





9 models in capacities 





from 3/4 to 15 tons 


§ 


Every Call a Potential Sate! 


Every plant, factory, shop or mill your 
men call on has need for the Coffing 
“Safety-Pull” Ratchet Lever Hoist. Check 
the uses at the right—and check the 
users. They're all potential CUSTOMERS 
—easy to sell when they see how this 
hoist helps them lift loads safely, quickly, 
and easily. The “Safety-Load” handle 
assures safety by bending at maximum 
overload before any part of the hoist 
gives way. Free-chain feature speeds the 
job by allowing chain to be raised or 
lowered without using lever, when there 
is no load. Side-lever gives positive up- 
down-neutral control; makes hoist easy 
to operate. Every model is tested at 100% 
over capacity, proved by service with 
thousands of satisfied users. Write today 
for full details, prices, and discounts. 


Gash in with Coffing! 








Chain Hoists ¢ Differential Hoists « 
Load Binders « Trolleys 


DANVILLE, ILLINOIS 


Hoist Jacks « Electric Hoists * Spur-geared 


COFFING HOIST COMPANY 


=™ = CHECK THE USES: 








Lift heavy machinery 
(|) Raise pipe and shaft- 
ing 
C Tighten belting 
™ Anchor equipment 


© Bend or straighten 
beams or shafts 


Tighten cable 
™ Skid heavy machinery 


©) Suspend cable during 
construction work 


Pulling underground 
cable ; 


~ Fasten loads to flat. 
cars 


} Lift railway car trucks 
C Tighten trolley wires 
” Brace weakened walls 

Lift heavy castings 


~ Raise buried pipes and 
poles 


} Pull loads up incline 
Lift drums and tile 


Hold heavy parts in 
place during assembly 


Tighten guy wires 


=™=)CHECK THE USERS: 


Metal Producing 
Metal Working 
Chemical Processing 
Food Processing 
Textiles 

Lumber 

Contractors 

General and special 
Railroads 


| Aircraft Shops 


Mining 
Communications 

. Transport 
Agriculture 
Utilities 








cisco, Vice-President of J. Walter 
Thompson, stated: 

“It may appear to the uninformed 
that it is more economical to eliminate 
wholesalers and retailers and sell vac- 
uum cleaners, for instance, direct to 
the user. The fact is, however, that 
before the war, vacuum cleaners could 
be sold through department stores 
priced to the consumer at four to four 
and a half times the manufacturing 
cost, while if sold through house-to- 
house methods, the consumer price was 
eight to eight and a half times the 
manufacturing cost. 

“A study of 18 industry groups in 
the United States for a ten-year period 
shows that only 1.8% of total volume 
is sold direct to consumers. The pro- 
portion was the same in 1939 as in 
1929, and no appreciable increase is 
anticipated since the fact is that this 
is an extremely expensive type of distri- 
bution, despite what some people be- 
lieve.” 

Some popular misconceptions about 
the wholesaler are undoubtedly attribu- 
table to the lack of appreciation of the 
economic functions that he performs. 
The layman realizes that he buys and 
sells merchandise, but his understand- 
ing of the full scope of these functions 
is rather vague and his comprehension 
of other functions even more nebu- 
lous. 

The wholesaler has the unenviable 
assignment of serving two masters— 
the manufacturer and the retailer. 
Many wholesalers also sell to industrial 
plants and institutions. 

Let us first consider the services 
which the wholesaler performs for the 
manufacturer: 


a. He provides a ready-made, as- 
sured market for the output of 
the producer. 


Comprised of customers who buy 
regularly, this market is cultivated ex- 
tensively and intensively, an assign- 
ment which the average manufacturer 
would find extremely costly and diffi- 
cult, if not impossible. In this connec- 
tion, it is significant to note that many 
manufacturers who sell directly to re- 
tailers in important metropolitan cen- 
ters are dependent upon wholesalers 
for coverage of the small towns, ham- 
lets, suburban, rural, and other remote, 
sparsely populated areas of the coun- 
try. 

b. He provides a ready-made sales 

force, 


The wholesaler’s salesmen maintain 
close, frequent contacts with all cus- 
tomers and prospects in the territories 


| to which they are assigned. It is read- 
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ily apparent that, in the absence of 
wholesalers, many manufacturers 
would be confronted with an insur- 























Sherman 


“Gold 
Label” 


Nozzle 


Heavy Bronze. 
Exclusive Non- 
Rising Stem Pre- 
vents Leakage 
%4" Hose Thread 
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Bites’, +s 


Now - - Order 


The Finest 
Hose Nozzle 
Ever Made 


The most widely distributed 
Hose Nozzle in America is this 
Sherman "Gold Label.” Its ex- 
clusive, patented non-rising 
stem construction solves the 
problem of packing wear, and 
resultant leakage. Its stream- 
lined design and wide knurled 
bands make it handsome and 
distinctive. Its fingertip adjust- 
ment for spray, straight stream, 
or positive, leak-free shut-off 
make it preferred by all users. 
Order today and make sure of 
your stock. 


H. B. Sherman Mfg. Co. 
Battle Creek, Michigan 


Sherman 


Hose Nozzles . . Hose Menders . . Water 
Hose Couplings . . Steam Hose Couplings 
. - Oil Hose Couplings . . High Pressure 
Couplings and AN s for air, steam, 
water . . Air Nozzles . . Barrel Faucets. 



















Originators 
of the 
packaged vise 






t | YOUR COLUMBIAN 
ky DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COLUMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 


9025 Bessemer Ave. . Cleveland 4, Ohio 














the Worlds Largest Makers of Vises 


SELL JOBS LIKE THIS? 


WANT TROUBLE FREE PROFITABLE 
WRENCH SALES THAT REPEAT? 


DO YOU 
HAVE LOWELL 
LISTINGS IN 

YOUR 
CATALOG? 





Send for 
Catalog A 

















LOWELL WRENCH CO. 


WORCESTER 8, MASS. 
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6 SETS 


OF BEARINGS 


TIMES THE 


Hex Dressers 


Six-hole bearing blocks make 
this item easier to sell 


The Desmond Hex Dresser, with the 
six-hole hardened steel bearing blocks 
in the head, is the most durable me- 
chanical dresser made. Six sets of 
bearings multiply service life six times 
and eliminate wear on the handle. 
Made in five sizes. 

Desmond makes the only complete 
line of grinding wheel dressers on the 
market. To you, this means selling 


THE DESMOND-STEPHAN MFG. 






SERVICE 






the right tool for every job.. 


- and, 
in turn, providing your customers with 
the means of getting better perform- 
ance and longer life from their grind- 
ing wheels. 

Stock Desmond Dressers and Cut- 
ters—cash in on the resulting, steady 
repeat business. 


COMPANY e URBANA, OHIO 








the only complete line of grinding wheel 


DRESSERS & CUTTERS 








o —» 2 0 Ap 


BALL BEARING DIAMOND HAND TOOLS WHEEL TYPE SIMPLEX 
DRESSERS curren ¥ TYPE. DRESSERS AND NIBS DRESSERS STEEL-SUDE VISES 
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mountable barrier in recruiting, select- 
ing, compensating, training, equipping, 
assigning, supervising, and stimulating 
the tremendous sales organizations that 
would be required to offer their wares 
to the nation’s nearly two million re- 
tailers. Furthermore, the sales costs 
would be prohibitive because they 
would be applied directly to limited 
lines of merchandise produced and 
offered for sale by the average manu- 
facturer. 


c. He makes possible optimum pro- 
duction. 


This is one of the major contribu- 
tions of wholesalers to efficient, low- 
cost operations, yet one of the least 
understood. Its validity is attested by 
the following: 


(1) The wholesaler has his fing- 
ers constantly on the pulse 
of the market. He knows or 
can determine the current 
and future demands for mer- 
chandise in his area of opera- 
tion. He is in a better stra- 
tegic position than the 
manufacturer or retailer to 
gather, interpret, and evalu- 
ate market data, both quali- 
tatively and quantitatively. 
The producer is usually too 
far removed from the mar- 
ket and the individual retail- 
er’s judgment can be influ- 
enced unduly by relatively 
insignificant and temporary 
local conditions. However, 
the cumulative experience of 
the wholesaler with large 
numbers of retailers provides 
manufacturers with an inval- 
uable source of information 
about the market, the mer- 
chandise in demand, compe- 
tition, price lines, correct 
packing units, and other vital 
matters. 
Anticipating his needs, and 
recognizing the importance 
of having the right quanti- 
ties of the right merchandise 
at the right price in the right 
place at the right time, the 
wholesaler invariably places 
fewer and larger orders than 
the retailer, frequently buy- 
ing in carload quantities. He 
also stabilizes production, 
leveling out the uneconomic 
peaks and valleys, which are 
serious deterrents to efficient, 
low-cost manufacuring, by 
placing advance orders for 
seasonal merchandise. 

d. The manufacturer is able to se- 
lect outlets with good credit rat- 
ings, thus reducing drastically the 
risks of bad debt losses. The 


— 
Nm 
— 


wholesaler then assumes all credit 

















OLD FAITHFUL 











Special markers of a grade and 
quality to meet every industrial 
need, and for marking on all 
types of surfaces from glass and 
rubber to hottest metals. Old 
faithful markers are manufac- 
tured by Crayon Experts to “fit 
the crayon to the need”. 


FOR HIGH 
TEMPERATURE 
METAL 


Leases @ permanent, 
legible mark on 
listering hot metal, 

without smoking or 

running. 


FOR HOT 
METAL 


For marking hot 
metal up to 800°. 
Retains its mark 
clearly after metal 
cools, 


FOR ANY 
SURFACE THAT 
WILL TAKE 
PAINT 


The permanence of paint, used with 
the ease of a pencil. Tip does not get 
hard or crusty. 


FOR 

MARKING 
LUMBER 

For green or dry lum- 
ber. Withstand sear- 


ing sun, snow, ice, 
rain, 





S 


FOR MARKING 
RUBBER 


Paramark No. 766 
series is a hexagonal 
wax crayon, particu- 
larly adapted for 
marking on rubber of 
all kinds. 


Send for FREE Industrial Crayon Guide, 
giving details about the complete OLD 
FAITHFUL line of Industrial Markers. 
Dept. ML-40. 


MERICAN CRAYON compons 





— 

















Moto-Tool 


THE “POCKET-SIZE 
MACHINE SHOP” 


Round out your present line of electric power } ang with this in-between- 
size grinder and watch it catch on with the trade! Shopmen a 
Moto-Tool because it’s small and easy to nA, yet saves time an 
does a good job in finishing operations . burring, grinding, polishing, 
etc. Moto-Tool proved itself Gums the war in x. plants as G.E. 
Westinghouse, Ford and othe . also used by the Armed Forces. 
There’s always @ market for “Moto. Tool . 

tor Dremel accessories. 


SHOW THEM THESE 14 FEATURES! 


@ Patented automatic @ Easily replaced @ Sliding snap 
in. commutator brushes. type switch. 
@ Itnstant-action, @ Dust-fit @ Handy hanger 
alr ry system. hook; cord pro- 
@ Oil-less, sealed, it 27,000 tector. 
trouble-proof bearings R. P x Cuts cleaner @ Weighs only 13 oz. 
. . Saves cutters. - oanges to fit the 
@ Sturdy, shockproof 
bakelite housing. 2 Dynamically bal- 
@ Housing has ‘‘pen- for vibration. 
cil-type’’ finger grip. = operation. 


ae 


POWER 
TOOLS 


. and a continuous demand 





APPROX. 
27,000 
R. P. M. 


ground and polished. 
@ 110-volt, universal 
type motor. 


Sell Moto-Tools for 
use in tool rooms 
and on_ production 
lines. 





Indispensable For Light 
Grinding and Finishing 


FAST SELLING MOTO-TOOL KIT 


Moto-Tool Kit No. 2, with 23 accessories (high-speed 
steel cutters, grinding wheels, polishing accessories) 
and heavy-duty professional Model 2 Moto-Tool in natu- 
ral finish, hardwood case ... list price $23.50. Moto- 
Tool No. 2, with one emery point... list price $16.50, 





Write Today for Catalog and Distributor Prices 


DREMEL MFG. CO., ¢ Dept. T439-A °¢ Racine, Wis. 





@ UNMATCHED 
PRIMING SPEED 


@ “NEVER FAIL” 
FLOAT SWITCH 
@ ASSURES unmatched self-prim- 
ing speed. Advanced Centrifu- 
gal Design. Exclusive CMC dual 
jet construction and open thrash 
type impeller mean peak per- 
formance and dependability. 


@ NON—CORROSIVE 
FLOAT AND STRAINER 


@ FLOAT CONTROL 


EASILY ADJUSTABLE 

@ GIVES top performance even 

under adverse conditions. Extra 

air handling ability permits de- 

pendable performance when 

ordinary centrifugal pumps 
become air bound. 


@ YOUR BEST BUY! 


Easily installed. Readily port- 
able. May be placedaway from 
pit. Suction lifts of at least 25 ft. 


@ SIMPLE TO CLEAN 
JUST UNSCREW PIPE 


@ AVAILABLE IN 
WIDE RANGE 
OF SIZES 


Write for full details of CMC DUAL PRIME PUMPS 


= 


ONSTRUCTION StS — Sr. 


WATERLOO, 


ACHINERY A Qe 


IOWA, U.S.A. 
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AY STATE 


TAPS & DIES 
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hazards involved in selling to 
thousands of retailers. 


e. The wholesaler stores the mer- 
chandise, financing the invento- 
ries, until needed by the retailer, 
thus minimizing the risks of ob- 
solescence, deterioration, fire, 
theft, and price declines. As a 
warehousing specialist, the whole- 
saler invariably utilizes space, la- 
bor, and equipment more efh- 
ciently than the manufacturer. 

f. The wholesaler enables the manu- 
facturer to effect further econo- 
mies in packing, transportation, 
billing, accounting, and in main- 
taining sales records. 

g. The wholesaler makes possible 
the successful introduction and 
prompt, extensive distribution of 
new items. 

h. Progressive wholesalers in many 
fields throughout the country 
have developed comprehensive, 
carefully integrated sales promo- 
tion and merchandising programs 
designed to assure manufacturers 
of broader, more positive and ag- 
gressive representation than ever. 


The following are but a few of 
the tools now being employed 
extensively for this purpose: 


(1) Catalogs. 

(2) Direct mail and other pro- 
motional literature. 

(3) Show rooms. 

(4) Model stores. 

(5) Business shows attended by 
retailers. 

) Elaborate merchandising and 
management programs de- 
veloped for retailers. 

(7) Distribution of manufactur- 
ers’ catalogs, price lists, cir- 
culars, electros, mewspaper 
mats, and point-of-sale dis- 
play material. 


So accustomed have we become to 
thinking in terms of big business and 
large metropolitan centers that we 
sometimes fail to realize that most 
manufacturers are small scale opera- 
tors, with limited capital, far removed 
from the large numbers of retailers who 
are located in sparsely populated com- 
munities that are not readily accessi- 
ble. Most retailers, too, operate on a 
modest scale and are dependent upon 
frequent purchases in very small quan- 
tities for fast turnover and satisfactory 
profits. The wholesaler’s functions are, 
therefore, indispensable. He enables 
the manufacturer to devote his time, 
effort, and capital to the production 
task and provides the following serv- 
ices to the retailer: 


a. Buying. 
To discharge his responsibilities 
as the purchasing agent for retail- 


















me me CO 








ers, the wholesaler employs a staff 

of trained buyers and experienced 

merchandisers whose duties in- 
clude the following: 

(1) Studying market conditions 
carefully. 

(2) Anticipating their needs and 
reconciling their purchases 
from hundreds or thousands 
of manufacturers to current 
market demands. 

(3) Making the best possible se- 
lections of merchandise, con- 
sidering such important fac- 
tors as quality, price, terms, 
turnover potential, availabil- 
ity, competition, service, 
packing, advertising, etc. 

(4) Always having in stock the 
right amounts of the right 
merchandise at the right 
time and at the right prices 
to serve retailers’ require- 
ments. 

(5) Recognizing that markets are 

dynamic. Changes in de- 

mand must be anticipated to 
prevent the accumulation of 

“shelf-warmers” in the 

wholesaler’s warehouse and 

on retailers’ shelves. 


As an exponent of large-scale buy- 
ing, the wholesaler effects economies 
in the form of quantity discounts, 
lower price quotations, or better terms. 
Furthermore, he frequently effects sav- 
ings in transportation, especially in in- 
stances where he buys in full carload 
quantities. Thus, the wholesaler makes 
available to the retailer a large variety 
of goods from one central source at 
reasonable prices. 


b. Warehousing. 

The wholesaler assembles a large 
variety of merchandise and main- 
tains extensive inventories under 
one roof in order to serve the 
needs of his retailer accounts. In 
the absence of wholesalers it is 
apparent that the retailer would 
be compelled to buy directly from 
a large number of manufacturers 
either by consulting hundreds of 
catalogs or by interviewing hun- 
dreds of manufacturers’ salesmen. 
This would obviously be a tremen- 
dous and extremely costly assign- 
ment for the average independent 
retail merchant. Keeping a file of 
manufacturers’ catalogs and price 
lists up-to-date for ready reference 
every time he found it necessary 
to place orders certainly would 
prove far more cumbersome and 
uneconomic than making one 
telephone call, writing one letter, 
visiting one wholesaler, or inter- 
viewing one wholesaler’s salesman 
who is in a position to serve his 
total needs. 































Men who lace belts like Alli- 
gator because it can be put on with a hammer 
and it drives straight. Its compression grip 
protects the belt ends and there is no ply sepa- 
ration. It embeds in the belt and is smooth on 
both faces. The two piece rocker hinge pin 
greatly increases the service life, and yet the 
joint can easily be separated at any time. 
Made in 12 sizes for joining thin tapes and 
belts up to 5%” thick. In boxes for narrow belts 
or in long, continuous lengths for wide belts. 
Available in steel, “Monel” and “Everdur.” 
Bulletin A60 gives complete details. 


[FLEXCO [e+ SE 





replacements and extended shutdowns. 


For conveyor and bucket elevator belts from 
4," to 114” thick. Made in steel, “Monel,” 


“Everdur” and “Promal.” 
Bulletin F-100 gives complete details. 








ee 


Men who have charge of 
conveyor belt maintenance like Flexco HD 
Belt Fasteners because they make a tight butt A Wet 
joint with long life. The recessed plates embed ~ J eh 
in the belt and prevent ply separation. Patch- 
ing and other repairs with Flexco Fasteners NEG ¢ 
and Rip Plates save expensive conveyor belt * 
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The No. 500 HINGED 
FLEXCO Fastener was developed specifically 
for use on underground extension coal mine 
conveyor belts. Other industries may find 
this separable joint has advantages. Inter- 
locking end plates are bolted to the belt. 
Belt ends can be separated quickly by remov- 
ing the coiled spring hinge pin. Made in just 
the one size for belts 44” to 14” thick. 

Bulletin HF 500 gives complete details. 


V-BELT FASTENERS 5 


These fasteners are 
designed for joining open-end (long 
length) V-belting which has a cross- 
woven fabric center. They are not to be 
used to repair endless cord belts. 

The FLEX-V Fastener is made in two 
sizes for A and B belts. Used on light duty 
drives only. 

Bulletin V-14 gives complete details 
on FLEX-V Fasteners. 

ALLIGATOR V-Belt Fasteners are for 
normal duty industrial drives and railway 
service. Made for the “B”, “C” and “D” 
V-belts and the 1” and 2” railroad V-belts. 

Bulletin V¥-205 gives complete details 
on ALLIGATOR V-Belt Fasteners. 












































FLEX-V-BELT FASTENER 





These cutters greatly speed up 
the preparation of belts for fastening. They 
make clean, square cuts. 

Bulletin No. BC-350 covers the ALLI- 
GATOR Wide Belt Cutter. Four sizes: 24”, 
36”, 48” and 60”. 

Bulletin No. BC-300 covers the ALLI- 
GATOR No. B-8 Belt Cutter for belts up to 
4." thick and 8” wide. 
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| Only 
MAUREY-MADE 
MULTIPLE-PURPOSE 
interchangeable 


BUSHING 
& MAUREY V-PULLEYS 


offers these features 
1. Availability—Never Lose a Sale 

2. Faster Turnover—More Profit 

3. Same Investment Allows for More 

1Pulley Sales 

4.! One Bushing—One Price 

5! Simplified Stock Keeping 

6. Greater Combination of Sizes 



















Largest Manufacturer 
of Fractional H.P. 
V-Pulleys 
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machinists’ bench 


combination pipe 


sheet metal worker 


woodworking 


solid nut continu- 
ous screw 


garage vise 





Get lined up with a good sales future .. . 


MORGAN --- VISES 


MORGAN VISES are nationally known and used... they fit into any 


sales plan ... there’s always a market. More than 55 years of exacting 
manufacture is your guarantee that every vise that leaves our plant is 
as perfect as we can make it. We give prompt attention to orders and 
urge users to buy through their local distributor. Let us send facts on 
our complete line. 


MORGAN VISE (0, 10s-112y.serrensonst. Cxicago 6, ILL. 














f cot 
4 


NEW! FEATHER WEIGHT 










PATENT 
PENDING 


Now: An iron so light, so well balanced, its weight 
is scarcely noticeable. When customers call for an 


iron for long delicate work where fatigue works 
against quality, HEXACON FEATHER WEIGHT BAN- 












TTT Tt itt om « eee. | 


HEXACON MODEL 30H. Weight 
5% oz. (less cord). 40, or 60 Watts. 
Both %” and 4” tips furnished. 
Ask for literature on complete line 
of screw tip, plug tip and hatchet 
irons. 


~ HEXACON ELECTRIC CO, : 


i 
r 138 W. CLAY AVE., ROSELLE PARK, N. J. 


if 
if St BY Oe ee Se ee 8 cM eos 
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TAM is the answer. The 


new BANTAM is completely 
comfortable, more practical 
than a pencil iron and re- 
quires no transformer. Write 
for prices and discounts, to- 








Furthermore, some large whole- 


salers in many fields maintain re- | 


serve stocks at strategic locations 
throughout their territories in 
order to render more prompt, 
efficient service. 


. Breaking Bulk. 

Manufacturers who sell directly 
to retailers frequently establish 
high minimum levels of orders 
which they will accept, in terms 
of quantity, value, or weight. 
Thus, the retailer is compelled 
to anticipate his needs far in ad- 
vance, to allow for the longer pe- 
riod usually required by manufac- 
turers to process and fill his order, 
and to establish rather elaborate 


and expensive stock control sys- | 


tems. This results in a lower 


stock turnover and increases the | 
risks of obsolescence, inventory | 


losses, and seasonal carryovers of 
merchandise. The problem of 
storing the large inventories is also 
magnified. 

In breaking bulk, the wholesaler 
makes possible the more effective 
utilization of the retailer’s work- 
ing capital, reduces the retailer’s 
inventory investment, and mini- 
mizes the above-mentioned risks. 
. Delivery. 

Most wholesalers process all or- 
ders on the day they are received 
and deliver them shortly there- 
after. By virtue of their proximity 
to the retailer and the fact that 
they frequently own and opcrate 
a fleet of trucks, wholesalers are 
invariably in a position to get 
merchandise to the point of sale 
more promptly than manufactur- 
ers. 

The prompt delivery of a wide 
variety of quality merchandise en- 
ables the retailer to speed up his 
stock turnover and makes it pos- 
sible for him to operate with 
more limited capital without 
jeopardizing his opportunities for 
profit. The resultant fast turn- 
over reduces all of the retailer’s 
operating expenses and enables 
him to keep his working capital 
in a more liquid condition. 
However, it should be noted in 
passing that retailers in many 
fields sometimes abuse the whole- 
saler’s valuable services, in break- 
ing bulk and accepting small or- 
ders, by constant and frequently 
unreasonable demands for these 
services, to the point that uneco- 
nomic distribution results. It is 
reasonable to assume in the light 
of higher costs of operation, that 
these abuses will have to be cor- 
rected in the future and that re- 
tailers will be required to adopt 
more judicious buying policies. 


How to keep 
Our customer's 
siness 


@ Almost half the establishments 
severely damaged by fire GO OUT 
OF BUSINESS FOR GOOD! Make 
sure your customers have complete 
PYRENE* protection. 





























Burned records, unfilled orders, idle plants, 

administrative expenses—these indirect, un- 

insured losses are the principal reasons why 

almost half the establishments severely 

cr staca damaged by fire go out of business. That’s 

atmmnits why you're actually helping customers to 
TTINGUISH Fi 


#010 EXPOSURE 
arree 
we 


ae nana stay in business when you make certain that 
every one of them has complete PYRENE pro- 
tection. There’s a full line of PyreNne Extin- 
guishers for every fire hazard, including 
vaporizing liquid, soda-acid, foam, water, 
and anti-freeze types. There are wheeled 


units, and manual and automatic systems. 


It’s good business for every business to 
provide itself with full PyRENE protection . . . 
an vesaealis and mighty good business for you, too! 


PYRENE MANUFACTURING COMPANY 


581 Belmont Avenue Newark 8, New Jersey 
Affiliated with C-O-Two Fire Equipment C y 


iP 


REMIND YOUR CUSTOMERS TO TEST THEIR FIRE EXTINGUISHERS REGULARLY 
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a 
PIPE SIZES 
N Yo in.to 2in. 
_ 


NAc GP 





The famous Type "E"...s0 popular in the }", 3" and 
i pipe sizes, is now complete with 13", 13" and 2" 
pipe sizes, Hts ALL-BRONZE CONSTRUCTION and 
screwed-in seats, as well as Hycar seat washers and 
Neoprene diaphragm, mean a LONG LIFE of TROUBLE- 
FREE service on those big jobs you put in. 


Wile vn your free copy of our new 


1948 Catalog for complete details on 
CASH-ACME Products. 





Sold ONLY through plumbing 
end heating wholesalers. See 
them. ... Ask for.... 


CASHLACME Automatic Valves... ... 


A.W.CASH VALVE MANUFACTURING CORPORATION 
6614 EAST WABASH AVENUE DECATUR, ILLINOIS, U. S. A. 














Easy rolling tires with re- 
silient treads that prevent 
floor damage. Molded-on 
type with guaranteed ad- 
hesion of rubber to core. 
Strong one-piece wheel 
casting, Hyatt bearings, 
grease gun fittings. 

We serve resale dealers and original equipment 

manufacturers. 





SPECIFICATIONS 
No. Size Hub Axle Capacity 

VR-4C 4x1% 1% % 140 Ibs. 
VR-5E 5x2 24% 5% 250 
VR 6x14 2% 34 200 
VR-6E 6x2 2% 34 310 
VR-6F 6x24 2% 4 360 
VR-7E 7x2 24 %4 350 
VR-8E 8x2 2% % 390 
VR-8G 8x 2% 234 1 530 

R-9E 9x2 24% % 420 
VR-9G 9x2% 2% 1 570 
VR-10G 10x 2% 234 1 600 
VR-103 10x3 3% 1 760 
VR-11G 11x2% 2% 1 630 
VR-12J 12x3 3% 1 830 
VR-12L 12x 3% 4% 1% 1020 
VR-12N 12x4 44% 1% 1240 
VR-14J 14x3 3% 1 890 
VR-16J 16x3 3% 1% 950 
VR-18G 18x 2% 3% 1 800 
VR-183 18x3 3% 1% 1000 
VR-18L 18x3% 4% 14 1240 
VR-20J 20x3 3% 1% 1050 


oy Ya 


& WHEEL CORP. 


187 Breckenridge St., Buffalo, N.Y. 














rr GREATER PROFITS 
Stock and Sell 


CLIPPER 


Belt Lacing Products 





Sold ONLY 
Through Authorized Distributors 


CLIPPER BELT LACER COMPANY, GRANDRAPIDS2, MICHIGAN, U.S.A. 
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e. Extending Credit. 


ge 


The financial assistance rendered 
by wholesalers is invaluable to 
retailers. It must be recognized 
that in the absence of wholesal- 
ers, many retailers would find it 
difficult, if not impossible, to se- 
cure satisfactory credit accommo- 
dations from manufacturers. 
Their purchases from producers 
would frequently prove inade- 
quate to justify a credit investiga- 
tion and the opening of an ac- 
count. The wholesaler who sells 
a large number of items, is lo- 
cated near his customers, and 
maintains close and constant con- 
tacts with his accounts through 
his salesmen, can extend credit 
and follow through on collections 
much more efficiently. Further- 
more, the retailer can arrange for 
credit accommodations far more 
readily with a limited number of 
wholesalers in his territory than 
with hundreds of manufacturers. 
It is readily apparent that as a 
result of dealing with fewer 
sources of supply, the retailer 
avoids the problem of establish- 
ing the elaborate accounting sys- 
tem that would be required in 
the case of extensive accounts pay- 
able. 

Furthermore, in periods of finan- 
cial embarrassment, the retailer is 
far more likely to be given an op- 
portunity by the wholesaler to 
work his way out of his difficul- 
ties than if he owed small 
amounts to cach of hundreds of 
manufacturers. 


. Adjusting Complaints. 


The wholesaler lends a sympa- 
thetic ear to the complaints and 
requests for adjustments received 
from retailers. If he had to make 
these requests to a large number 
of manufacturers, the retailer 
would soon be snowed under with 
a burdensome and costly opera- 
tion, 


. Extending Merchandising Assist- 


ance, 
Inasmuch as the wholesalecr’s very 
existence and future growth are 
completely dependent upon the 
success achieved by his customers, 
he is always prepared to render 
sound merchandising counsel. 
Through his salesmen, the whole- 
saler keeps his customers abreast 
of market conditions, introduces 
new items, presents “leaders” at 
regular intervals, helps in prepar- 
ing operating budgets, plans sales 
promotion campaigns, assists in 
store front and interior moderni- 
zation activities, prepares catalogs 
and price lists, supplies window 
and interior display material, sets 








Step Up MUSIC WIRE Sales 


with just 4 worps: 





















REPLACE END! 























Dispenser 
carton 


Let this ingenious dispenser carton give you a “new look" 
on Music Wire sales! See how easily it can help you put music 
wire sales in the profit making class by eliminating fuss and 


.004 to .180 Diameter. 
immediate delivery! 


muss, by stepping up unit of sale. 


The carton—exclusive with Precision—has center opening; 
wire is drawn as needed from inside of coil; natural tension 
holds coil neatly in box. It’s convenience that makes it just 
as easy to sell the carton as a few feet. You'll save time; get 
more in profits! 


TOP QUALITY SHIM STOCK 


Carefully selected brass or steel packaged to save your time 
on sales and handling — those are the big advantages you 
get with Precision Brand Shim Stock. Dispenser cartons, Four- 
In-One Assortment or Packaged Flat Shim. All plainly marked. 





COMPLETE LINE OF GROUND FLAT STOCK 


A practical product for the practical machinist — now available in both 
oil and water hardening types with many new sizes added. Made of first 
quality electric furnace -tool steel, precision ground to within .001”. Ready 
for scribing, shaping, tempering and drawing. Each standard size oiled, 
wax wrapped in protective envelope, marked with size and heat treatment. 


You'll sell more and sell it faster, whatever Precision Brand product you 
choose. You'll get top quality, with highest accuracy and uniformity plus 
extra packaging features that step up sales. Why not check with Precision 
today — see how much more Precision can give you in over-the-counter 
soles ad ges! Also complete stocks of Drill Rod and Thickness Gauge 
or Feeler Stock. 


PRECISION STEEL: WAREHOUSE, inc. 


MANUFACTURING DIVISION 
4409-25 WEST KINZIE STREET © CHICAGO 24, ILLINOIS 


SHIM STEEL @ BRASS SHIM @ MUSIC WIRE 

















DRILL ROD @ THICKNESS GAUGE STOCK @ GROUND FLAT STOCK 
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PRONOUNCED 
“MACK-IT 


Mac-it Strippef Bolts 
—heat-treated for 
strength, head concentric 
with body, ground to 


close tolerances. 





Safety bt 


EG. U.S. PAT. 


mA 





is easy to apply with any standard 
make belt lacing machine, lacer, or it 
can be applied with a hammer by 
using the inexpensive Safety Tu-way 
Lacer. 

Safety's patented binder bars hold 
every hook in exact alignment, dis- 
tribute tension uniformly over the full 
width of the belt assuring efficent per- 
formance and long life. They also lap | 
snugly over and protect belt ends and 
prevent belt fraying. 


SAFETY BELT-LACER CO. 
5388 N. Menard Ave. Chicago 30, U.S. A. 





REASONS 
FOR HANDLING THE 
COMPLETE MAC-IT LINE! 


1. The complete, well- 
stocked Mac-it line enables 
you to meet a wide variety of 
your customers’ needs. 








* NATIONALLY-USED | 
* INDUSTRY-PROVED | 
* A COMPLETE LINE 





YOUR MEN CAN SELL 


THis "PROFIT LINE” 





Gasweld Equipment 
conforms fully with | 
standards of Under- | 
writers’ Laboratories. 






Choice dealer 
territories still 
open. Write 
for details. 


2. A definite distributor 
sales policy. 


3. We invite orders for 
specials in alloy steel, made 
to customers’ specifications. 


4. Advertising and mer- 
chandising help to support 
your selling job. 


5. An established quality 
line recognized for depend- 


: . : ability for over 35 years. 
Build extra sales volume with Gasweld equipment , 7 


... It’s a fast-selling, good-profit line. Increasing 
use of welding and cutting tools opens many 
new markets. 

All operations are simplified by Gasweld’s 
exclusive FREE-FLOW jet mixer. It assures superior 
performance. Forged headsand rearends of torches 
stand more hard use—/onger—with less maintenance. 

Distributors get maximum results and profits 
through. our tested plan of sales co-operation. 
Give your men another good line to sell. 


Mac-its are sold through 
leading industrial dis- 
tributors everywhere. Let 
the complete Mac-it line 
help you give better, faster 
service to all your custom- 
ers. Write today for com- 
plete information. 


Marketed Nationally Since 1913 by 





STRONG, CARLISLE & HAMMOND COMPANY 
Cleveland 13, Ohio 


MAC-IT PARTS COMPANY. Lancaster, Pa 


Wall Chemicals Division of 
THE LIQUID CARBONIC CORPORATION 
3110 South Kedzie Avenue Chicago 23, Illinois 


‘ | 
Write today for free copy of | 
the new Gasweld Catalog and | 
full information on prices and | Manufactured by 
discounts. | 





178 “INDUSTRIAL DISTRIBUTION © JANUARY, 1949 














up model stores, prepares adver- 
tising literature, assists in the 
training of retail salespeople, sug- 
gests model inventories, provides 
accounting and stock control sys- 
tems, and distributes manufactur- 
ers’ catalogs, price lists, circulars, 
electros, newspapers mats, and 
point-of-sale display material. 

. Miscellaneous, 

(1) The wholesaler’s salesman 
calls on the same retailers 
at regular, frequent intervals. 
High pressure salesmanship 
can never be applied success- 
fully under those conditions. 
The wise retailer appreciates 
the fact that he has a real 
business friend in the whole- 
saler’s salesman and that he 
can count on him in any 
emergency. 

The retailer's “book work” 
is greatly simplified when he 
buys from the wholesaler. 
He receives fewer shipments, 
fewer invoices must be 
checked, and fewer accounts 
payable ledgers must be 
maintained. 

(3) Mr. Fred Lazarus, Jr., Presi- 
dent of the Federated De- 
partment Stores, Inc., Cin- 
cinnati, and a member of 
the C.E.D. Board of Trus- 
tees, recently stated: “If we 
are to preserve a dynamic 
and progressive economy in 
our country, we must have 
a satisfactory birth rate of our 
business babies and an eco- 
nomic dict and climate that 
will favor and not handicap 
their growth.” Suffice it to 
say that it would prove virtu- 
ally impossible for anybody 
to start a retail business in 
any field involving a wide va- 
riety of merchandise without 
the direct assistance of 
wholesalers. The wholesaler 
is the bulwark of small busi- 
ness generally, and of the in- 
dependent distributive — sys- 
tem specifically. 


— 
— 


— 
Nm 
— 


Even the most cursory analysis of 
the wholesaler’s functions will attest to 
their indispensability. The functionary 
may be eliminated but it is impossible 
to eliminate the essential wholesaling 
functions. The fact of the matter is 
that the wholesaler has contributed ma- 
terially to the orderly expansion of the 
economy of our nation by rendering 
invaluable services both to manufactur- 
ers and retailers. Complete industrial 
chaos would be the inevitable result of 
the elimination of wholesalers and the 
transfer of their functions to the manu- 
facturer or retailer, or both. 

Let us now focus our attention on 





End mill users everywhere rely on 


Putnam’s large selection—over 800 
standard sizes and types—to fill ALL 


their requirements and fill them quickly. 


Push Putnam and watch the results: immediate delivery— 


superior cutting — customer satisfaction — more profits! 


2981 CHARLEVOIX AVENUE ° DETROIT 7, MICHIGAN 
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SAAD AL 


INDUSTRIAL 


BRUSHES«»-BROOMS 
Many Advantages in 


Selling this LINE ... 


There isn’t a plant, mill, school, public build- 
ing, or place of business that isn’t a prospect 
for some one of the broad line of CAPITAL 
Industrial Brushes and Brooms. CAPITAL 
Brushes and Brooms are noted for their long 
wearing qualities—every plant man in your 
territory will appreciate this one fine quality 
alone. This is equipment that is always in 
season and we urge users to buy through 
their local distributor. 




















You'll Profit from 
Production Savings to 
Users... 


CANTOL BELT WAX will more than repay 
the expenditure in the savings it makes 
possible. The regular use of CANTOL will 
give better traction and longer life to flat 
belt drives and it is absolutely harmless to 
belts—it can be chewed like gum with no 
ill effects. A slight application while the 
belt is in motion is sufficient and it comes 
in bar, liquid, or paste form. This is a 
good moneymaker—let us send you a de- 
scriptive circular. We urge users to buy 
through their local distributor. 


CANTOL WAX PRODUCTS CO. 


BLOOMINGTON INDIANA 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS Est. 1890 INDIANAPOLIS 7, IND. 





























_WHITNEY- 
LEVER PUNCHES 


Good business guaranteed 
when you sell this line 


WHITNEY Punches are the best known 
and most universally used on the market. 
There is a type to do any specific job— 
neater, quicker, and better. Applications 
are so wide and varied and the workman- 
ship and quality of our tools so reliable 
that users always get full satisfaction with 
whatever Punch they employ. 


Our service is prompt—returns are good. 
hand channel 
bench angle iron 
hammer close corner 
square thinner’s round, 


button — 
STEEL AND, WIRE COMPANY,. INC. — een 
WORCESTER 1, MASS. 


Philadelphia Cleveland —Detroit_ += Akron W. A. Whitney Mfg. Co. 


Houston Tulsa Los Angeles 636 Race St. Rockford, Ill. 


There is a Johnson office near you, 
and warehouse stocks in Worcester, 
Chicago and Los Angeles. 


New. York 
Atlanta 


Chicago 
Toronto 
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the question of efficiency. Inefficiency 
in distribution is just as intolerable as 
- inefficiency in production. It cannot, 
it must not, it will not be condoned in 
the competitive struggle that lies 
ahead. Recognizing that in a battle for 
survival the inefficient must die, many 
wholesalers throughout the country 
have been actively reviewing every 
phase of their operations with a view 
to increasing efficiency. 

The following are some suggestions 
which may serve as a check list for all 
progressive wholesalers who are inter- 
ested in achieving maximum operating 
efficiency: 


1. Establish sound geographical 
limits for the market to be 
served. 

Determine the number and dis- 
tribution of people in the mar- 
ket. 
Determine the number and dis- 
tribution of retail outlets in the 
market. 
Analyze the per capita income in 
each segment of the market. 
Study consumer buying habits 
and optimum price levels. Scien- 
tific market and marketing re- 
search can produce data that will 
enable top management to deter- 
mine sound purchasing, selling, 
sales promotion, advertising, and 
operating policies and give direc- 
tion to the establishment of 
profitable markets for the whole- 
salers’ goods. 
It is impossible to over-emphasize 
the importance of a strong, well- 
trained and well-managed sales 
organization. Great care must 
be exercised in recruiting, select- 
ing, training, equipping, assign- 
ing, supervising, stimulating and 
compensating the sales organiza- 
tion. These vital functions of the 
sales manager are frequently 
under-emphasized despite the 
universal recognition of the fact 
that sales are the lifeblood of a 
business. 
Buying policies should be care- 
fully reviewed, as well as the 
wholesaler’s relations with his 
suppliers. Buying policies must 
be reconciled with satisfactory 
turnover and great care must be 
exercised in securing quality 
products, sound prices, terms, 
discounts, and sales promotion 
and advertising assistance from 
manufacturers. 
The physical plant, receiving, 
warehousing, _order-processing, 
and shipping operations must be 
carefully re-appraised. The fol- 
lowing are some of the factors 
that should be considered: 
(a) The location of the ware- 
house in relation to the loca- 








Me 
ticing-in with "Genetal” 


You're darn right I’m tieing-in with “General”. I'd 
be missing a good bet if I didn’t. They have every- 
thing my customers are looking for in small gas 
engine driven generating sets, from 300 to 2000 
watts, both AC and DC. And, “General’s” nation- 
wide advertising campaign is sure going to keep my 
register ringing. 


Just take a look at these 10 features and you'll 
know why “General” rings the bell with me. 


oled engin’ 5 ¢ desired) 
ro 


oe col 


Mister, if you’re out to increase your sales, 
here’s the line that belongs on your anes 
Sit right down and write to: 


General Lighting Products 
Dept. ID, 243 Canal Street 
New York, N. Y. 
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PLAY ON, Treo ... 





CUT ASSEMBLY TIME WITH A 
POWRARM POSITIONER 


Positions work 180° on a vertical plane 
and 360° on any coaxial plane. 






Your salesmen invariably will walk out with an order when they 
show how the Wilton Powrarm Positioner reduces waste motion and 
provides greater worker convenience on small assembly work. One 
rominent manufacturer reports time savings up to 36%. Ideal also 
‘or maintenance and repair. Furnished with a Wilton 2” or 242” Vise 
or with a number of special holding fixtures. 


MECHANICAL MODEL HOLDS UP TO 70 LBS. 
HYDRAULKC MODEL HOLDS UP TO 150 LBS. 

















PNEUMATIC AND 
FORMED STEEL WHEELS 








: PNEUMATIC AND 
§ FORMED STEEL CASTERS 





SAGINAW PRODUCTS CORP. 


107 RIVER: SAGINAW, MICHIGAN 





182 IN 








TORCO 

Utility 

Vise WILTON 
Sizes 31%4" & 4° Precision 





Built Vise 
Sizes 2” to 6” 







A stand out in the low priced 
—- No — or dead motion, 
a Ge out pipe jaws or Enclosed design keeps 
out chips and dirt. Grease packed spindle 
= unbreakable nut—broached keyway—no 
wobble. 


Write for catalog sheets 
and discount information 





Wilton Tool Mfg. Co. 


936-D Wrightwood Ave. ¢ Chicagof@, Ill. 


WILTON VISES 


ALSO POWRARMS AND PISTON SETTERS 








‘Available Now 
and 
Better Than Ever! 





Seymovira Smitx 


Snap Jock 


PLIER-WRENCH 
















CAPACITY 
INDICATOR 


. Swivel Jaw 
holds odd- 
shaped pieces. 

. Capacity Indicator 
pre-sets jaw spread. 

. Release unlocks jaws in- 
stantly by a touch of the 
finger. 

Tremendous grip. Use as a plier 

or, when locked closed, for holding § 

articles to be drilled, welded, ground, 

etc. 1000's of uses around P 

home, farm, garage, shop. ~ 

No. 2607, 7’, $1.75; No. 

2610, 10, $2.25. 

LOCK 

At your jobber, or write us 

‘ oH a his name. RELEASE 


SEYMOUR SMITH & SON, INC. 


P 900 B Main $t., Oakville, Conn. i 





a 


FOOT & CHECK VALVES 


end leakage troubles... save their 
cost many times over in service calls 
they eliminate. Ideal for jet type pumps. 
Ask for bulletin 401. 


Onder from 







er, 


G 
INSTANT 





~~ 
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tion of sources of supply and 
customers. 

(b) Scientific layout and depart- 
mentization within the ware- 
house to assure an orderly 
movement of goods and the 
processing of orders with 
maximum efficiency. Waste 
motion in the assembly of 
orders must be reduced. Ex- 
cess travel and back-tracking 
must be eliminated. 
Mechanized methods should 
be introduced wherever feasi- 
ble. Great strides have been 
made in the development 
of materials handling equip- 
ment, gravity rollers, chutes, 
pneumatic tube systems, 
power-driven lifts, conveyor 
belts, ramps, loud speaker 
systems, overhead moving 
chains, and palletizing equip- 
ment. 

9. Sales analysis by lines of mer- 
chandise, by salesmen, by cus- 
tomers, by size of orders, and by 
territories may prove helpful in 
achieving a high level of profit- 
able sales volume. 

10. Sound credit control is essential 
to keep all accounts on a current 
basis and to reduce the total 
amount outstanding, as well as 
the average age of accounts. 

11. Good inventory control can 
serve as the basis for determining 
when to buy and in what quanti- 
ties to buy. It also serves to in- 
dicate whether inventories are 
too high, too low, or at the right 
level in relation to sales. 

2. The control of delivery costs has 
become increasingly important 
since wholesalers in most metro- 
politan areas now deliver by 
truck. The proper organization 


— 
io) 
— 


~ 
J 


of routes to provide a profitable | 


number of stops and to eliminate 
unnecessary mileage is essential. 

13. Operating expenses in general 
should be reviewed regularly in 
order that satisfactory controls 
may be established. 

Summing up, the author has empha- 

sized the following salient points: 

1. Our productive capacity is at an 
all-time peak. Consequently, the 
achievement of full profitable 
production and full gainful em- 
ployment on a continuing basis 
is dependent primarily on the at- 
tainment and maintenance of a 





high, profitable sales level. Our | 


production problems are largely 


lems directly before us. 





It's easy to 
make money with 
Sheet Lubricator 


Every plant that pours babbitt bearings 
is your prospect when you sell Sheet 
Lubricator, by Randall. 


It’s just a square of bronze wire with 
graphite cones attached in staggered 
formation . . . but when it’s cast into a 
bearing it makes that bearing self-lubri- 
cating. Babbitt bearings run smoother, 
far longer, may cut oil consumption as 
much as 90 per cent. 






No technical knowledge is needed to sell 
Sheet Lubricator. It’s easy to sell, easy 
to handle, too. 


Only one 
sheet size... 
packed 12 
to the box... 
cone heights 
plainly marked 
Write for free sample of Sheet Lubricator, 
complete data sheet . . . and details of how 


you can make money on the deal we're 
offering. 


behind us, our marketing prob- | 
| 
| 
| 
| 


2. The loosely-used phrase, “‘Distri- 
bution Costs Too Much,”  in- 
variably stems from irresponsi- | 609 W. Lake St., 


ble sources, and is foisted upon 


Randall Graphite Bearings, Inc. 


Dept. 136, Chicago 6, Ill. 
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FOR: 
DURABILITY 
“DIG-ABILITY” 


CUSTOMER 
SATISFACTION 


There’s no dead wood in f 
the Magor simplified line 
of shovels, scoops and 

spades. Magor meets user 
requirements for durability, 











“dig-ability” and easy 
handling — characteristics 

that keep old customers 
coming back again and 
again. Stock the Magor 
simplified line. 









Feature: 
MASTER 
POWER 
DIGWELL 
ARROW 
BULL'S EYE 
GOLD TARGET 


® 4672 








MAGOR 


CAR CORPORATION 
SHOVEL DIVISION 
| 50 CHURCH ST., NEW YORK 7, N.Y. 
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under hard usage... 





makes precision “milled from 





the bar” screw machine products that stand up 
and whose uniformity and fine finish save 
assembly time and maintenance costs? 


WI rl Oetomiller von, rena 


... of course! 


Write today for the new eye-catching folder that illustrates and describes our 
famous line of... 


CAP nt >. SET SCREWS Va 


y 


MILLED 
runs 9 


COUPLIN 
BOLTS 


eoeoin A sizes and threads 


| Nothing | 
~ like an 





J hard-to- reach 
spots 
EAGLE” HYDRAULIC PUMP OILER 


One of many good reasons why mill- 
wrights, mechanics and machine oper- 
ators have preferred Eagle Hydraulic 
Pump Oilers for many years is the ease 
of operating—the thumb on the lever 
controls the flow of oil—any oil—a drop 
or a full stream—and it works all the 
time. 











Still another reason is the sturdiness, 
the serviceability and the durability 
built into all Eagle Oilers . . . seamless 
drawn steel bodies; double seamed bot- 
toms; detachable welded steel spouts— 
straight, angle or flexible styles, all 
interchaggeable; _positive-acting _hy- 
draulic type pump; ground brass plunger. 
Oil with An “Eagle” Oiler 





Order from your Distributor 


EAGLE MANUFACTURING COMPANY 
Dept. 1D149 
Wellsburg, West Virginia 











\ 
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Join with 


GARDINER 
SOLDER! 


Federated Gardiner Brand 
ACID CORE SOLDER is scien- 
tifically alloyed from the 
purest metals, resulting in a 
precise composition which 
will give strong, lasting bonds. 
For automotive and general 
work. Comes in all commer- 
cial sizes and quantities. 








METALS DIVISION 


AMERICAN SMELTING AND 
REFINING COMPANY 
WHITING, INDIANA (CHICAGO) 






























ws 





Nm 


w 


the gullible public by self-styled 
economists during periods of 
high prices. Consumers are in- 
terested in total costs—not in 
the percentage relationships of 
production and _ distribution 
costs. Mass production, mass dis- 
tribution, and mass consumption 
are the unbeatable combination 
which has provided the people of 
our country with ‘the world’s 
highest standard of living. 

The wholesaling functions are 
indispensable. Hence, the elimi- 
nation of the wholesaler would 
merely result in the transfer of 
his essential functions to others, 
not in their elimination. In 1947 
approximately $155,000,000,000 
worth of merchandise moved 
through nearly 200,000 whole- 
sale establishments to the na- 
tion’s approximately 2,000,000 
retail outlets to serve the needs 
of 140,000,000 people—and it is 
anticipated that this record 
achievement will be surpassed in 
1948. This would be impossible, 
under our free, open, competitive 
system if there were no sound 
economic justification for the 
wholesaler. As a practical mat- 
ter, it would be impossible for all 
manufacturers to sell directly to 
retailers, or for all retailers to buy 
directly from manufacturers. 


4. As a specialist, the wholesaler 


usually performs the essential 
wholesaling functions more ef- 
ficiently—hence, at lower cost— 
than either the manufacturer or 
retailer. However, it is important 
for all wholesalers to review every 
phase of their operations with a 
view to achieving maximum eff- 
ciency. Inefficiency in distribu- 
tion is just as intolerable as 
inefficiency in production. 


It is axiomatic that the efficient per- 
ormance of their essential functions 
y wholesalers will: 


l. 


Maximize their contribution to 
expanded markets and to a fur- 
ther enhancement of our already 
high standards of living. 

Provide insurance against the 
concentration of our economy in 
the hands of big business mo- 
nopoly. 

Assure the continuance of the 
free enterprise system that has 
made our country great in a 
relatively short span of years, as 
the history of nations gocs. 
Assure the continuance of our 
industrial democracy and _ serve 
as a bulwark against encroach- 
ment of ideologies inimical to 
the American tradition. 


In conclusion, it does not suffice for 
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FOR DIFFICULT BF Tesecsat enge, 
LIQUID LEVEL dle type feet 


unit may be 


CONTROL APPLICATIONS §_“** 


The motion of the float is transmitted directly 
to the pilot, which in turn applies the proper 
pressure from an auxiliary air or gas line to 
the Kontrol Motor Diaphragm Valve, thereby 
positioning the inner valve and controlling the 
liquid level. 

















(- 

Air or non-corrosive gas at 20-25 p.s.i. is used to 
operate pilot which may be installed as much as 100 
feet away from the Kontrol Motor Diaphragm Valve. 


Adjustment of throttling range can be made while 
unit is in operation and full valve travel with float 


movement from 1" to 8" can be obtained. 


A wide combination of float units and valve sizes 








may be used. Request Bulletin 1000 from Rieley & 














Mueller, North Bergen, New Jersey. 


Valve sizes for 
this service up 
to 16". 

The Kieley & Mueller policy of continued pio- 
neering has helped the K&M reputation grow con- 
stantly throughout the past 69 years. Look to KA&M 
for: BACK PRESSURE REDUCING VALVES © PRESSURE 
REDUCING VALVES © STRAINERS @ ATMOSPHERIC 
RELIEF VALVES © STOP AND CHECK VALVES © STEAM 
SEPARATORS © GREASE EXTRACTORS. 


a ff ONTROL 
NORTH BERGEN NJ. M. OTOR 








Plastic 
Coating 
for 
Cleanliness 
* 
Sturdy 
BUFFALO 
Solid-Woven 
Careass 
Underneath 






itis 
DURABLE , 
i On | 


.-that’s the 
trouble-free 
combination you offer 


with BUFFALO 


PlasJex * 
BELTING! 


lasTex Belting is ideal for conveying 

in the food industries because it 

combines the easy-to-clean feature 
of a plastic coating with the sturdy 
wearing quality of BUFFALO solid-woven 
cotton belting. 


Introduced recently, BUFFALO PlasTex 
Belting won instant approval of food- 
plant buyers and maintenance men, and 
today it is being used and enthusi- 
astically praised by hundreds of food 
processors all over the country. 





Join the growing list of those who 
sell PlasTex—specify BUFFALO PlasTex 
Belting for food-conveying needs. 


*PlasTex is the registered trade 
name for Buffalo Weaving & Belt- 
ing Company's plastic-covered belt- 
ing. Makers also of RF & C 
(rubber covered), latex, solid-woven 
cotton, and glazed (nitro-cellulose 
coated) beltings. 


Get the whole PlasTex story, and a 
free sample. Write today! 


< BUFFALO 


VE Wal ice. am: TiG0) \iciaem 


209 Chandler Street 





¢ Buffalo 7, N.Y. * New York 


NYolame mac lalanias) 


a de aati tetetcticlal «mm 
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C&L No. 327 
HEAVY DUTY 
TORCH 
Mechanic's Grade Burner 









. . . fire power ‘‘to burn’’—and 
to spare! This remarkable torch 
generates a super-powered blue blast 

over 10” long, of tremendous vol- 
ume and heat intensity—yet regulates 
precisely for ordinary work! Buraos 
in any position, withstands most severe 
service and weather conditions. 





CLAYTON & LAMBERT MFG. CO. 
1716 DIXIE HIGHWAY e LOUISVILLE 10, KY. 











KEY GRAPHITE KEY-TITE 
PASTE ...for sealing pipe 


...an excellent joints on lines car- 
sealer for all lines rying water, gas, 
carrying oil, gas- low-pressure steam, 
oline, kerosene compressed air. 
and high-pressure Does not affect 
steam. Lubricates taste or odor of 
as it seals. potable liquids. 


Pipe joints sealed with Key Pipe Joint Sealing Compounds 
positively will not leak, yet are easily opened, for Key will 
not freeze in the joints. A profitable repeat item. Nationally 
advertised. Attractively packaged. Immediate delivery. 


Inquire about available territories for distribu- 
tors...ask for free samples and full information. 


KEY COMPANY 


2621 McCasland Ave., East St. Lovis, Ill. 
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wholesalers alone to know the eco- | 


nomic truths about their essentiality 
and the services they render. If it be 
true that the meek shall inherit the 
earth it is safe to predict a brilliant 
future for the wholesalers of the coun- 
try for they have never made a con- 


certed effort to tell their story to the | 


public. There exists a real need for an 
aggressive, hard-hitting public relations 
campaign to counteract the gibberish 
of economic pollyannas who, at regu- 
lar intervals, try to delude the Ameri- 
can public into believing that the 
wholesalers are taxing their purchasing 
power unduly. The organization of the 
National Association of Wholesalers is 
the first move in the right direction. 
May it long serve as an effective bearer 
of truth to the consuming public, in 
opposition to the propaganda which 
has no basis in fact. 





Stepping Stones 
to Successful Selling 





Reflections of a veteran sales- 
manager, culled from bulletins 
to his salesmen. 


I’ve been sitting here trying to an- 
swer a questionnaire submitted to me 
by an editor of INpusrRiaL DisrrRisv- 
v10N. He wants to work up an article 
under the title: “What Are the Pri- 
mary Qualifications For Successful 
Selling From the Buyers’ Viewpoint?” 
(Writing must be an easy way to make 
a living when you can get a sales man- 
ager to do your job for you.) 

Well, what are the big points for 
successfully selling the buyer—seen 
from his side of the desk. Heading the 
list, of course, would be that age-old 
admonition to all salesmen (though 
particularly pertinent to industrial sup- 
ply salesmen): “Know your product.” 

Know all about it, so that you can 
recommend it where it is adapted to 
the specific condition and, equally as 
important, know where not to recom- 
mend it. If the article you sell isn’t 
suitable to the customer’s use, say so, 
outright, and if he asks for advice, tell 
him what to buy that will fill his re- 
quirement—if you know yourself. 

The man who attempts to sell with- 
out knowledge is a ridiculous spec- 
tacle—and his delinquencies reflect 
on the whole sales profession. How 
much more ridiculous is the situation 
where the know-nothing salesman 
meets the know-little purchasing agent 
—as happens more frequently than 
you would guess. 

When your product won't do the 
job, say so. It will save your company 
the expense involved in a sale that 


COSTS 





Capacities from % to 
1 ton. Available for 
plug-in on 110, 220 
or 440 volt circuits. 
One-hand control. 


it a 
4 . 


CHISH 


HOIST 


(Affiliated with 





Electric Hoist-Power iS 


LESS ok 


ECONOMICAL Manual handling of mate- 


rials is inefficient..,more 


PORTABLE so today than ever before. 


The CM Comet makes sub- 
SPEEDY stantial savings in materials 

handling costs...is doing 
STURDY it every day in thousands 

of plants. Possibly the CM 
Comet can save a good many dollars for 
you too. Check up on the materials han- 
dling situation in your plant. CM Bulletin 
138... available for the asking... will bring 
you complete details about the Comet. 


OLM-MOORE 


CORPORATION 


Columbus-McKinnon Chain Corporation) 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 
SALES OFFICES: New York * Chicago * Cleveland * San Francisco + Los Angeles 
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MAKE HACK SAW SALES 


FASTER 


WITH THE COMPLETE 


KELLER 


POWER HACK SAW LINE 


No. [—HB Bench 
Model 


Capacity 5” x 5” 


No. 3—C Wet Cut 
Saws Capacity 
634” x 634” 





No. i—Bench Model 
Capacity 4” x 4” 


Sa 





No. 3—Hy- Duty 


faster turn-over . . 


lower their operating costs. 


New illustrated bulletin 
103-1 describes all 8 
models of Keller Power 
Hack Saws. 


Ask for This 
FREE Bulletin Today. 


chine hol (>. 


2363 UNIVERSITY AVENUE 
ST. PAUL 4, MINNESOTA 











Capacity 634” x 634” 
0-702 feed control 


Ranging in price from $80.00 to $375.00 
F.0.B. factory, the nationally advertised 
Keller Power Hack Saw line offers you 
. more profitable sales 
... and satisfied repeat customers. Keller 
Power Hack Saws are easier to sell as they 
have the design features your customers 
want to increase their production and 












a“ 


— 


WILLEY’S 


VAAERS Oh} 


1342 W. Vernor Highway 


qty 


MASONRY DRILLS 






¢ js 


For fast, clean drilling of any and all non-metallic 
materials Willey’s Masonry Drills are your best bet. 


Willey’s Masonry Drills give you greater drilling 
speed. They are quiet, require no coolant, cut clean 
holes without chipping, outlast dozens of old-style drills. 
You can use them with a portable electric drill, a hand 
brace or drill press. Use speeds up to 1000 R.P.M. 
according to the material to be drilled. Easily sharpened 
on.any standard grinder using a silicon carbide wheel. 


Sizes from 3/16” to 1/2" 
Write for Catalog 


CARBIDE TOOL CO. 


LEEY'S: METAL 


Detroit 1, Michigan 
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won't stick. The very least you can 
accomplish by an honest admission is 
that you will prove to the p. a. that 
you are not so anxious to sell as you 
are to see that he gets what he requires 
for satisfactory service. 


SALES HELPS 


from 
MANUFACTURERS 


om 


CAST IRON PULLEYS—A 16-page 
bulletin describes the company’s “Blue 
Face” and “Belt-Saver” pulleys and 
gives new list prices. Discount sheets 
are also available. Varied and typical 
on-the-job installations are shown.— 
Sprout, Waldron & Co., Muncy, Pa. 








MOTORS—of one horsepower or 
larger for driving power house auxil- 
iaries are described in a new 28-page 
illustrated bulletin which provides data 
on types and characteristics Allis- 
Chalmers, Milwaukee, Wis. 








COUPLING SELECTOR-A 
steelflex coupling selector makes it 
easy to determine the correct coupling 
size for particular applications. It was 
designed for use by draftsmen, engi- 
neers, designers and plant engineers. 
The manufacturer offers it to all who 
can find suitable use for this selection 
aid.—Falk Corp., Milwaukee, Wis. 


SEPARATORS-and exhaust heads 
are discussed in a new catalog, which 
also includes such pertinent data as 


pressure chart and capacity tables.— 
Wright Austin Co., Detroit, Mich. 


DISPLAY PANELS—As a selling aid, 
the manufacturer offers two yellow 
and black display panels. One will 
accommodate 5 styles of door holders, 
while the other will hold 28 produc- 
tion and welding clamps which can be 
sold directly from the panel_—Grand 
Specialties Co., Chicago, III. 


DATA BOOK—Describes new power 
and manual tools for use with “Riv- 


new 
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nuts”—the blind fastener which can 
be used either as a rivet or nut plate. 
The booklet tells of step-by-step in- 
stallation, lists types, sizes and grip 
ranges and includes test data.—B. F. 
Goodrich Co., Akron, Ohio. 


BRAZING FITTINGS-—Instructions 
for brazing fittings to pipe and tub- 
ing are given in Bulletin 17, complete 
with illustrations and step-by-step 
procedure.—Handy & Harman, New 
York, N. Y. 


WHEEL CONVEYORS-—A 24-page 
brochure gives the seven ‘“Stream- 
liner” advantages of the manufac- 
turer’s line of gravity wheel conveyors 
as well as detailed information on var- 
ious type numbers.—Harry ]. Fergu- 
son Co., Jenkintown, Pa. 


METAL COOLANT HOSE -Bulle- 
tin CH-48 describes the company’s 
line of flexible metal coolant hose 
which is designed especially for con- 
ducting coolants on machine tools.— 
Chicago Metal Hose Corp., Maywood, 
Il. 


SCREW MACHINF. PRODUCTS-— 
A 60-page booklet, with spiral bind- 
ing and handy index tabs, provides 
ready reference to the manufacturer’s 
line of screw machine products. Gen- 
eral specifications and tables are pro- 
vided as well as correspondence and 
discount information—Wm. H. Ot- 
temiller Co., York, Pa. 


WIRE ROPE-A colorful sound film 
entitled “Indian Paint” vividly por- 
trays the making of steel from ore to 
finished product—wire rope. Avail- 
able for public showing, the story is 
both educational and entertaining. — 
Wickwire Spencer Steel Division, 
Colorado Fuel & Iron Corp., New 
York, N. Y. 


VERTICAL MIXERS-—A new 4-page, 
2-color bulletin (VA-948) has been 
issued which lists advantages, speci- 
fications and construction details of 
the manufacturer’s line of vertical 
mixers. It describes and gives com- 
plete dimensional data on the three 
standard sizes.—Sprout, Waldron & 
Co., Muncy, Pa. 


GRINDERS, POLISHERS, BUF- 
FERS—A new bulletin (No. 112) in- 
cludes illustrations and descriptions, as 
well as specification tables, on “Cadet” 
grinders, polishers and __ buffers.— 
Standard Electrical Tool Co., Cin- 
cinnati, Ohio. 


MATERIALS HANDLING -Junior 
Catalog 487 contains illustrations and 








“OLD - HICKORY j 


| sTEtl éRIP 5 


MADE IN USA 






















































PAREL 


'ORKING HAZARD ’ > 
HEREVER men work, there you will 
find immediate sales openings for 

STEEL-GRIP SAFETY APPAREL. 

Management, in small and large plants 
of all kinds, realizes the importance of this 
protection, recognizes the quality of STEEL- 
GRIP and makes purchases that result in 
good profit. 

This complete line of SAFETY AP- 
PAREL, that covers all needs from head to 
toe, makes it possible for you to supply 
every requirement. 

We have been a source for SAFETY 
APPAREL for more than 35 years. Each 
item in our extensive line has been devel- 
oped in quality, in comfort, in durability, 
to be ideally suited for the need. 





The Nation's No. 1 


| Built ane special heat-resist- 
| ant leather. Entire back one 
jece, no burned-out seams. 
ool heat breaker inside. 





@ Included in the line are GLOVES, MITTENS, APRONS, 
HANDGUARDS, ARM PROTECTORS, FLAME-PROOF 


CLOTHING, LEGGINGS, SPATS, ond FINGER GUARDS. SAFETY APPAREL 


FOR ALL PARTS 
OF THE BODY 











OLD HICKORY 


=) 
SUE GRIP 


GLOVES COMPANY 
1640 GARFIELD BLVD. + DANVILLE, ILL. 
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WEINBERG & McKEE 
Compiled 


HAVE THESE MODERN FEATURES/ 


Action illustrations demonstrate the use 
of many products. 


Nationally Advertised 
with manufacturers a 
of their trade-marks, 


Lines are tied up 
dvertising by use: 








THREADED CHUCKS 


These chucks are threaded for direct mounting on 
spindles of Atlas 10”, Clausing, Logan, South Bend 9” and 
other lathes with 114”-8 thread spindles. No adapter is 
construction insures customer 





needed. Accurate, sturdy 


satisfaction. 
3-Jaw Universal Chucks are available in 5” and 6” sizes. 
4-Jaw Independent Chucks are made in 6” and 8” sizes. All 


sizes in stock subject to prior sale. 


q The Chuck With the Red Name Plate 
an SEND FOR CATALOG 701 


WESTCOTT 





CHUCK COMPANY 


600 E. Walnut St., ONEIDA, N.Y. 
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comprehensive information on the 
manufacturer’s entire line of materials 
handling equipment, including hand, 
hydraulic and electric lift trucks, 
pallet trucks, the Nifty lifter system, 
skids, stacking frames, lifting and die 
tables, portable work benches, hoists, 
elevators, portable cranes, hand trucks, 
barrel trucks, storage racks and dol- 
lies.—Barrett-Cravens Co., Chicago, 
Til. 


TUBING AND HOSE-Two new 
bulletins give technical data on the 
application of flexible tubing for air, 
oil, steam, gases and volatiles and in- 
formation on galvanized steel and 
bronze steam hose. — Pennsylvania 
Flexible Metallic Tubing Co., Phila- 
delphia, Pa. 


POWER SAWS-Three types of 
portable power saws are described in 
a new 4-page folder, which also in- 
cludes a helpful table of saw blade 
activity—Kett Tool Co., Cincinnati, 
Ohio. 


PLUG VALVES-Section 5 of Valve 
Reference Book No. 39 has just been 
issued. It covers the “Self-Seald” lu- 
bricated plug valve and offers general 
catalog data, descriptions, specifica- 
tions and prices on the units, parts and 
accessories—Homestead Valve Mfg. 
Co., Inc., Coraopolis, Pa. 


WELDING APPARATUS — A new 
catalog presents, by means of 4-color 
illustrations, a comprehensive portion 
of the manufacturer’s line of gas weld- 
ing and flame cutting apparatus.— 
Victor Equipment Co., San Francisco, 
Calif. 


VALVE-—Bulletin No. 265 describes 
the pressure reducing and regulating 
valve, giving recommendations cover- 
ing installation and containing ca- 
pacity charts for water, air and steam. 
—A. W. Cash Valve Mfg. Corp., 
Decatur, II. 


PLUG VALVES-A feature of the 
16-page, fully-illustrated catalog on 
lubricated plug valves is a full-page, 
cross-section view of the valve which, 
with an accompanying explanation, 
gives a clear description of its advan- 
tages. Tables contain dimensions, list 
prices, pertinent data including size of 


‘lubricant stock, size of adaptor for 


pressure-gun lubrication, size of 
wrench and locking device and weight 
of valve—H. K. Porter Co., Inc., 
Chicago, III. 


GAGES-A new, 46-page illustrated 
catalog and pricing manual includes 
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easy reference tables to determine 
selling prices for the manufacturer's 
line of fixed gages.—Threadwell Tap 
& Die Co., Greenfield, Mass. 


BALL BEARING DATA-—Valuable 
hints on the handling of ball bearings 
when new, or their cleaning when re- 
moved during overhaul are given in 
“The Dragon”. The booklet also car- 
ries articles on the use of ball bearings 
in outboard motors, motorized prime 
movers, agricultural equipment and 
machines contour boring and turn- 
ing—Fafnir Bearing Co., New Bri- 
tain, Conn. 


FASTENING DEVICES—Complete 
size and list price information on the 
company’s line of fastening and 
anchoring devices is outlined in Cata- 
log No. 60. Loose leaf pages for sales- 
men’s catalogs will be furnished on 
request—Arro Expansion Bolt Co., 
Marion, Ohio. 


POWER HACK SAWS-A descrip- 
tive pamphlet (Bulletin #103) out- 
lines complete specifications and illus- 
trates eight different power hack saw 
models. Included among them is the 
new No. 3 “Hy-Duty” power hack 
saw equipped with a patented feed 
control.—Keller Tool « Machine 
Works, Division of Sales Service Ma- 
chine Tool Company, Eau Claire, 
Wis. 


TOOLS AND PIPE TOOLS—The 
new D-48, deluxe edition general 
catalog contains 216 pages of clearly 
illustrated, fully descriptive material 
covering the complete line of the 
manufacturer’s tools and pipe tools. 
Looseleaf in construction and printed 
in two colors, the catalog has been de- 
signed for ready reference and easy 
reading.—Armstrong Bros. Tool Co., 


Chicago, IIl. 


ROLLER CHAIN—A new _ 8-page 
catalog outlines specifications for single 
and multiple chains and also gives 
prices and specifications for lug type 
attachments. Engineering drawings 
and photomicrographs explain several 
improvements in the design and pro- 
duction of the chain.—Atlas Chain & 
Mfg. Co., Philadelphia, Pa. 


SALES PRESENTATION-—A color- 
ful booklet, “To Make A Rabbit Pie’, 
is a graphic account of the way the 
manufacturer merchandises _ tools 
through industrial supply distributors. 
Feature of the brochure is a chart of 
the gage and cutting tool potential in 
dollars for next year, broken down by 
state.—Threadwell Tap & Die Co., 
Greenfield, Mass. 











. . FROM TOP 





\B-RIGHT-ON 


For top-quality that’s always dependable, count on B-Right-On 
Socket Screw Products. Complete line includes Hollow Set Screws, 
Socket Cap Screws, Hollow Pipe Plugs and Stripper Bolts. 


Production runs solicited. 


We have completely revised our list prices and sizes carried in 
stock. We will be pleased to send you a copy of this new list on 
request. 


Dealers—Our large, complete and centrally located stock is at 
your service. Investigate this fast-moving, profitable line. 


The BRIGHTON Screw & My. Co. 


1827 READING ROAD 
CINCINNATI 2, OHIO 
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Markets are immediate 
and potential for... 





Model GES-12 Nibbler Type weighs 12 Ibs. 
Cap. 4%” boiler plate—14 gauge stainless 
steel. Price complete with cable and plug, 
$195. 


Model GES-9 
Nibbler Type 
weighs 6 Ibs. 
Cuts 14 
gauge hot 
rolled sheet 
steel or 16 
gauge stain- 
less steel. 





DETROIT 7 


GES 


ELECTRIC 


HAND SHEARS 


The demand for these ver- 
satile. practical tools is 
constant and gives you a 
sales advantage .. . they 
are needed in great num- 
bers in the sheet metal in- 
dustry as well as for plas- 
tic and metal pattern work 
—for tool and die shops— 
for production shops. Every 
branch of industry offers 
Prospects for the GES 
Hand Shears. Intensive 
selling will pay off in good 
returns. 


DISTRIBUTORS: Send for 
our complete story—we 
give prompt deliveries 
to help you get immedi- 
ate business... 


JEFFERSON 


ENGR. & MFG. COMPANY 


269 WALKER ST. 


MICHIGAN 
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A new sales booster... that keeps 
your name before your customers! 


Here's something NEW in the merchandising of shim stock! 
Three big advantages for you: 


1 For the first time, a sturdy metal wall rack to be filled 


® with four cartons of shim stock in gauges of the cus- § 


tomer's choice. There's no need to buy fixed, inflexible 
assortments. 12 gauges from .001 to .012” are available. 


2. 


excellent advertising, gets your name into the shop on an 


FREE imprinting of your firm name across the top, 


every day basis. 


3. 


Larger units of sale for you! You sell the rack and 
four cartons of shim stock at one time. 


when ordered in quantities of twenty-five or more. It's — 


LAMINATED SHIM COMPANY, INC. 


O Bt 





see ees won wt / sraee we. 82 


20) 


a hemandmaae 





NEW WALL RACK... 
Features your firm name. 
Holds any 4 gauges your 
customer chooses. 


SELL PACKAGES INSTEAD OF INCHES! Laminated Shim Company's 
line of packaged shim stock saves space and time and waste 


in stocking and using. Write today for catalog and price sheets, 


explanation of distributor protection and cooperation policy. 


LAMINATED SHIM COMPANY 


INCORPORATED 


NBs © OY Gans Od On 01 GLENBROOK, CONN 
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NEW LINES 
taken on by 
DISTRIBUTORS 


Pacific Tool & Supply Co., Oakland, 
Calif., has acquired a distributor- 
ship for products manufactured by 
the Winter Bros. Division of 
National Twist Drill & Tool Co. 


Fulton Supply Co., Atlanta, Ga., has 
been appointed distributors for 
brass and bronze rods by Titan 
Metal Mfg. Co., for supply in 
southeastern United States. 


John Best & Associates, Toronto, 
Canada, has been named distribu- 
tor in Canada for portable air and 
electric tools manufactured by 
Buckeye Tools Corp. 


Western Metals & Supply Co., San 
Diego, Calif., has been made a dis- 
tributor of the general line of alumi- 
num mill products of Reynolds 
Metals Co. 


The Idaho Machinery & Supply Co., 
Wallace, Idaho, has been named a 
dealer for the Allis-Chalmers line of 
Texrope drive equipment in Koone- 
nai county. 


Industrial Supply Co., Albuquerque, 
N. Mex., has been named a dis- 
tributor in its area for the com 
plete stock of Hewitt hose and 
belting. 


| Garrett Supply Co., Los Angeles, 


Calif., recently was appointed a dis- 
tributor in the Los Angeles area 
for the Butterfield Division, Union 
Twist Drill Co., manufacturers of 
i dies, reamers, screwplates and 
other industrial cutting tools. 


Arrow Machine Tool Co., Providence, 
R. I., has been named exclusive dis- 
tributor in Providence and vicinity 
for the Butterfield Division, Union 
Twist Drill Co. lines. 


Peck Steel & Die Supply, Los 
Angeles, Calif., has been named 
West Coast distributor of low-tem- 
perature-melting alloys manufac- 
tured by Cerro de Pasco Copper 
Corp. of New York City. 


Selma Foundry & Machine Co. of 
Selma, Ala., now is a distributor of 
Baldwin-Rex merchandise products. 


Miller & Stern Supply Co., San Fran- 
cisco, Calif., has been appointed 
distributor for the complete line of 
“Carmet” carbide bits manufac- 

















tured by the Allegheny Ludlum 
Steel Corp. 


Following are several industrial sup- 
ply and equipment distributors re- 
cently appointed to carry products of 
the Boice-Crane Co.: 


@ Florida Machinery Corp., 
Miami, Fla. 

© Koechr Hardware & Supply Co., 

i McHenry, Ill. 

@ Wiedenbeck-Dobelin Co., 
Madison, Wis. 

© Black & Fletcher, 
Kewanee, It]. 

e Pye-Barker Supply Co., 
Atlanta, Ga. 

© Portable Tool Co., 
Milwaukee, Wis. 

© Springfield Supply Co., 
Springfield, Pa. 

e Central Supply & Appliance Co., 
Virginia, Minn. 


The Buyer Looks 
at Business 


Composite opinion of purchasing 
agents who comprise the N. A. P. A. 
Business Survey Committee. 








The election had very little effect 
on November industrial business. The 
trends established in September and 
October continucd and reports show 
production high, with backorders de- 
clining. The consensus of purchasing 
executives is that production will fall 
off during December and, possibly, 
January, and backorders will decline 
further. A combination of factors is 
reported responsible. Many industries 
that are normally subject to seasonal 
variations in activity, but which have 
continued twelve-month capacity op- 
erations since the war, are now finding 
the return of seasonal fluctuations in- 
fluencing sales and production sched- 
ules. The uncertainty of government 
policies is a limiting factor on pro- 
grams, for management must be in a 
position to make quick revisions, if 
necessary. Luxury ha wearing ap- 
parel, and capital equipment seem 
most affected at this time. Long-range 
plans involving construction, capital 
equipment expenditures and sales pro- 
motional campaigns appear to be hesi- 
tant, awaiting clarification of the rules 
under which industry is to operate. 


Prices 


Except for the movement in non- 
ferrous metals, both open and “out- 
side” market, the price situation shows 



















BETTER PERFORMANCE 


STARTS AT THE HEART 
=> OFA 
HEIN-WERNER 


The “heart” of a Hein-Werner Jack is its Heinite Piston, 
proven by actual tests to withstand ten times the wear of 
conventional cups or packings. Completely engineered and 
manufactured in our own plant, the exclusive Heinite Piston 
is your customers’ guarantee of maximum operating 
efficiency in every Hein- Werner Hydraulic Jack. 

MEETS YOUR CUSTOMERS’ NEEDS FOR HYDRAULIC PRESSURE UP TO 100 TONS 
Your customers will find many time and labor-saving uses 
for Hein- Werner Hydraulic Jacks. For maintenance, conver- 
sion or production line operations, these hydraulic jacks are 
efficient for pressing gears, pinions or bushings—or for 
helping to shift heavy machinery, move heavy stock, or 
other load-lifting operations up to 100 tons. Every Hein- 
Werner Jack is tested at 1%; times its rated capacity. 


Made in models of 12, 3, 5, 8, 12, 20, 
30, 50 and 100 tons capacity. Write for 


complete information. 
Mi emer 


: MALL ee 


WAU KESHA.e+ WISCONSIN 
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HEIN-WERNER CORPORATION 














Marquette is your Selling Line for ‘49. 
Write for details on obtaining a 
money-making Marquette Dealership. 






EQUIPMENT 


A.C.ARC WELDERS ELECTRODES 
ACETYLENE GENERATORS ACCESSORIES 
OXY-ACETYLENE WELDING & CUTTING EQUIP. 









Marquette Mfg. Co., Inc. Minneapolis 14, Minn. 





















...even when 
the pipe is not 
perfectly aligned! 











HOT FORGED from solid, rectangular steel bars, Catawissa 
Pipe Unions are free from sand and blow holes. The ball-to- 
angle seat design plus their ability to expand and contract 
with the pipe give you sure fire dependability . . . a pete 


HOT FORGED STEEL fect seal for every application! 


STAINLESS STEEL 
Full ACME Threads or WRITE FOR COMPLETE ENGINEERING a 
U. S. Y-Threads in AND YOUR COPY OF BULLETIN 10-A 


Union nuts and on fe- 
STAND CATAWISSA VALVE & FITTINGS CO. 








STANDARD AND 
DOUBLE EXTRA 
HEAVY 
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a continuing leveling off, with a 
stronger trend to decline. It is pointed 
out that many commodities are selling 
below their postwar highs. Fabricated 
items are developing keen competi- 
tion. Overstocked shelf goods are be- 
ing offered at reductions. While cur- 
rent markets are spotty pricewise, there 
is a strong tendency toward softening. 


Inventories 


The policy to reduce inventories to 
lowest workable limits continues in 
force. In line with hesitancy about 
the future, shortened buying range, 
and falling backlogs, some liquidation 
of inventories is in evidence. In many 
organizations, substantial reserves are 
being set up to cover anticipated in- 
ventory losses. Extreme conservatism 
is the order of the day. 


Buying Policy 


Ninety-eight percent are now within 
the “hand-to-mouth to 90-day” com- 
mitment range. Compared with 88% 
in this bracket a few months ago, the 
reflected views on future market con- 
ditions are most pronounced. It might 
be expected that forward commitment 
policies would broaden to meet the 
threats of government controls and a 
fourth wave of wage increases. The 
reverse, however, appears to be true. 
The bottleneck created by scarce com- 
modities holds back commitments in 
the easier-to-get materials. 


Commodity Changes 


Lead and zinc were the important 
commodities registering price advances 
this month. “Outside market” sales 
of copper at over current market quo- 
tations are reported. Conversion deals 
in lead, copper, aluminum and steel, 
resulting in higher than published mar- 
ket prices for end products, have been 
more in evidence this month. Other 
than these, commodity prices remain 
static with a tendency to lower. 

Reported Up: Diamond powder, dic 
castings, dyes, engines, felts, gasoline, 
machinery, China Wood oil, paint, 
rosin. 

On down side: Alcchol, used cars, 
botanical drugs, coal, cornstarch, cot- 
ton, cotton twine, food, formaldehyde, 
friction tape, gummed tape, lumber, 
lard oil, paper, wastepaper, pitch, ra- 
dios, rubber, silver, soap, many textiles. 

The hard-to-get list remains the 
same. Aluminum, lead, copper, zinc, 
nickel, steel, cadmium, cement, coke, 
nails, tin. 

In easier supply: Alcohol, coal, fuel 
oil, lumber, lard oil, lubricating oil, 
soda ash. 


Employment 


In general, high employment is be- 
ing maintained throughout the coun- 














try, but there are soft spots develop- 
ing. An es number report 
small to substantial layoffs and shorter 
working time. Reduction of backlogs 
shows up first in a curtailment of ini- 
tial manufacturing operations, and 
work-in-process moves rapidly into fin- 
ished goods. Reluctance of many 
manufacturers to stock pile the fin- 
ished products is reported to be in- 
fluencing employment and_ work 
schedules. 


Canada 


Production and backorders are hold- 
ing about the same as last month— 
high. Prices static, but some indica- 
tions of softness. Inventories down. 
Employment good. Some seasonal 
layoffs. Buying policy the same as in 
the States. 


FROM THE 


FILES 


25 Years Ago 








The National Supply & Machinery 
Dealers’ Association was asking its 
members why they shouldn’t charge 
interest on overdue accounts—explain- 
ing a liability case to illustrate how 
the custom of one house had induced 
a more prompt settlement. 

A majority of dealers surveyed 
thought 1924 would be a good year. 
All agreed that the past year had been 
an exceptionally prosperous one, with 
increases in business varying all the 
way from 20 to what was referred to as 
“a banner year.” 

“Taking Personal as Well as Stock 
Inventory,” an article by Kenneth C. 
Cardwell, suggested salesmen size up 
themselves for the New Year to see 
whether they “had the goods” for a 
career in salesmanship—and were de- 
livering them. 

The Charlotte Supply Co., Char- 
lotte, S. C., planned to erect a new 
four-story building to house its grow- 
ing business. 

Federal Judge Knox signed a de- 
cree which dissolved the Cement 
Manufacturers’ Protective Association 
—on the ground that the association 
operated in violation of the Sherman 
anti-trust law. 

Transmission equipment was “front 
and center” in the exhibits at the 2nd 
Annual National Exposition of Power 
and Mechanical Engineering, held in 
Grand Central Palace, New York. 
(They’ve just held their 18th in the 
series at the same location. ) 














carbide tipped 
adjustable 


Design of Wendt-Sonis Ad- 

justable Reamers assures out- 

standing performance of reaming 
operations. Cuts are smooth and true to 
close tolerances. Generous chip clearance 
allows maximum stock removal. In addi- 
tion all these features are helping to make 
Wendt-Sonis Adjustable Reamers “Today’s 
Best Seller.” , 













EXCLUSIVE 
W-S BLADE DESIGN 





MORE 
CARBIDE 


EASIER STRONGER 
GRINDING BACKING 








REPLACEABLE CARBIDE-TIPPED CUTTING BLADES—A _ new tool can 
be had by replacing worn blades. One piece of carbide, heavily backed with 
high speed steel, runs the full length of blade. Diamond lapped cutting 


edges insure free cutting action — longer life, 


ADJUSTABLE TO CLOSE TOLERANCES — Threads precision ground from 
the solid permit close blade adjustment. Maximum expansion allows greater 
number of re-grinds per tool. Special safety lock-nut permits easier replace- 


ment and positive locking of inserted blade. 


AVAILABLE IN THREE STYLES — Straight shank, taper shank and shell 
type for reaming any type of material. Also available in right and left hand 
spiral flutes in straight and taper shank styles. A wide range of sizes for 


almost every reaming job, 


Write for W-S Catalog No. 646 Revised 


Contains full specifications and prices on Wendt-Sonis Carbide 
Tipped Adjustable Reamers and the complete W-S line. Write: 


\ WENpbtT-Sonis CoMPANY, Hannibal, Missouri. 


CARBIDE CUTTING TOOLS 
BORING TOOLS ¢ CENTERS * COUNTERBORES © SPOTFACERS © CUT-OFF TOOLS 
DRILLS © END MILLS © FLY CUTTERS © TOOL BITS © MILLING CUTTERS * REAMERS 
ROLLER TURNING TOOLS © SPECIAL BITS 
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10 Years Ago 


John T. McCarthy, Hercules Sup- 
ply, Fort Worth, Texas, was back 
home after two eventful months in 
Europe—and no longer on the hunt 
for excitement. He’d been in Czecho- 
Slovakia and the Sudeten territory 
while the paper-hanger was planning a 
visit (unannounced ). 

W. A. Haseltine had gone over- 
board for “the cruise,” booking res- 
ervations for himself, the Missus, a 
daughter and two sons. 

Executive committees of the three 
supply associations, in conference 
met, voted to investigate the possibil- 
ity of making a thorough cost study 
of the distribution industry. 

The latest improvements and crea- 
tions in power products, shown by 
280 manufacturers, were seen by up- 
ward of 42,000 who attended the 
Power Show in New York. 

The Sales Indicator continued its 





consistent rise,-topping the figure for | 
October with 96 for the month. of | 


November. 

The Power Transmission Club of 
Chicago engaged Dean Rogers, acting 
director of the Lewis Institute, to 


conduct an engineering class on power | 


transmission. 

Manufacturer’s Supply Co. of 
Grand Rapids, Mich., opened a 
branch store at 202 East 8th Street, 
Holland, Mich. 











Jan. 10-14—National Materials Han- 
dling Exposition, Convention Hall, 
Philadelphia. 


Jan. 13—Southern & American Asso- 
ciations, Industrial Distribution 
Forum, Biloxi, Miss. 


Jan. 14—Southern Supply & Distribu- 
tors Association, Annual Mid-Year 
Meeting, Biloxi, Miss. 


Jan. 24-28—International Heating & 
Ventilating Exposition, Chicago, 
Ill. 

Feb. 8-9—Second Annual Broodmoor 
Conference, Rocky Mountain Asso- 
ciation of Distributors, Colorado 
Springs, Col. 





We have a 
copy for you- 





..« facts about industry's 


rating of gauges that yeu 
will want to know... 


You may well have read some of the 
Marsh advertisements contained in 
this folder. Brought together they 
tell a story about gauge preference 
in field after field of industry that is 
important to you. Everyone who 
handles pressure gauges will find 
this presentation profitable reading. 

Your copy, sent on request, will 
demonstrate two things: (1) that 
Marsh Gauges are the right gauges 
for you to handle, and (2) that 
Marsh, through such advertisements 
as these, drives home to your cus- 
tomers unremittingly the story of 
Marsh acceptability. 


JAS. P. MARSH CORP. ! 
Dept. C, Skokie, Ill. 








the gauge 
with the 
uRECALIBRATOR 


a alibrator”’ - 
arsh ‘Rec * 
ao : ay to correct a a me othe 
weal of adjvstm : 

ee a superlative gavge- 
touc 





GAUGES ©. VALVES ¢ TRAPS. 
DIAL THERMOMETERS 
HEATING SPECIALTIES 
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Mar. 21-25—International Exposition | 
of Textile Machinery, Equipment 
& Supplies, New York City. 


Mar. 29-Apr. 1—International Light- | 


ing Exposition, Stevens Hotel, Chi- 
cago. 


Apr. 25-27—Triple Mill Supply Con- 
vention, Cleveland, Ohio. 


Apr. 25-29—Third Southern Machin- 
ery & Metals Exposition, Atlanta, 
Ga. 


May 2-7—International Textile In- 
dustries Exposition, New York City. 

May 2-13—British Industries Fair, 
London, Birmingham. 

May 10-12—American Management 


Association, Packaging Convention, 
Atlantic City. 


Sept. 19-22—Allied Railway Supply 


Association, Sherman Hotel, Chi- 
cago. 


Oct. 31-Nov. 4—National Safety 
Congress Exposition, Chicago. 


OBITUARIES 


William S. Boyd, 


Distributors’ Salesman 








William S. Boyd, who was well- 
known in the wholesale hardware and 
mill supply trade in Western New 
York, died suddenly on November 30 
in his home in Buffalo, N. Y. He had 
been active in the field for the past 45 
vears. 

Mr. Boyd began as salesman for 
Weed & Co. Later he became a sales- 
man for and a stockholder in the Buf- 
falo Wholesale Hardware Co. When 
that firm was dissolved, he became a 
salesman for the George Worthington 
Co. of Cleveland. 


Theodore H. Meyer, 
Formerly of Weed & Co. 


Theodore H. Meyer, former sec- 
retary of Weed & Co., Buffalo mill 
supply firm, died on November 12. 
He was 92 years old. 

Mr. Meyer joined the Buffalo com- 
pany in 1902 as bookkeeper. He be- 
came secretary and served in that ca- 
pacity until his retirement. 


Austin W. Clark, 
Carborundum Trexzsurer 


Austin W. Clark, treasurer and con- 
troller of the Carborundum Co., 
Niagara Falls, died of a heart attack 
on November 21 while sitting in his 
parked automobile. He was 53 years 
old. 





Tomorrow's Competition : 
Will Demand 





Faitisl Selig | 


NOW is the time to prepare for “\\ 
more factual pump selling! You C ae 
can build up a lot of “liquid han- + 





dling know-how" by reference to —— 
the numerous catalogs and bulle- S 
tins on the COMPLETE DEMING oa 


LINE listed below. Please specify 
Catalog or Bulletin Numbers 
when writing for your free copies. 


TYPES OF PUMPS 


CATALOG OR 


BULLETIN NO. CENTRIFUGAL PUMP BULLETINS 

I ehasssnsscnciace Side Suction, Single and Two Ball Bearing Centrifugal Pumps. Sizes: '/2"", 34", 
I", I", and 2", Capacities: up to 200 gallons per minute. 

eS Single Stage, Side Suction, Single Ball Bearing Centrifugal Pumps. Sizes 
I" to 10" discharge. Capacities: 10 to 3600 gallons per minute. 

siesta Single Stage, Side Suction, Two Ball Bearing Centrifugal Pumps with separate 


liquid end construction. Sizes I"* to 10'' discharge, Capacities: 10 to 3600 
gallons per minute. 


A siictiesincniens Single Stage, Side Suction, Two Ball Bearing Centrifugal Pumps. Sizes |" 
to 6" discharge. Capacities: 10 to 1200 gallons per minute. 

icincdattioass “‘Motor-Mount" Centrifugal Pumps. 63 standard sizes. Capacities from 
5 to 650 gallons per minute. 

ee Single Stage, Side Suction, Single Ball Bearing Centrifugal Pumps. Sizes 


I" to 10" discharge. Capacities 10 to 3600 gallons per minute. 
SPECIAL BOOKLET: "Facts You Should Know About Centrifugal Pumps and Impellers." 


DEEP WELL TURBINE PUMPS 


4700-8 ..........00.......Water Lubricated, Deep Well Turbine Pumps. Vertical, Multi-stage con- 
struction. Capacities up to 3000 gallons per minute. Available in various 
types of heads to meet practically all power drive requirements, 


SUMP PUMPS AND CELLAR DRAINERS 


iavsitarintncresens Vertical Sump Pumps and Cellar Drainers. Centrifugal types. A wide range 
of capacities up to 3200 gallons per minute, 


CONDENSATION RETURN UNITS 
AND BOILER FEED PUMPS 


i ikcsinstiinniiici Deming Condensation Return Units and Boiler Feed Pumps are equioped 
with various types of standard pumps to meet a wide diversity of requ:re- 
ments. Full range of capacities. é 

4957.....ccerssssseeeee Deming "HOTSHOT" Condensation Return Unit in sizes designed to handle 
from 500 to 10,000 square feet of direct radiation against pressures from 
10 to 55 pounds. 


COMPLETE WATER SYSTEMS 


Catalog "'F"’..... The complete line of Deming Shallow Well, Jet-type, and Deep Well Pumps 
and Water Systems, 


se THE DEMING COMPANY 
511 BROADWAY « « «© SALEM, OHIO 





PUMPS AND WATER SYSTEMS 
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pes vee waee Wels that’s why it’s 

easy to sell the Calder line of 
dressers and tool steel cutters. 
They are available in the right 
size for every job. Dressers have 
Right and Left hand Threaded 
Bushings for automatic tighten- 
ing—feature extra weight for 
easy use. 


We also feature a fine line of 
diamond dressing tools. 


Sold Only Through Distributors 






E CALDER MANUFACTURING CO. 


Lancaster, Penna. 





ALWAYS A DEMAND FOR THESE 


) Ms DRILLING «xo TAPPING 
Teo: PRODUCTION BOOSTERS 









~ 
ACHMENTS | 
Te Aa espe se FOOT . OPERATED 
tapper of any gril thout TAPPING MACHINE 


Quickly mounte 
altering press. 


: ne nsitive 
7 sizes for Has hair-trigger *° lutch, ‘ae 


Quite 


al friction © 


_ 0 to 1" taps- centr . 
CLAMPS available — automatic ro se ont ee 
absolute rigidity. sensitively Coun opera- | 
For full ne fost pode do is feed the 
> ° i 
ask for BULLET od ted step on the | 


pedal. Unskilled operators | 


eat duction 
L CHUCKS can maintain pro Ralan 
KEYLESS DAILY yen uae” rates up to 12,000 hole 
iminatt nergy: er hour. . 
up drilling, te deal for For full details 
makes chu Also ask for BULLET! ° 





ae 


TAP CHUCKS 


ible. assuring 


;_, 
puctett oxi 






{= f assures long. ¢ : Grip is vis tion of taps 
reo 5 sizes for No- M4 ble a proper inser as uheet. for 
drills. Also availa every time. 






Oto I" taps: 
7 For full details 
ask for BULLETIN No. 


ills. 
portable dri 
For full details 
esk for BULLETIN No. 6 


eins 














Write for the Bulletins ond 
details of the Dealer set-up 


ETTCO TOOL Co. 600 Jehnson Ave., Brooklyn 6, WN. Y. 
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Heyliger Church 


Heyliger Church, 
Weatherhead Sales Head 


While on a business trip to Argen- 
tina, Heyliger Church Weatherhead 
Co. executive died suddenly of a heart 
attack in Buenos Aires on November 
13. He was 55. 

Mr. Church joined The Weather- 
head Co. in 1936 as sales manager of 
the aviation division. Later he was 
appointed vice-president in charge of 
export sales. 

Mr. Church was a member of the 
S. A. E. and of the Institute of Aero- 
nautical Sciences. 

He is survived by his wife, a son 
and a daughter. 


Melvin Munson, 
White Tool & Supply Co. 


Melvin Munson, for 28 years vice- 
president of the White Tool & Supply 
Co., Cleveland, Ohio, died recently 
at the age of 62. 

Mr. Munson had been superin- 
dent of the John S. Oran Co., Cleve- 
land barrel-making machinery manu- 
facturer, and for a few years was 
assistant buyer for the Ferro Machine 
& Foundry Co. 

Surviving are his son and a brother. 





“If b g t today avoids 
many of the wastes and errors of old 
time cut-and-try-guesswork, the de- 
velopment of marketing research may 
largely take the credit. And if business 
in the future is to move further toward 
the goal of becoming a skilled art, 
those who find facts and know how 
to interpret them will be largely respon- 
sible for that happy result.” 

—Ralph Starr Butler 
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SALES MANAGER George  E. 
Stephens of S. Donald Fortson Co. 
holds a weekly sales conference with 
J. R. Grant and G. L. Story, salesmen 
for the firm. 


S. Donald Fortson Co. 
Adds Two To Sales Staff 


Two new salesmen have been added 
to the staff of S$. Donald Fortson Co., 
Augusta, Ga., to meet the firm’s ex- 
panded sales activities. With the addi- 
tion of Robert Barker and Frank 
Reeves, the company now has five 
counter salesmen and two outside 
salesmen. 

George E. Stephens, vice-president 
in charge of sales and general manager 
of the firm, still likes to “hit the road”’ 
himself to meet the company’s cus- 
tomers. He has been selling indus- 
trial supplies for 22 years and still is 
active. He’s been in the business it- 
self for 40 years and joined the Fort- 
son concern in 1937. 


Lewis Supply Co. 
Announces Promotions 


C. M. Irby has been advanced to 
the position of city salesman with the 
Lewis Supply Co. of Memphis, Tenn. 
He has been with Lewis on the city 
desk for the past two years. 

Barney Fields has been promoted 
to head of the billing department, and 
Miss Joy Coleman will head the sales 
promotion and advertising depart- 
ment of the firm. 


William H. Lehr 
Joins Lindsay, Oberholzer 


William H. Lehr, who recently re- 
signed as sales manager of L. H. Gil- 
mer Co., Division of the United States 
Rubber Co., has joined the sales staff 
of Lindsay, Oberholzer & Co., Phila- 
delphia, Pa., distributors. 

Mr. Lehr had been with the Gil- 
mer Co. for 29 years. 








INDUSTRIAL DISTRIBUTION * JANUARY, 1949 





.wherever pliers are needed 


Whatever the work—when pliers are needed—the 
job can be done better and quicker with Kleins. 

You will want Klein side-cutters, oblique-cutters 
and long-nose pliers for your discriminating cus- 
tomers who know that good tools mean good 
work. The care with which Klein Pliers are made 
assures closely matched jaws—perfect balance— 
just the right spring to the handles—sharp cutting 
knives that stay keen. 

Your order for Klein Pliers—the quality tools good 
workmen ask for—will be filled as soon as possible. 


No. 201. Original pattern 
husky Klein Side Cutting 
Plier. Square nose. Made 
in five sizes—5, 6, 7, 8, 


and 9 inches. 


No. 201 NE. The famous 
“streamlined” Klein Side 
Cutting Plier. Made in five 
sizes—5, 6, 7, 8, and 9 in. 


No. 202. Klein Oblique 
Cutting Plier (heavy-duty 
pattern). A very useful tool 
that cuts close. Length, 6 


inches. 


No. 203. Klein Long Nose 
Plier. Long reach of jaws 
permits getting into diffi- 
cult places. Made in 6 and 


7 inch sizes. 












The Klein Pocket Tool 
Guide, showing the 
Klein line and contain- 
ing useful tool informa- 
tion, will be mailed on 
request, 














Since 1857 


wai K LENS: 











ARMSTRONG-BRAY 


BELT HOOKS—BELT PLATES—BELT LACING 


WIREGRIP precision made Belt Hooks come 
with extra (patented) blue aligning cards— 
are held more rigid, assuring perfect align- 
ment of hooks—less hook loss from handling 
—a better job when applied with any make 
lacing machine. 6 sizes. 


PLATEGRIP Fasteners or” . . Conveyor 
Belts. Make strong dust-tight joints in belts, 
of any width. Spread tension uniformly 
across belt, allow natural troughing of belt 
and operate smoothly over flat, crowned or 
take-up pulleys. Sizes for belts from 1%” to 
1¥%” thick. 


STEELGRIP Flexible Lacing, applied with a 
hammer, clinches over and protects end of 
belt. Makes strong, flexible joints. Boxed 
with 2-piece hinged rocker pins or can be 
obtained in long lengths for conveyor belt 
use. 

Buy all belt needs from this 


one reliable source. 


ARMSTRONG-BRAY & CO. 


THE BELT LACING PEOPLE 
5356 NORTHWEST HIGHWAY 
CHICAGO, ILL. 
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A BETTER WAY—A BETTER MEANS 


Plant operators everywhere say there’s 


no 


faster way—no better means of 


cleaning machinery and equipment 
than with a Clements-Cadillac com- 
bination blower-suction cleaner. 
This powerful, portable electric 
cleaning tool blasts damag- 

ing Dust, Dirt, and Grit out 

of motors, generators, 
switchboards, wood - 


working machinery, 
tool bins, stock 


bins, etc. 
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CLEMENTS MFG. CO. 


6624 S. NARRAGANSETT AVE. CHICAGO 38, ILL. 


ASK YOUR MILL SUPPLY DEALER OR WRITE US FOR DATA 


ADVERTISING 
LIKE THIS 


DESIGNED TO 
STIMULATE 
RUYING INTEREST 
IN THIS NEEDED 
AND) MUCH IN DEMAND 
CLEANING TOOL 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 


IF YOU 
WANT A 


Profitable 
SELLER 


WRITE US 
FOR DETAILS 
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THE NEW FRONT for Iswa 


Ma- 
chinery Supply Co., Des Moines is only 
the start of some extensive remodeling 
soon to be carried out in the firm’s in- 
terior display sections. 





350 Attend 
Keystoners Party 


The Keystoners Annual Christmas 
Party was held Dec. 18 at the Bellevue- 
Stratford Hotel, Philadelphia, and had 
a record attendance—about 350 mem- 
bers and guests. The entertainment 
committee was headed by Everett 
Ramsdell (Spartan Saw) assisted by 
Floyd Anderson (Precision Grinding 
Wheel Co.) and Harry White (Yale 





| & Towne Mfg. Co.) plus the talented 
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activities of Jack McCann (J. H. Wil- 
liams Co.). The present officers are: 
president, Robert Trimble (Simonds 
Abrasive); vice-president, — Robert 
Casey (Lamson & Sessions Co.); sec- 
retary, Howard Easton (National 
Twist Drill & Mfg. Co.); treasurer, 
G. Moran (Abrasive Products Co.). 











TWENTY YEARS in the industrial 
supplies business and five years with 
W. B. Green & Co., Kingsport, Tenn., 
as manager of the industrial supplies 
division is the record of R. T. Ander- 
son. His happy smile attests to his 
business preference. 
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Leo A. and J. Herbert Johnson 


Brothers Team Up 
For Sales At Georgia Firm 


Georgia Supply Co., Savannah, Ga., 
has a brother team which has been 
setting new sales records on the city 
territory and demonstrating how good 
technique wins. 

Leo A. and J. Herbert Johnson 
teamed up over four years ago and 
split the territory so they could suc- 
cessfully coordinate their combined 
efforts. Leo has been in the business 
for 15 years and before turning sales- 
man was manager of the company’s 
warehouse. Herbert has 20 years of in- 
dustrial supply experience, 12 with 
Georgia Supply. 

The brothers have a sales philoso- 
phy which has won many a “hard to 
get” customer. They belicve that 
there is no substitute for personal 
contact with the customer. Learn all 
about him and his business needs, they 
sav, and be sure to follow up leads and 
quotations. 

It has been a matter of routine for 
them to give close study to all the 
features and uses of products, equip- 
ment and machinery before approach- 
ing the trade. They believe that a 
comprehensive and thorough demon- 
stration usually convinces the cus- 
tomer of the merits and advantages of 
any piece of equipment or machinery. 

A self-imposed law of delivery and 
service has won them many customers. 








THE QUAD CITIES now are served 
by the Globe Machinery & Supply Co. 


from their new home in Davenport. 































they're like “oro Wing 


Every aggressive, hustling 


manufacturing business has tool problems. The 
business to feel sorry for is the one that hasn’t any. 


Bring your problems to Clark. 


Just consider that here is as fine a set-up as 
you can find for practical tool researeh—Clark’s 
| multitude of machining operations in building 
axles, transmissions, wheels, housings, gears and 
forgings, fork trucks and industrial tractors, railway 
ear trucks. If anybody should ‘‘know the score”’ on 
tools, we should—and we do. We build our own 
tools—Celfor Tools. None better 
we know. 


There’s an easy, no-cost way to get 
all Clark’s extraordinary experience 
working for you—just ask Clark. 


CLARK EQUIPMENT COMPANY 


CELFOR TOOL Division 


BUCHANAN, MICHIGAN 








| OTHER PLANTS — BATTLE CREEK, JACKSON, BERRIEN SPRINGS, MICHIGAN 
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A GOOD PRODUCT 
.- GOOD SALES 
.- GOOD PROFITS 





Precision Bui!t Bronze Bearing Pillow Blocks 
OILITE Bronze Bearing Pillow Blocks are 


€ & “ ee ee gee 
A perfect combination! 25.222" 3° 


Each unit is fitted with two OILITE Anti- 
Friction Bronze Bearings with an oil re- 
taining groove between them—a spring-lid 
oiler is furnished for lubrication. 


PILLOW BLOCKS 
and MANDRELS 


for good business . . 


CENTRA 


The same rigid manufacturing PP ovsws 
standards distinguish these CEN- a= wa AA baat 
TRAL Products as has identified SS — 

our well-known line of Standard 
Drives. We want Distributors who 
are ready for a good profit oppor- 
tunity .. . ready to push a good 
product and make sales effort pay. 
Let us send all details now. 


CENTRA 













Precision Built Bronze Bearing Mandrels 
OILITE Bronze Bearing Mandrels are 
ideal for all industrial and home work- ° 
shop applications. Shafts precision ma- 
chined cold-drawn steel, collars die cast 
of virgin zinc alloy. Delivered individu- 
ally boxed with two CENTRAL Pillow 
Blocks and spring-lid oiler. 


DIE CASTING & MFG. CO., INC 
2935 W. 47th St., Chicago 32, Ill. | 


























PUMP Tika, 


If your problem is to 


| 














pump any of these 









or similar liquids, 
look to Viking for 
your answer. Capacities 2 to 1050 gpm—pressures to 200 psi,—500 
psi on hydraulic oils. Send for free bulletin 47SMM today. | 


KZ se eS 
SS 
CceDae Fau 
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- Viki Pump Company ff 
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John A. Proven 


John A. Proven 
Joins Porter-Cable Co. 


John A. Proven has been appointed 
general sales manager of The Porter- 
Cable Machine Co., Syracuse, N. Y. 

Previously, Mr. Proven held the po- 
sition of vice-president and sales man- 
ager of the Sterling Tool Products Co. 
of Chicago, and is well-known in in- 
dustrial distribution circles. He is 
a member of the executive committee 
of the American Supply & Machinery 
Manufacturers Association. 

Mr. Proven will have charge of sales 
policies governing the national distri- 
bution of Porter-Cable’s products, in- 
cluding portable electric tools, floor 
sanding machines and abrasive belt 
grinders. He also will direct the sales 
efforts of the Unit Electric Tool Co. 
of Syracuse, a division of Porter-Cable. 


Fairbanks Names Flanagan 
Regional Sales Manager 


Edmund T. Flanagan, manager of 
New York sales division of The Fair- 
banks Co., has been appointed man- 
ager of regional sales, in addition to 
his present position. 

Mr. Flanagan was appointed man- 
ager of New York sales in June 1947, 
after serving for many years as assistant 
manager for the Boston branch. He 
has been with the company for 31 
years and has a broad background in 
the valve and materials handling field. 


Greenville Textile Supply 
Pians New Office Building 


The Greenville Textile Supply Co. 
of South Carolina plans the construc- 
tion of a $35,000 office building. 

The two-story brick structure will be 
54 by 53 ft., fronting on Rhett Street. 

The Triangle Construction Co. has 
been awarded the contract for its con- 
struction. 


























































BACK IN 1946, E. C. “Jack” Langen- 
backer, salesman for the Galigher Co., 
Salt Lake City, Utah, made somewhat 
of a record when he went out after— 
and got—50 new customers in those 
“hard-to-get-stuff” times. 
ed 
- Alloy Steel Names Tait ’ 28 colors in 2 types including aluminum, black, 
)0- District Sales Engineer red, white, gray, green, blue, yellow and orange. 
n- EK. P. Tait has been appointed 
20. southeast district sales engineer for 
in- the Alloy Steel Products Co., Linden, 
is N. J. Mr. Tait will make his head- 
tee quarters at 333 Candler Building, At- 
ery lanta, Ga. 
Mr. Tait has had extensive experi- 
iles ence in chemical, metallurgical and | @ Rust-Oleum is a long-profit, REPEAT SALE line that 
an corrosion engineering since his gradua- offers time, labor and money-saving advantages to 
in- tion from the University of Alabama waey bn we 
oor in 1939. He is a member of the Amcr- Cy Saye : 
pelt ican Institute of Chemical Engine-is @ Exclusive features provide a powerful sales story 
ales and the National Association of Cor- | ; . 
Co ay ag ste | that gets new business and wins more volume from 
: ing S. ; 
ble. He will be engaged in field engi- | established accounts. 
neering, sales and service work in the | ‘ . ; , : 
J territory including ‘Tennessee, North | od Rust Oleum gives lasting protection to metal at big 
Carolina, South Carolina, Georgia, | savings over any other anti-rust method. 
Florida, Alabama Mississippi. : : 
of a, ACERS seul Seheiaigye @ It's easy to apply. No sandblasting or chemical 
‘ait- cleaners are required. Brush, dip or spray on after 
a quick preparation. 
@ Rust-Oleum is easy to sell. SALESMEN REQUIRE 
47 NO COMPLICATED, TECHNICAL KNOWLEDGE. 
— ® Hard-hitting trade paper and direct-mail advertising 
31 stimulate inquiries for mill supply houses. 
| = ® Rust-Oleum’s proved sales program, backed by 
— thoroughly qualified field men to work with sales- 
men, helps you get sales faster in volume. 





Write today for complete information and data on tested 


sales promotion and sampling campaign. 


[eal ouR 
SWEET'S 


tape | a | 
“WHY HIDE THEM” says Eddie 
Haas, counter salesman, Interstate Ma- 
chinery & Supply Co., Omaha, of the 
rear area display of V-belts that suggests 
quick sales. 
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Hew won 
for Greene, Tweed Distributors / 


NON-EXTRUSION G-T RING PACKING 
A WINNER AT POWER SHOW 


660060 60000 


PALMETTO G-T Piston Assembly PALMETTO G-T Kod Assembly 





Extrusion of packing material absolutely 
eliminated by new Palmetto Packing as 
Greene, Tweed superior engineering builds 
even greater insistence on Palmetto in all 
packings . . . gaining already-won, new 
prospects for you! 














e Look to Greene, Tweed for better packings and special tools 
for all industry. 


GREENE, TWEED & CO. 
NORTH WALES, PENNSYLVANIA 





M Yee wie Gher you stcdk 
Greene, Tweed —all packings 
and special tools for all industry. 








“TUSKO” 
WALRUS POLISHING 
LEATHER 
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FREIGHT CAR TIE-UPS 
SLOW PRODUCTION 


Freight cars standing on sid- 
ings—loaded or unloaded— 
delay the shipment of many 
needed products. The 
quicker these cars are loaded 
and emptied, the more prod- 
uce can be shipped. Your 
help is needed to supply 
BADGER Car Movers to 
your customers who ship 
and receive freight. 
BADGER Car Movers are 
adaptable to all rail yard 
conditions—they are easy to 
handle and require a mini- 
mum of attention to keep 
them in first class condition 
—check your stocks—deliv- 
eries can be made quicily. 


























ADVANCE CAR MOVER COMPANY 


APPLETONe WISCONSIN 
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RESPONSIBILITY for replenishing 
stock on these giant tool display boards 
falls to Bill Dannenhauer and Al Mes- 
sick, inside salesmen of Hudson Supply 
Co., Wilmington, Del. 


Hudson Supply Features 
Unique Display Technique 


With the collaboration and aid of 
its manufacturer-suppliers, the Hudson 
Supply Co. of Wilmington, Del. re- 
cently introduced several interesting 
devices into its methods of display-in- 
plant. The firm, under the direction 
of J. H. Spruance, Jr., sales and general 
manager, has taken the habit of drama- 
tizing several of its lines by bringing 
them out of hiding on the stock 
shelves and planting them firmly and 
prominently in their floor display 
area. 

An effective case in point is the 
window-within-a-window display they 
have devised for a line of welding 
equipment, which the customer 
couldn’t possibly miss, situated as it is 
just this side of the front door. Once 
inside, his eye is caught immediately 
by a giant-size, bright orange and black 
series of display boards that hang just 
above the front counter, maybe six 
feet by six, and advertising a line of 
open-end, box and socket wrenches. 
The board is on perpetual inventory; 
meaning there is never a vacant peg 
on it anywhere for longer than it takes 
to replenish stock. 

Another of the items that Mr. Spru- 
ance has brought out from “the back 
room” is wire rope, which is stored 
handily at the far end of the dis- 
play area, with the floor marked off for 
measurement in 50-ft. lengths. The 
practice of rotating his display items, 
Mr. Spruance reports, has stimulated 
business considerably above the level 
of normal trade in the items and has 
been more than worth the extra effort. 


Paul C. Autry, Jr. 
Joins Tidewater Supply Co. 


Paul C. Autry, Jr., sales engineer 
formerly in the engineering depart- 
ment of Union Bag & Paper Co. at 
Savannah, has joined the sales staff of 
Tidewater Supply Co., of Columbia, 
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E. A. Warren 
General Detroit Corp. 
Offers New Facilities 


The beginning of manufacturing 
operations in a new plant of The Gen- 
eral Detroit Corp. now is underway, 


according to E. A. Warren, vice-presi- 


dent in charge of sales. The new fac- 
tory is located in Windsor, Ontario, 
and is known as The General Detroit 
Corp., Canada, Ltd. General man- 
ager of the Canadian operations is 
R. L. Weir. 

In addition to the Windsor plant 
and sales headquarters, Canadian 
branch offices have been established in 
Toronto, Montreal, and Winnipeg to 
serve a national network of Canadian 
distributors throughout the Dominion. 

Mr. Warren reports that the start of 
operations in the Canadian subsidiary 
will enable the company to furnish the 
rapidly growing industrial and con- 
sumer market of Canada with Cana- 
dian-made fire extinguishers fully ap- 
proved by the National Board of Fire 
Underwriters. 


Black & Decker Mfg. Co. 
Transfers Wernsdorfer 


R. A. Wernsdorfer, service engineer 
in charge of the Black & Decker Mfg. 
Co. repair and service of electric tools 
at the Atlanta branch, has been trans- 
ferred in the same capacity to the 
Baltimore branch. 

G. C. Wilhide, Jr., has been ap- 
pointed service engineer in Atlanta to 
fill the vacancy left by Mr. Werns- 
dorfer. 


Cutler-Hammer Co. 
Opens New Sales Branch 


A new branch sales office of the Cut- 
ler-Hammer Co. has been opened at 
533 Mayo Building in Tulsa, Okla. 
B. R. Stratton will manage the new 
office as a branch of the company’s 
Dallas district sales office. 





An EXTRA HAND 








for production men 


Skinner Power Chucks and power chucking equipment give a 


production bonus to any turning equipment. In this day 


of 


high production, they give a hand where it is needed most. 


1. They increase production by reducing the chucking time. 


2. They help eliminate operator fatigue. 


Production men also appreciate this extra hand—that 
creases output —that reduces cost. 


in- 


Skinner Power Chucks, the simplest Power Chucks made, 


have but four moving parts—a wedge and three jaws. This 
guarantees accuracy throughout a long life and eliminates 
costly maintenance. The special wedge angle, developed by 
Skinner, gives tremendous gripping power and unusual safety. 
Once a Skinner Power Chuck grips the work, it will not release 
even if the air is completely cut off! It will hold positively, un- 
der the heaviest cuts and highest speeds, until the operator 
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wishes to remove the work piece. 
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Complete details on Skinner 
Power Chucks, rotating and non- 
rotating air cylinders, valves, fil- 
ters and all other Skinner chuck- 
ing and vise equipment are con- 
tained in Catalog No. 60. Write 
for your free copy today. 


TheSkinnerChuckCo. 


346 CHURCH STREET, NEW BRITAIN, CONN. 


THE CREST 
Of QUALITY 


HAND & POWER OPERATED MACHINE CHUCKS ~AIR CHUCK 


EQUIPMENT~FACE PLATE JAWS~ MACHINE VISES 





NEW 4-SPEED Strandflex 
FLEXIBLE SHAFT MACHINES 






















provide the newest and only outstanding improvement in 
Flexible Shaft Machinery in 25 years. It’s another Strand 
step forward in quality precision tools for faster, easier and 
more economical production work. The Strandflex 4-Speed 
gear drive employs a patented, new type of quick change 
gear drive utilizing 4 POSITIVE speeds by a unique and 
easy method of instantly changing from one speed to another. 
Powered with totally enclosed ball-bearing motors (having 
speeds from 850 to 9000 R.P.M., depending on motor) 
means years of smooth, trouble-free service. Send for Bulletin 
No. 43-A for full details. 


Standard 3 speed counter shaft type Strand machines also 
available for portable rotary power at constant speeds for 
grinding, buffing, drilling, wire brushing and rotary filing, in 
all types and models from 4 to 3 H.P.—for every specific 
requirement. Send for Catalog No. 30. 





Distributors in all principal cities 


N. A. STRAND & CO. 
Gtrand 5001 NO. WOLCOTT AVE. 









CHICAGO 40, ILL. 








BALDOR 


PACE SETTERS 
ATLAS 





scarnc GRINDERS 


A Complete Line 
PRECISION BUILT 
Bench & Pedestal Types 


6” to 12” WHEELS 


Liberally Guaranteed 


| CAR 
MOVERS 








The key to ba spout 
and speed o' AS 
CAR MOV ers is the 
Seompeane leverage’’ 





BALDOR Bench Grinder No. 8100 series. 

Has powerful ¥ h.p., ball-bearing motor, 

60 cycle, 1700 rpm., 8” x 1” first-grade | 

wheels. Heavy shaft, %” arbor. | 

Immediate Shipment $74.00 | 
ASK FOR BULLETIN—321-C 


BALDOR ELECTRIC COMPANY 
4364 Duncan St. Louis 10, Mo. | 


BALDOR GRINDERS 


@ They lead in good service and in good 
business. ATLAS Distributors will tell you 
that they always get good returns from 
selling these speedy, powerful, efficient 
tools. Help shippers and receivers of 
freight to get those freight cars back in 
service. 


Appleton-Atlas Car Mover Corporation 
1421-25 So. 2nd St., Milwaukee 4, Wis. 
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C. H. Peterson 


Pacific Tool & Supply Co. 
Adds Four New Salesmen 


Four new salesmen have been sent 
out by the Pacific Tool & Supply Co., 
Oakland, Calif., within the past few 
months. 

Robert Junkans, who came out of 
the Navy and went through a course 
of training in the warehouse, is on 
country territory. 

Howard Wagner, also company 
trained, is covering northern Cali- 
fornia territory. 

H. Bradnock is in the Eureka ter- 
ritory and is a seasoned salesman, hav- 
ing had considerable experience with 
another distributor. 

Vance Peters, formerly with Chis- 
holm-Moore Hoist Corp., now is 
covering the peninsular territory of 
San Francisco. 

C. H. Peterson, vice-president and 
general manager of the company, re- 
cently returned from an extensive trip 
through the East and Middle West, 
where he visited many of the firm’s 
principal suppliers. 








OVERSEER of the extensive customer 
service facilities at J. T. Wing Co., De- 
troit, is Nelson Clements. 


























J. C. Berthiaume 


Berthiaume Named Manager 
By Nicholson File Co. 


J. Clifford Berthiaume has been ap- 
pointed district manager of the cen- 
tral western territory of the Nicholson 
File Co. of Providence, R. I. The 
region includes Chicago, Minneapolis, 
St. Louis, Kansas City and Denver. 

Mr. Berthiaume joined the Nichol- 
son organization in 1936. Following 
an intensive period of training in the 
Nicholson factory at Providence, he 
was appointed a service engineer, serv- 
ing first in New York City and then 
for nine years in Detroit. 

In 1946, Mr. Berthiaume was made 
a sales representative with headquarters 
in Minneapolis. 

Working under his supervision are 
Frank Reeney, George H. Montgom- 
ery, Jr. and Chester A. Lawton. 


Weaks Supply Co. 
To Open Natchez Branch 

The Weaks Supply Co., Ltd. of 
Monroe, La. soon will operate a branch 
store in Natchez. A favorable loca- 
tion has been secured at the corner of 
Broadway and State Streets, and oper- 
ations are expected to begin at an early 
date. 

The company, one of the oldest in- 
dustrial supply houses in the area, was 
founded in 1908. Thomas S. Hum- 
ble, who has been associated with 
Weaks Supply Co. for the past 14 
years, will be the manager of the new 
branch. 


Midwest Tool 
Moves Plant 

Midwest Tool & Mfg. Co. located 
in Detroit since 1911, has moved to a 


large, newly constructed, modern 
plant in upper Sandusky, Ohio. 
















IF 


considering 
carbide tools 


-—and want an 
outstanding line— 









now sell 
carbide tools 


—but want 
greater volume 
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CARBIDE 


offers rich sales opportunities 





here is a tremendous volume 

of carbide tools being used in 
metal-working, wood-working, 
plastic-fabricating and other ma- 
chining operations. 

You can get a bigger share of 
this steady, repeat business by of- 
fering a more productive carbide 
like TECO Cemented Carbide, 
which out-produces other carbides 
often by considerable margins. 
Franchises are now open in many 
good territories. We invite in- 
quiries on this old-established 
carbide line. 


QUICK FACTS 
on TECO 


High-production carbide 


Complete line of standard 
tools and blanks 


Priced in line 
Attractively Packaged 
Well-advertised for years 


Prompt service 









Full cooperation — both 
sales and engineering 


Strong distributor policy 











Address, Sales Manager 


TUNGSTEN ELECTRIC CORP. 
564 39th St., Union City, N. J. 


CEMENTED 
CARBIDE 


Manufacturers of Tungsten Carbide—from ore 
to finished material—for over a quarter cen- 
tury. 
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Continuous Advertising 


Keeps “all rourr Tools 






MALLDRILLS 


VY Inch ; 
MallDrill — 


For drilling metal, plastics 
and wood. Penetrate faster, 
leaving clean, accurate holes 
. will not stall under 
hand pressure . . . are light- 
weight and easy to handle. 
Available in 44" to 1144” 
capacities. 





Cut everything 
from wood to 
steel. Model 60 
can be equipped 
as table saw, 
shaper or bench 
grinder. Excellent 
for crating, ship- 
ping, mainte- 
nance. Capacities 
from 2” to 412”. 





Model 60 
Capacity 2” 


MALL SCREWDRIVERS 








Compact, lightweight, 
streamlined tool with pistol grip. 
Slip clutch releases screw when 
predetermined rightness is 
reached. 





Grinder 


Mall Flexible Shaft 
Grinders put more power 
and less weight in the 
hands of the operator. 
Larger, more powerful, 
totally enclosed motor 
is mounted on portable Name 
stand. Lightweight, in- 
terchangeable working 
tools available for grind- 
ing, wire brushing, sand- 
ing, buffing, polishing City 
and many other uses. 


Address 





Please send me Catalog giving full information about Mall 
Portable Power Tools. 


Name of Company. 


Moving... 


Industrial Plants 
Machine Shops 
Woodworking Plants 
Institutions ; 
Builders 


A complete line of competitively 
priced, lightweight, Quality Electric 
Drills, Circular Saws, Flexible Shaft 
Grinders and other tools backed by 
a 27-year record for stamina and 
performance. 


Our program of continuous adver- 
tising produces a steady stream of 
live leads for Mall Distributors. 
Effective catalog material, mailing 
pieces, circulars, window and 
counter displays, signs, newspaper 
- and mission- 
ary work with your salesmen assure 
Mall Tools a high turnover with 
substantial profits in any location. 


mats, electrotypes . . 


Mail Coupon at once for FREE 
Booklet “Mall Portable Power 
Tools” and full details of our dis- 
tributor set-up. 


MALL TOOL COMPANY 


7802 South Chicago Avenue 


Chicago 19, Illinois 





MAIL THIS COUPON TODAY! | 


Mall Tool Company 
7802 South Chicago Avenue 
Chicago 19, Illinois 


State ... peauenie 
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IT WORKS when Warren R. Rob- 
erts, manager of Logan Hardware & 
Supply Co., Logan, W. Va., shows 
Sidnev Kay, salesman, a demonstration 
of protective covering. 





Forse And Baxter 
Advanced By Carborundum 


E. B. Forse has been appointed as- 
sistant vice-president and E.. R. Baxter 
has been named director of sales and 
sales administration of The Carborun- 
dum Co., Niagara Falls, N. Y. Pre- 
viously Mr. Forse was manager of the 
refractories division at Perth Amboy. 

Mr. Baxter succeeds C. FE... Hawke, 
who has assumed the responsibilities 
of manager of the refractories division 
at Perth Amboy. He will have direc- 
tion of the field sales force and be re- 
sponsible for the co-ordination of all 
field sales activitics with those of the 
various divisions of the company. 

G. R. Yarner, Jr., has become as- 
sistant director of sales administration 
under Mr. Baxter. 

Mr. Forse, in his new capacity, will 
undertake special assignments relative 
to problems arising from the expand- 
ing markets for refractories and crude 
silicon carbide. For the present, he 
will remain at Perth Amboy. 








MATCHED BELTS mean service and 
service means sales to Robert Mahoney, 
inside salesmen at  Olmstcad-Flint 
Corp., Cambridge, Mass. 


























Reg Anderson 


Threadwell Tap & Die 


Names Anderson To Sales 


Reg Anderson has been appointed 
sales engineer for New York State 
and New England for the Threadwell 
Tap & Die Co. 

Mr. Anderson has spent 16 years 
with Threadwell in production, in- 
spection and sales work. For several 
vears he was chief inspector. 


Corning Names Reynolds 
To Advertising And Sales 


Preston M. Reynolds has been ap- 
pointed manager of advertising and 
sales promotion for the ‘Technical 
Products Division of Corning Glass 
Works, New York. Mr. Reynolds has 
been with the firm since 1939. He will 
be permanently located in Corning 
where he resides. 








AFTER 35 YEARS in the industrial 
supply business, H. C. Tharpe, presi- 
dent of Lovett & Tharpe Hardware 
Co., Dublin, Ga., still finds something 


of interest in it each vear. 





FOR SMOOTH, 


ACCURATE BENDS* | 


RIGHT ON 


© 


* 


% 


a 













GREENLEE HYDRAULIC BENDER 


Whatever the job location, the port- 
able GREENLEE Hydraulic Bender can 
be taken right te the spot where the work 
is to be done. 

Bends are quickly made exactly 
where and when wanted .. . tailored 
to the exact requirements of the in- 
stallation. For example, the GREENLEE 
Bender owned by Griffin Electric Com- 
pany of Owensboro, Kentucky, is 
shown above ou job location where 
it was used to bend various sizes of 
conduit from 4” to 4%”. 

No time was lost waiting for fittings, 
job moved swiftly, efficiently with 


big savings of labor and materials. 

Today your customers are vitally 
interested in this kind of equipment 
that speeds their jobs, cuts labor and 
material costs. Tell them about the 
GREENLEE . . . one-man operated . . . 
quickly and accurately bends pipe up 
to 4%", rigid and thin-wall conduit, 
tubing, bus-bars. Compact, portable. 
Get complete sales facts 
now. Write Greenlee 
Tool Co., Division of 
Greenlee Bros. & Co., 
1921 Herbert Ave- 
nue, Rockford, Illinois. 


Con 


GREENLEE 





YOUR SALES OPPORTUNITIES WITH THE 


Hydraulic Conduit, Pipe and Bus-Bar Benders 
Pipe Pushers ¢ 
Cable Pullers « 


Bits « Bit Extensions * Draw Knives 
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Knockout Punches and Cutters 
Spiral Screw Drivers * Automatic Push Drills * Auger Bits « 


GREENLEE LINE 


Steel and Copper Tube Benders * Hydraulic 


*e Radio Chassis Punches ¢ Joist Borers 


Expansive 


Chisels and Gouges * And Many More 
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UNIONS are well 
known and accepted by your 
INDUSTRIAL CUSTOMERS 


The name ‘Jefferson’ car- 
ries with it a reputation 
for high quality Pipe 
Unions, which has been 
built up over a period of 
many years. Recognition of this fact extends 
throughout all industries where piping is 
used. To make ‘Jefferson’ your source of 
supply is to be in position to capitalize on 
this recognition and acceptance and to cash 
in on big volume business from your industrial 
customers. 

Jefferson Unions are made of air-refined 
malleable iron, have a tensile strength of 
55,000 to 65,000 Ibs. per sq. in. and every 
union is air tested. 






Male-Female Union 





Completeness of the Jefferson Union line in sizes and 
types will enable you to handle all the needs of your 
industrial customers. Included are 45° and 90° Union 


“= 
= 





Elbows, as well as Union Tees and Flange Unions. You 
can offer your customers substantial savings in time, 
material and labor when you sell them ‘Jeffersons’. 


Ask for detailed information. 


THE RECESSED 
BRASS SEAT 

. « « an important 
sales feature 


“Male-Female All types of Jefferson Unions for 





Available, Ay All all piping needs are designed and 
Female style built around the exclusive Recessed 


Brass Seat, a feature that provides 
surface contact, protection from 
pipe ends, freedom from obstruc- 
tion to flow through the fitting 
and make-up without undue 
wrench pressure. This tried, proved 





and recognized advantageous fea- Pale Tomala Dates 
tures is simple to demonstrate. It the run. Available 
is a valuable sales builder. ao re 








i ~ | 

Style “‘B’’, 3-part Flange Un- Style ‘“‘E’’, 2-part Flange Un- Style "‘D’’, 2-part Flange Un- 
fon for test pressures up to ion for test pressures up to ion for test Pressures up to 
2000 Ibs. 6000 Ibs. 4000 Ibs. 








JEFFERSON UNION CO. 


671 W. 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass. 
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J. K. Esler, Jr. 


The H. M. Harper Co. 
Opens Detroit Factory 


The H. M. Harper Co., manufactur- 
ers of non-ferrous and stainless steel 
fastenings, has opened a Detroit fac- 
tory branch office located in the Cur- 
tis Building, 2842 West Grant Boule- 
vard, Detroit, Mich. The new branch 
is under the management of J. K. 
Esler, Jr., formerly associated with the 
firm’s Chicago headquarters. 


Delaware Hardware Co. 
Holds Annual Open House 


More than 400 customers and 
friends of the Delaware Hardware Co., 
Wilmington, were on hand recently 
to make the welkin ring at the firm’s 
Fourth Annual Open House Party, 
held in the company’s offices, store, 
warehouse and stock rooms. In at- 
tendance throughout the evening to 
insure the guests a good time were J. 
Henry Topkis, sales and general man- 
ager; Perry (“Pete”) Topkis; Harry 
Topkis, the firm’s president, I. B. 





IN GOOD HUMOR at Delaware 
Hardware Co.’s annual “open house” 
are, seated, Ex-Governor of New Jersey 
Harold Hoffman and Harry Topkis, 
president of the Delaware firm. Tom 
Briddell, of Charles D. Briddell, Inc., 
Crisfield, Md.; Harry Fox, Star Expan- 
sion Bolt Co., New York; and Art 
Henricks, of A. P. Henricks, are the 
eavesdroppers. 

















THUS, EASY AND PROFITABLE TO SELL 


BRA 


SET SCREWS 


Yes, these Products sell fast and stay sold . . . make 
friends for you . . . assure a steady, repeat business 
to make your sales effort easier. Complete plant 
facilities, effective sales promotion activities, con- 
sistent business paper advertising and prompt, 
courteous service to you and your customers .. . 
all a part of “STANDARD” advantages. 


“UNBRAKO” Socket Screw Products—Manufactured 
fom high-grade alloy steel, to close tolerances— 
have these outstanding advantages: KNURLING ... 
an exclusive “Unbrako” feature—which on the 
head of the “Unbrako” Cap Screw speeds assembly 
—and on the threads or points of the “Unbrako” 
Set Screw assures positive Self-Locking; SELF- 
LOCKING . .. all of our patented “Unbrako” Set 
Screws, almost regardless of application, are ex- 
cellent Self-Lockers; INTERNAL WRENCHING 

. that promotes compact designs . . . saves space, 
weight, materials and costs . . . sizes available in 
a full range of diameters, lengths, thread series 
and types of points. 


(A) 


Pat. & Pats. 
Pending 


(A) The “Unbrako” Socket Set Screw with Knurled 
Cup Point—positively will not shake loose, regard- 
less of the most chattering vibration! 


(B) The “Unbrako” Socket Set Screw with Knurled 
Threads—for use in application to a hardened steel 
shaft—positively will not shake loose! 


(C) The “Unbrako” Square Head Set Screw—with 
either internal or external Knurled Cup Point—a 
“brute” for strength and won't shake loose! 





(C) 

Pat'd and | aw of Socket 

Pats. Pend. Screws originated with 

ag “Unbrako” in 1934. 





OVER 45 YEARS IN BUSINESS 








“UNBRAKO” 
SOCKET SET 
SCREW 
Plain Cup Point 


For use where Self-Locking is not 
necessary, the "Unbrako” Socket 
Set Screw with plain cup point has 
proved highly satisfactory. Sizes 
available from No. 4 to 142” di- 
ameter, in a full range of lengths 


“UNBRAKO"” 
KNURLED SOCKET 
HEAD CAP SCREW 


The head of this “Unbrako" 
Socket Head Cap Screw is knurled 
to speed assembly. The knuris 
“gear” right to the fingers, no 
matter how oily, and a positive 
slip-proof grip is the result .. . no 
waste motion. 


“UNBRAKO" 
SOCKET HEAD 
STRIPPER BOLT 
WITH KNURLED 

HEAD 


Knurling of the head of the 
“Unbrako” Socket Head Stripper 
Bolt allows for fumble-proof grip 
. « « even if fingers and head are 
oily . . . thus, materially speed- 
ing production. 


“UNBRAKO” 
PRECISION- 
GROUND 
DOWEL 
PINS 


From the initial step of specifying 
high grade alloy steel to the final 
stages of packaging, we have 
tried to put into “Unbrako” Dowel 
Pins the “extra something"... the 
extreme quality control and rigid 
inspection necessary for any item 
where accuracy, closer than hair- 
line tolerances, is essential. 


DARD PRESSED STEEL CO. 


JENKINTOWN, PENNSYLVANIA BOX 519 


BRANCHES: CHICAGO DETROIT ST. LOUIS 
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SAN FRANCISCO 

















ror 1949 


IT'S THE 





LINE 


FOR GREATER 
DEALER PROFITS 





JACKSON MANUFACTURING CO. 


HARRISBURG, PA. 
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STOCKING UP, carly in the evening, 
some of the 400-odd customers and 
guests of Delaware Hardware tarry over 
roast beef and the amber fluid. That sign 
(rear) directs: “This Way To The Clam 
Bake And Lobster Roast.” 


Finkelstein, vice-president and_ treas- 
urer; and J. D. Hall, of the industrial 
supplies department. 
Master-of-ceremonies and guest of 
the evening was the former Governor 
of New Jersey, Harold Hoffman, an old 
friend of the firm and a crackerjack 
raconteur who has lost none of his 
oratorical skill with a good story. 


J. E. Dilworth Co. 
Makes Personnel Changes 


Harry A. Wellford, son of Walker 
L. Wellford, Sr. has been appointed 
treasurer of J. E. Dilworth Co., Mem- 
phis, Tenn. to succeed D. C. Shepard, 
who resigned. Mr. Wellford is a mem- 
ber of the board of directors but not 
active in the firm until he assumes 
the treasurership. Morris M. Pifer has 
been named assistant treasurer. 

John P. Noel has joined Dilworth’s 
staff as salesman. He will have head- 
quarters in McComb, Miss. Formerly 
he was purchasing agent for Ford 
Bacon & Davis, engineers of New York 
City. 

Trainees at Dilworth scheduled for 
promotion to salesman are Doyle 
Fuller, who will make his headquar- 
ters at Camden, Ark.; Chas. Smith, 
city salesman; and Clement C. Goad, 
whose headquarters will be at Jackson, 
Miss. He will travel from the Dil- 
worth branch at Jackson. 

The company also has opened new 
offices and a warehouse at Tuscaloosa, 
Ala., to be known as Dilworth of 
Alabama, Inc., a subsidiary of J. E. Dil- 
worth Co. 

The new branch will have 7,000 
sq. ft. of floor space and a stock of in- 
dustrial supplies will be carried. George 
L. Dunn will be manager. 


Pennsylvania Firm 
Adds Tinfow To Sales 


Lionel Tinfow has been appointed 
sales engineer in the New York branch 
office of the Pennsylvania Flexible Me- 
tallic Tubing Co. The branch is under 
the supervision of Sidney V. Winton. 




















... 9ell your customers 


Tx “RENEWO” Threesome is set- 


SIMPLIFI ED ting new records in Maintenance, Re- 
placement and Operating (M-R-O) 


fields throughout the nation. Through 


VALVE SELECTI 0 N our publication advertising we are pre- 
senting this line for SIMPLIFIED 
VALVE SELECTION. 


ESTABLISHED 1862 


THE LUNKENHEIMER &: 


—= "QUALITY" = 
CINCINNATI 14, OHIO. U.S.A. 


NEW YORK 13, CHICAGO 6, BOSTON 10, PHILADELPHIA 34, EXPORT DEPT. 318.322 HUDSON ST. NEW YORK 13.N.Y¥ 


At right, is one of a series of 
ads appearing monthly in 


cng everett mis | SUMBLIfY Valve selection 


readers: WITH THIS 


rowe LUNKEN 
SOUTHERN POWER IMER 


AECHANIGAL ENGINEERING “RENEWQ” THREESOME! 


INDUSTRY & POWER 
NATIONAL ENGINEER 














CHEMICAL ENGINEERING The “RENEWO" Thre 
PAPER INDUSTRY fully described in Cireutor ne’ 

& PAPER WORLD economy Ga clt® explains the i 73 200m, sp, 
FOOD INDUSTRIES one type to another towering 8. 16 300 my sep 
SUGAR i your Fae cand disc. A copy men nepegtO”t om ote 
HEATING, PIPING your Lunkenheimer Ditibuice tae fae none. teat 

& AIR CONDITIONING see ale 
OIL & GAS JOURNAL TS LUNKENHEIMER co 
CALIFORNIA OIL WORLD CIMCINNATI 14.0M10.u.5.4 
PETROLEUM ENGINEER 
PETROLEUM REFINER 








PETROLEUM WORLD 
TEXTILE INDUSTRIES 
TEXTILE WORLD 
MILL & FACTORY 


FACTORY MANAGEMENT 
& MAINTENANCE 


INDUSTRIAL DISTRIBUTION f 
PURCHASING xe 
INDUSTRIAL EQUIPMENT NEWS YOUR LUNKENHEIMER 
RAILWAY PURCHASES & STORES gy DISTRIBUTOR . . . 
RAILWAY MECHANICAL ENGR. piariee 


MARINE ENGINEERING 
& SHIPPING REVIEW 


PACIFIC MARINE REVIEW 


Fig. 73-P 200 ih, 5 
; . SP. 
Fig. 16-P 300 Ib. sp 


gis 
to lh Type) “RENEwo. 
MOMING. deoin arip wes 







olumn blowdaws an 





Fig. 73-P$ 200 

. SP. 
Fig. 16-PS 300 th sp 
Pin Type) “RENEWO”, 
otc da ferittonce te the 








gafi 


inlexs seei 
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“BOSS” 
SeU-troning 


AIR VALVES 


The valve you can recommend for unequalled efficiency, safety, and 
economy. Built to stand up longer in the roughest air service .. . on 
compressors, pipe lines, hose lines. Principal markets are heavy con- 
struction, roadbuilding, mining and quarrying, where its easily dem- 
onstrated convenience and reliability prove particularly advantageous. 


Self-honing provides a permanent, leakproof seal. Handle and plug 
are combined within the valve body —the handle can’t come off. 
Quick-opening, self-adjusting, non-packing and full-flow features 
offer additional reasons for its ready acceptance and wide use. 
Cadmium plated — rustproof; in sizes 2" to 2", inclusive. Write for 
illustrated folder. 


Sold in Accordance With Our Established Distributor Policy 


PRODUCERS OF Jhe Quality Line COUPLINGS -* NIPPLES * MENDERS * CLAMPS 


“BOSS” “GJ-BOSS”’ 
PHILADELPHIA, PA. 


“DIXON” “KING” “AIR KING” “DIX-LOCK”’ 
BRANCHES: CHICAGO «+ BIRMINGHAM * LOS ANGELES * HOUSTON 
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DUTIES of the secretary-treasurer of 
Boston Pulley & Shafting Co., Boston, 
Mass. have not interfered with J. P. 
Sweny’s sales activities. 





FTC Makes Recommendations 
To Export Association 


The Federal Trade Commission has 
recommended to the Pipe Fittings & 
Valve Export Association, 347 Madi- 
son Avenue, New York, its officers and 
member companies, that they refrain 
from entering into any agreement with 
non-member American manufacturers 
to fix prices on pipe fittings exported 
from this country. 

The Commission’s recommenda- 
tions are based on a formal investiga- 
tion, conducted under the Export 
Trade Act, to determine the legality 
of various agreements and practices of 
the Association. 

Member companies of the Associa- 
tion are: Walworth International Co., 
New York; Grinnell Co., Inc., Provi- 
dence; Jarecki Mfg. Co., Erie, Pa.; 
Malleable Iron Fittings Co., Branford, 
Conn.; Stanley G. Flagg & Co., Phila- 
delphia; Lunkenheimer Co., Cincin- 








nati; and Crane Export Corp., New 
York. 








SHIPPING CHIEF C. P. Pierce talks 
over a warehousing item with Rudy 
Weldy, both of Georgia Supply Co., 
Savannah, Ga. 


























They all want 


American 


Blocks and Sheaves 


It’s a safe bet you won’t run into many 



























Ss sales like this one . . . but you'll certainly 
make it tough for your competitors to 
steal sales from you...if you talk up 

aS American Blocks and Sheaves on every call. 

& Your customers know American Blocks 

li- and Sheaves... know about their armored 

id construction ... about their rugged 

in strength and long service . . . and about 

th the prompt delivery you can offer them, 

TS because hard-hitting, straight from the 

od shoulder ads in 44 leading industrial mag- 
azines carry the story to the very people 

a- you call on. 

‘a- This advertising works for you every 

rt day, in every industry . . . helps you tell 

ty the American story . . . helps you pile up 
of sales and profits fast. 

la- 

Dd.» 

“s TWO MORE AMERICAN PROFIT-PULLERS 

» They all want American . 

' i Blocks and Sheaves... Genuine CROSBY CLIPS 

all i because they've been read- Crosby C.iPs lead the world in wire 

>W } ing all about ARMORED rope fastener sales. Drop-forged, hot 
CONSTRUCTION. 


dipped galvanized for super-strength 
and long service. All sizes from 4% to 
3 inches. Continuous advertising 
helps you get orders. 


THE AMERICAN HANDIWINCH 


AMERICAN HANDIWINCH 
gives one man enough horse- 
power to lift, pull or load up to 
10,000 pounds. Easy to carry 
from job to job... a cinch to 
set up quickly. Nationally ad- 
vertised for easy sales. 


/ Precision-grooved sheaves 


| Oversize pins and axles 
. Heavy steel side plates and 
side straps 

) Forged steel hooks and 

shackles 

A Wide Variety of Types and 
Sizes .. . Block Capacities 

: 










= 





1¥2 to 250 Tons 




















AMERICAN HOIST AND DERRICK COMPANY 
St. Paul 1, Minnesota 9314 
Please send me sales suggestions on [_] Crosby Clips | S bs 
{_] American Blocks and Sheaves [| American Handiwinch | m e Til Cc an Ol & t 
Nom 
one | and DERRICK COMPANY 
wee ! St. Paul 1, Minnesota 
ks Address. ! 
ly City. Zone. State 29 l Plant No. 2: So. Kearny, N. J. 
oy J Sales Offices: NEW YORK + PITTSBURGH + CHICAGO 
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GOOD 
SELLERS 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at 
least one. Saves time 
and money. One man can 
open or close the most 
stubborn freight car 
door quickly ... safely 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 
ing and unloading spots. 
Good repeat item. 


NOLAN PULLER JACK AND 
LOAD BINDER 


(formerly Anchor Puller Jack) 


Used in industrial machinery and 
plants, construc- other heavy arti- 
tion work, quar- cles. Two types: 
ries, mines and oil 
fields for moving 












3 ton(5 ton with sheave block), 15 ft. load 
chain, 31) ft. tail chain with release block. 
34, ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 


(formerly Anchor Gear Puller) 











Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 


(formerly 
Anchor Rerailers) 
Highly efficient 
for getting cars 
and locomotives 
back on the track. 
Railroads and in- 
dustries are big 
users, 


NOLAN TRACK BRACES 
(formerly Anchor Track bra.es) 


Holds railway tracks a“ 
to desired gauge a 
where service is C 





NO 6810S 


severe. Can 
be used a 


again and _— 


again for ens 
quick, <4 grin 
easy, low ie: ; 

cost repairs, “w” ar y 
All Nolan prodmets are 
carefully mace of the biehest grade ma- 
terials. Orders are harii d p-ompuy and 
efiiciently with your sh: pping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


(Formerly The Mining Safety Device Co.) 
8 PENNSYLVANIA STREET « BOWERSTON, OHIO 
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W. T. Gettig 


Edward Valves Names Gettig 
Works Manager 

W. T. Gettig has been appointed 
works manager of Edward Valves, 
Inc., East Chicago, Inc., manufacturer 
of cast and forged steel valves. Mr. 
Gettig will have over-all charge of 
manufacturing, of industrial and_per- 
sonnel relations, and industrial engi- 
neering. 

Mr. Gettig joined Edward in 1933 
as a machine tool operator and _ suc- 
cessively served as a methods engineer, 
supervisor of the methods department 
assistant production manager, and pro- 
duction manager. 


Farm Machinery Production 


To Set Record In 1948 


Production of farm equipment in 


1948 is expected to exceed the 1947 | 


record output by 15 percent. 

Most of the 1948 increase in out- 
put over 1947 will be in tractors and 
tractor machines. 

Farm motor trucks and farm auto- 
mobiles on farms are about 20 percent 
above those in operation in 1946. 


Mission Pipe & Supply 
Expands In Orange County 


The rapid growth in population of 
Orange County, particularly its con- 
siderable expansion in industry, has 
caused the Mission Pipe & Supply Co. 
of San Diego, Calif. to maintain a 


| branch at Santa Ana, in that county 
| midway between San Diego and Los 


Angeles. The operations of the branch 


| have been so successful as to warrant a 


new building at 615 E. Washington, 
completed this past fall. 

The building has an area of 7200 
sq. ft. and a paved yard of equal area 
adjoins it for pipe storage and parking 
purposes. 

Jack Benton manages operations in 
the Santa Ana branch. 
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KEEP STEP WITH USER 
DEMAND 







Hollow Set Screws 


@ Socket Head Cap 
Screws 


Headless Set 
Screws 


Stripper Bolts 





@ Wrenches 


OMY) 
UCTS 


Smooth running assembly—that’s 
the cry of every plant manager. 
Help him to achieve this by supply- 
ing the screw machine products 
that are made right and that have 
a long record of dependable service 

ECONOMY Screw Machine 
Products. They are needed in great 


PROD 


numbers and satisfied customers re- 
] peat over and over again... no 
end to the sales possibilities. 


ECONOMY MACHINE PRODUCTS CO. 


5217 Lawrence Ave. Chicago 30 











QUICK-ACTING 
TWISTITE 


TWISTITE) 








Twistite C-Clamps employ a push-pull design, 
instantly setting pressure bar in any position. 
Quick, firm-locking, with instantaneous re- 
lease. Built-in safety features prevent damage 
or abuse thru strong-arm treatment. Write for 
literature on full line of Vises and Clamps to: 


RICHARDS’ INDUSTRIES, INC. 


26 Leonard St., N. W., 
Grand Rapids 5, Michigan 


































































«American Swiss” Files 











* 
What Usets Say About 
These quotations are from unsolicited letters which have been sent to us by enthusiastic users:! 
«« American wiss” File Quality «¢ American Swiss” File Durability 
“Consider them the best file puy at any price ” “Stand uP under the most exacting conditions = 
“Fully equal to imported files.” “Remarkable how they stand the abuse and hard 
“Superior to an other Swiss-patter® file manu- usage t? which we subject them.” 
factured in this country: ee “Retain mice sharp corners after severe tests.” 
Have yet t0 find @ wetter brand of files. “Hold their edges longer and outweat any other file 
“From 15 years of experience nd them to be the we have trie " 
best.” 
naam , . “Find them more accurate for shape and longer 
— satisfactory” as to quality: life, and lived than any other file.” 
“Find them satisfactory for every operation on «American Swiss’ ’ File Economy H 
which we have used them.” : i +. 
“ : : . “Give us service at minimum cost. 
Always uniform 0 temper: Th : pp a AW 
“Can always depend on their true temper and ey save us time 38 sal | 
uniformity. «Their accuracy cut, spacing of teeth, and true- : 
“Through their use we have forgotten our file ness in tem mal e them the most economical. . 
troubles.” “We are 100% American Swiss. for they save us 
Aid us to maintain the high standard of quality time and money 4 
for which our roducts are known.” “Outfile and outlast all other makes that we have 
Count us as one of your many satisfied customers: tried.” i 
“The kind we have always needed in our wor “Save approximately 30%, on file costs.” " 
These quotations are from 
written 





letters 


N swiss” File 
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unsolicited 
by “ AMERICA 
"(repro 
page 5) 


duced t 


Users. 
catalog — 


made fil 
es, gua 
rant 
ha eed to be 
rdness thro accurate i P 
ughout. in size and 
cut, and . 
in 


And—mo 
re than 3000 
Swiss- sh 
wiss-Pattern Files assure apes, cuts and sizes of “A 
your customers of the ri emg SWISS” 
right file for 
any job. 


Nationall 
y adverti ‘ 
P ' rtised . 
attern file users, “AM we a industrial magazi 

’ in 
CAN SWISS” Files aa most read by Swiss 
constantl " 
y kept y 
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fron 99 
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Sa . sellin $ 
les, increased : 8s job—to hel 

profits. p you get more 

custome 
rs, repe 
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AMERICA 
N SWI 
410-41 SS FILE 
6 Trumbull Street AND TOOL COMPANY 
Elizabeth 1 
$ N. 4. 


WISS PATTERN FILES 
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tanently lubricated 

we proofed for depend 
iby and long life — is an ideal 
br your utility customers. 4 
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Robert P. Rudy 


Market Forge Co. 
Appoints R. P. Rudy 


Robert P. Rudy has been named 
district manager of the New York 
area for Market Forge Co., materials 
handling division. He will make his 


| headquarters in the New York office 


of that division, Room 5630, Grand 
Central Terminal Building, New York 
17, from which office he will supervise 
all sales for the New York area. 
Most recently, Mr. Rudy has been 


| a sales engineer for one of the large 


New York mill supply houses, selling 
materials handling and power trans- 
mission equipment. 


Maxwell Hardware 
Moves To New Building 


The new building of the Maxwell | 


Wholesale Hardware Co., Oakland, 
Calif., located at 867 Isabella Street, 
soon will be fully occupied by the 


firm, now that the building has been | 


completed. The present building, in 


| the downtown shopping district, will 


be maintained as a retail store only— 
for hardware and house furnishings. 
All the offices and the industrial 
supply stock are in process of being 
moved into the new structure. 


National Supply Names Valk. 
To Works Post 


Robert E. Valk, engineer with the 
National Supply Co. for 10 years, has 
been appointed assistant works man- 
ager of the firm’s Toledo plant, 3320 
Bishop St. 

Mr. Valk, a native of Muskegon, 
was graduated from the University of 
Michigan in 1938 with a degree in 
mechanical engineering, and imme- 


| diately entered the engineering de- 


partment of National Supply. He be- 
came production manager and in 
June, 1945, was named manager of 
the plant in Houston, Tex. 








125 Church St 






Celebrating Our 25th Anniversary 


in Our New Home 


BOLTS e NUTS 
SCREWS e RIVETS 
THREADED PRODUCTS 
SS Ue ee) 


All Types and Sizes 
Made in All Materials 










Send Us Your Samples and Blue Prints 





IMMEDIATE DELIVERY ‘ 
ON EMERGENCY ORDERS 








Catalog on request 


New York 7, N. Y. 
WO 4-4600 














SODERING 
SALT 





SODERING 








p bee “4 flux in 





powder 

soders all metals but 
aluminum .. . takes 
quick bites and holds 







acid 
packed in "metal “or 
glass container. 












eee F ore ula 


the square inch with 
no gumming, fumes, 
or corrosion. Use AL- 
LEN Special Formuia 
for Stainless Steel SODE 
and Aluminum.» Lia 


FLUXES | 


for 


SODERING 
BRAZING 
WELDING 


@ Standard Formula 
. « fast working, 
corrosion free, i 
form of flux . 
heres to surface while 
you soder . . . makes 
soder self  fluxing. 
Underwriter Ap- 
proved. 


Cleans ons brightens 

sodering 

outlives fibrous lumps 
does not crumble 

or corrode metal work 

or tools on the job. > 


. ALLEN CO. Inc. 
6731 BRYN MAWR AVE. 
CHICAGO 31, ILL. 
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Here’s WHAT makes this 
KENNEDY VALVE 
Better....and WHY! 










recommen 


air or gas- 





WHEEL NUT, below handwheel 
level to prevent burning palm of 
hand on steam service. 


GLAND, bronze, self-centering, ex- 
tra long with beveled lip, allows 
maximum take-up on packing. 





PACKING, molded rings of 
graphited and lubricated asbes- 
tos give long, easy operation, 
tight seal to prevent leaks. 





STEM, special bronze. Large di- 
ameter and close tolerances min- 
imize friction; extra contact 
threads give longer wear. 

i 
BODY, bronze, rugged 
construction, high raised 
seat, generous interior 
passages and ample _ 


pipe thread clearances. 


RENEWABLE COMPOSITION DISC, provides per- 
fect seating; asbestos for steam service and spe- 
cial types for various services and temperatures. 


VALVES + 





KENNEDY HEAVY BRONZE GLO 


ed for services 


= pou 


~y 
pounds steam ° 3” sizes @ 


4" 


PIPE FITTINGS = 


BE We = ne 





ds anna et 
‘ vailable. 
































‘ ANDWHEEL, malleable iron, 
rugged octagonal shape, for non- 
slip grip. Heat-radiating design 
stays cool. 


@—— PACKING NUT, bronze with long 
threads to provide extra packing 
adjustment. 


BONNET, bronze, with joint be- 
tween body and bonnet making 
bronze-to-bronze true union for 
tight, leakproof construction. 


BONNET RING, bronze, heavy 
construction, able to withstand 
wrench punishment. Large flats 
for easier application of wrench. 


SLIP-ON DISC HOLDER, 
locks in a definite posi- 
tion when wide open, 
cannot fall off during 
disassembly and reas- 
sembly. 


BEVELED SHOULDER, makes tight joint with 
conical seat on underside of bonnet when valve 
is wide open, for repacking under pressure. 


Write for Bulletin No. 36 * BUY FROM YOUR LOCAL DISTRIBUTOR 


VALVE MFG. CO. 
1040 EAST WATER ST. 


ELMIRA, NEW YORK 
FIRE HYDRANTS 
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DISTRIBUTORS 


This Kennedy Ad 
Is Currently 
Appearing in... 


© POWER 


@ OPERATING ENGINEER 


® INDUSTRIAL 
EQUIPMENT NEWS 


e MILL AND FACTORY 
e CHEMICAL ENGINEERING 
e FOOD INDUSTRIES 


e ENGINEERING 
NEWS-RECORD 


© PETROLEUM PROCESSING 


e PLUMBING AND HEAT- 
ING BUSINESS 


e PLUMBING & HEATING 
JOURNAL 


To help you sell 


KENNEDY VALVES 





















Selling 
reliability 
plus... 


Tell the man haressed with heavy 


load-handling problems about the 
‘Load Lifter’ — how this heavy- 
duty electric hoist lifts capacity and 
near-capacity loads many times an 
hour, every hour in the day. Tell 
him how he'll always get this sort 
of service from a ‘Load Lifter.’ Tell 
him how the ‘Load Lifter’ gives 
this constant service but demands 
but little servicing in return. 


Give him the reasons why — 
one-point lubrication which means 
but one place to oil about every 
six months. 
gear reduction drive, interchange- 
able suspension, self-contained 


Tell him about two- 


motor isolated from the mechan- 
ism, fool-proof upper stop, safety 
lower block. You'll soon convince 
him that the ‘Load Lifter’ is the 
hoist for the job — no matter how 
tough, how gruelling it is; how 
many times in an hour the ‘Load 
Lifter’ must lift capacity loads nor 
how many hours a day it must lift 
them. 


He'll soon see that your selling 
him reliability — plus — when 
you sell him a ‘Load Lifter’ Electric 
Hoist. 


Need more copies of Catalog 
No. 215 to help you sell? 
Write us, if you do. 


fay: LOAD LIFTER 
IM " Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of 'Shaw-Box' Cranes, ‘Budgit': and 
‘Load Lifter’ Hoists and other lifting specialties 
Makers of Ashcroft Gauges, Hancock Valves 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 


Lh Ads 
TRADE MARK 
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EAN 
ASSISTANT-MANAGER at the Ohio 
Belting and Transmission Co., Toledo, 
is Robert A. Allam, right, reviewing 
policy with President Clayton Cousino. 









Gardner-Denver Co. 
Names Elliot Manager 


Bill D. Elliot has been appointed 
district manager for the Gardner-Den- 
ver Co. at Seattle, Wash., to succeed 
Carl H. Grimm who resigned to spe- 
cialize in the sale of air equipment to 
the logging and sawmill industry. For- 
merly, Mr. Elliot was in the firm’s 
branch office at Los Angeles. 

Harry W. Titley, former resident 
salesman at Minneapolis, Minn., has 
been assigned to the Seattle sales staft 
as resident salesman at Portland, Ore. 
Tom Melosevich left the Seattle office 
to take a factory assignment in Quincy, 
Ill. as demonstrator and_ trouble 
shooter. 


Wilkerson Joins 

Industrial Supplies, Inc. 
Tom Wilkerson recently was ap- 

pointed to the sales force of Industrial 

Supplies, Inc. of Memphis, Tenn. He 

will travel northeast Arkansas and 

southeast Missouri. 





a 


BY AIR TO GEORGIA, this ton ship- 
ment of 30 one-man power chain saws, 
leaving Los Angeles, will help to al- 
leviate the demand in various parts of 
the region. 
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FOREDOM 
Flexible Shaft 
MACHINES 


mean multiple sales 
for you in every 
plant and in 
ALL 3 departments 


PRODUCTION, 
TOOLING, and 
MAINTENANCE 


Quality Built 
Since 1922 








5 quickly in- 
terchangeable 
hand piece 
types — pencil 
sizes and 
larger — some 
with flexible 
wrist —see 
arrow. 


FOREDOMS are tops in the 
Smal! Grinder Field 


Here are 4 REASONS WHY! 


. Extra power and longer motor life. Motor 
not dwarfed to fit hand, 


Correct handpiece size for deft, sensitive, 
fingertip control. 

. Complete range of handpiece types. You fit 
the tool to job at hand. 

Small handpiece size lets you get into those 
“hard-to-reach” places. 

USE FOREDOMS to grind, polish, drill, rout, 
mill, saw, slot, clean, sand, etch, engrave, etc. 
FOREDOMS aré profitable additions to all 
departments—production, maintenance, or tool. 
The FOREDOM line includes “hang-up” models 
as illustrated and easily-portable bench mod- 
ie. Foot rheostat is standard with most of 

em. 











»- » © = 


Our Catalog No, 2213 gives you valuable informa- 
tion as to how you can profitably Sell FOREDOMS. 
Tt will nay you to send for it. 


FOREDOM ELECTRIC CO. maa | 


Monvtacturers of Flexible Shaft Equipment for Home 
ond Industry For o Quarter Century. . 


27 PARK PLACE * NEW YORK 7,N.Y. 
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IN YOUR HANDS!\// 














A. S. A. SPRING 
LOCK WASHERS 


_ | when you call a RELIANCE DISTRIBUTOR 








ce 
cil 
nd 
me 
ble ‘ —_— P . , 
American Standards Association specification Spring Lock Washers are 
eee CO? 4 
carried in stock in all sizes and series,— i. e. Light, Medium, Heavy, and 
D i Extra Heavy,—in the Red Seal Package, for prompt delivery by your 
; Reliance Distributor. Play safe and order Reliance Spring Lock Washers 
to the A.S. A. specification and be sure the bolted assembled parts on 
tor 
ive, your products stay tighter longer. We will be glad to furnish the name 
1 fit } ‘ ° . 
an | of your nearest Reliance distributor upon request. 
out, 
etc. 
all 
a —_/) _ f) 
t of - 4 f Oo P 
rma f O, f ff 4 VY as 4 
MS 4 \ CC UL ‘Co, 8 lh AS 
X 


OFFICES AND PLANT MASSILLON, OHIO 


Sales Offices: New York « Cleveland « Detroit * Chicago * St. Louis * San Francisco * Montreal 





7 Ne) 


EATON MANUFACTURING COMPANY 





You'll find a warm welcome at Reliance’s Conference Booth—No 401 
—at the Triple Mill Supply Convention, Atlantic City, April 26—27. ) 
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“DYNAFLEX 


Stands tye [rngee 


ON POWER REVERSING GEARS 


Ask your railroad customers or prospects whether they are using Mulconroy’s 
“DY NAFLEX” Power Reverse Gear Air Hose on their road and switcher diesel 
engines. Several of the largest companies have been steady buyers of this hose 
for some time, and others could use it with equal advantage. 

“DYNAFLEX” is an exceptionally strong, flexible hose especially designed 
for this heavy-duty service. Tube is compounded to resist the action of heat 
and oil. Firmly vulcanized to the husky duck carcass, it will not peel, swell or 
buckle. Cover consists of tightly braided asbestos, surrounded by multiple 
layers of braided steel wire—a combination insuring superior strength and 
insulation. An outer half-round galvanized steel spiral provides high resistance 
to severe external wear. Sizes 4", 34" and 1". 


OTHER MULCONROY PRODUCTS FOR RAILROADS 


Air Brake and Signal Hose; Car Heating Hose; Coal Sprinkler Hose; 
Boiler Washout Hose; Ash Pit Hose; Air, Steam and Oxy-Acetylene Hose. 


Wherever the requirements call for greater resistance to temperature, pressure 
and wear than conventional rubber or all-metal hose can give, you can sell a 
. Mulconroy Special Hose Construction that will insure the desired results. 


WHERE OTHERS <S. 


"MULCONROY Siar... 





5329 JEFFERSON ST., PHILADELPHIA 31, PA. 
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HOT DOG! says Wilbur Kerins after 
a healthy bite at one as Dorothy 
Plichta, Earl Rickerds and Mrs, 
Rickerds trim their own with mustard. 
The occasion was the outing of Equip- 
ment & Supplies, Inc., distributors of 
Baltimore, with 50-odd people in at- 
tendance. 


Westinghouse Will Buy 
Large West Coast Plant 


The Westinghouse Electric Corp., 
through L. H. F. Boe, vice-president, 
has announced its decision to pur- 
chase the 57-acre Sunnyvale, Calif. 
Works which was leased 19 months 
ago from the Joshua Hendy Iron 
Works. Westinghouse assumed op- 
eration of the plant as of March 1, 
1947, under terms of a ten-year lease 
with the option to purchase by Nov. 
1, 1948. 

Already the company has invested 
several million dollars in machinery 
and equipment, and facilities are con- 
tinually being expanded to meet the 
needs of western industries and elec- 
tric utilities and to produce equip- 
ment for export purposes. 

The Sunnyvale Works is a major 
unit in the company’s nation-wide 
manufacturing and repair division. It 
already is in production on distribu- 
tion and power transformers, alternat- 
ing-current motors, steam turbines up 
to 12,500 kilowatts generating ca- 
pacity, voltage regulators, valves, large 
air moving equipment, gears, switch- 
gear, and other products. 














. “i 
ADDING to the pleasant surroundings 
in the offices of the Southern Supply 
Co., Wichita, is Bernice Dilling, re- 
ceptionist. 

















. Profit Lines for 1949 


HACK SAWS BAND SAWS 


, HAND AND POWER BLADES METAL CUTTING - WOOD CUTTING 
also Linotype and Dry Ice bands, Band Saw 
Knives, and Butcher saws. 








IT 


le COMPASS SAWS 
it | WOOD CUTTING - METAL CUTTING 


it- } 
up 








TOOL BITS 
KUTAL - SPAR - KING - SPARGROUND 


ge 





HACK SAW FRAMES 











These lines have Built Repeat Sales for many Distributors. 
A few territories are open. 


WE TOOK THE LEAD APR. IST, 1948, IN BRINGING OUT A NEW 
NET PRICING METHOD FOR HACK SAWS, BAND SAWS, TOOL BITS 
AND COMPASS SAWS. WE APPRECIATE THE MANY FAVORABLE 
COMMENTS THAT HAVE COME IN TO US. 








ings 


pply 


Tc 


SPARTAN SAW WORKS, INC. SPRINGFIELD 7, MASS. 
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HOISTING NEEDS 


from 


z to 20 TONS 


Timken 
Equipped 








....are met ....with 


PHILADELPHIA 
CHAIN HOIsTS 


Distributors are meeting the industrial 
hoisting requirements of their custom- 
ers effectively, satisfactorily and prof- 
itably with Philadelphia Chain Hoists 
. . . the sturdy, modern, safe and 
economical line which includes Spur 
Gear Hoists, Screw Gear Hoists and 
Differential Hoists. 


Here is a source of supply that can 
be depended on. Design features are 
easily demonstrated sales points such 
as: hollow load sheave shaft of bronze- 
bushed malleable iron; solid one- 
piece driving pinion shaft, heat treated 
and ground; fully enclosed bearings, 
etc. . . . all contributing to low cost, 
long-lived service. 


Let Philadelphia 
Market. Increase 
Profits 


Send for 18-page fully illustrated cata- 
log 4-A covering the complete ‘Phila- 
delphia’ line. 


PHILADELPHIA 


CHAIN BLOCK & MFG. CO. 
Mascher & Norris Sts. 
PHILADELPHIA 22, PA. 


Widen 
Sales 


Your 
and 
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CLINIC ONE, 
Browning on the tool, learns about 
drills and drivers from Black & Decker’s 
“Hank” Costantin. D. Jarrett, left, and 
F. C. Norman, Browning executive, 
wait to inspect Bonte’s skill with the 
tool. 


with Al Bonte of 





CLINIC TWO, instructed by H. E. 
Bond, included Browning men B. N. 
Cullen, L. Burns, T. Ponzio and F. 
Etre, “sawing through” with a produc- 
tion unit. 


Browning, Black & Decker 
Hold Sales-Service Clinic 


Browning Bros., Inc., New York, 
and the New York district office of 
Black & Decker Co. recently con- 
ducted a joint meeting and clinic that 
featured head and handwork on the 
manufacturer’s products. The session 
was held in the Black & Decker branch 
offices. 

The salesmen were divided into 
three groups, with four and five men 
to a group. Group one worked out its 
sales and service problems in drills 
and screwdrivers in the main office. 
Simultaneously, the other groups were 
busy in clinic two and three. Group 
two had practice and discussion of 
power hammers and saws; group three 
learned the fundamentals of abrasive 
tools and their uses. The groups were 
rotated every thirty minutes, so that 
each salesman had a chance at the 
tools and an opportunity to present his 
problems for solution. 

The meeting closed with the motion 
picture ““Handfuls of Power’ which 
described the many applications, and 
customers, for portable power tools to 
be found in industry and commerce. 
Gus Fischer, branch manager of Black 
& Decker, and Ray Imre were on hand 
throughout the evening to answer 
questions and give further demonstra- 
tions on the line. 








CLINIC THREE at the joint Brown- 
ing Brothers-Black & Decker sessions, 
worked through their problems under 
the guidance of H. C. Kirby. G. Beck 
is on the tool, disk sanding steel plate, 
while F. McTague and Fred Muller, 
Browning men, look on. 





FILM FARE for the evening was 
“Handfuls of Power’, a 20-minute 
short on portable power tools and the 
ways in which thev are used by indus- 
try. Ray Imre stands at the right, ready 
to answer questions the picture may 
develop. 





Bethlehem Supply 
Opens New Branch 


The Bethlehem Supply Co. of Cali- 
fornia has opened a new branch house 
at Wilmington, Calif., under manager 
William Pacher. He had been store- 
keeper at various of the other branches 
prior to entering the service. 

The home office of the firm in Los 
Angeles now is well established in its 
new quarters at 6000 Alcoa Avenue, 
with 100,000 sq. ft. of warehouse 
space. 

Ten salesmen travel for the com- 
pany throughout the Los Angeles ter- 
ritory. Five salesmen work out of the 
San Francisco office, and 10 field sales- 
men operate out of the various 
branches in other California cities. 


Allis-Chalmers 
Names Three District Men 


R. E. Yates, Gordon E. Hunt, Jr., 
and Joseph Conrad have been ap- 
pointed to handle all Allis-Chalmers 
general machinery division dealer ac- 
counts in the company’s Portland, 
Ore.; Kansas City, Mo.; and Pitts- 
burgh, Pa., district office areas respec- 
tively. All three of the appointees have 
been associated with the firm for a 
number of years. 





























Circle ® Bolts and Nuts are note: 


for their uniform size and strength. 


They satisfy the most discriminating 





customers. Stock them for your trade. 


BUFFALO BOLT COMPANY 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities. Export Sales Office: Buffalo International Corp. 
50 Church Street, New York City 








PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS + NUTS + RIVETS AND SPECIAL FASTENERS 
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Jacks . . props .. shores .. 
horses . . why fool with these 
obsolete methods of handling 
reels? DO IT THE MODERN, 
af EFFICIENT WAY! Reel or 

unreel wire, cable, rope with 


<< ROLL-A-REEL 


Simple, strong, eas- 
ily handled stand 
for your reels to 
save time and labor. 
‘> Adjustable slots for 
variety of reel sizes} 


Style A: 2,000 Ibs. cap. 37.50 


Style B: 4,000 Ibs. cap. 75.00 
f.o.b. Cincinnati 


WRITE FOR DETAILS TODAY 


LL-A-REEL 


27 |WEST FOURTH STREET 
INCINNATI 2, OHIO 

















COLLET \ 
EQUIPMENT 





Magic Type 
Chuck 






Standard Type 
Drill Sleeve 








Drill Drift 


Morse Taper 
Shank Tap 


Socket 
e We have been manufacturers of small tools for 
more than 40 years and can solve any of your 
customer's reaming, drilling, or boring problems. 
You can supply the proper unit in the proper type 
and size from the complete COLLIS line 
Immediate deliveries 
‘ IOWA 
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A. M. Callis 
Federated Metals 
Appoints Callis Manager 


A. M. Callis, former sales manager 
of the Chicago territory of Federated 


| Metals Division, American Smelting 


& Refining Co., recently was ap- 
pointed to the newly created post of 
general sales manager. Mr. Callis is 
succeeded in his old post by J. W. 
Kelin, former sales manager of the 
St. Louis territory. Paul H. Jackson 
succeeds Mr. Kelin at St. Louis. He 
was district sales manager at Seattle 
formerly. 

Mr. Callis has had more than 20 
years experience at Federated. He 
began his company career in July, 1920 
as a Clerk in the Seattle office. J. W. 


| Kelin has been with Federated since 


1924, serving largely in the St. Louis 
territory. Mr. Jackson’s experience in- 
cludes nine years with Federated as 
a salesman in the Northwest. 












S 
ASS 
Paul H. Jackson 





New Quarters Taken 
By Gould Co. 


Practically every man in the Gould 
Hardware & Machinery Co., San 
Diego, Calif., worked long hours of 
overtime, recently, to move the firm’s 
sizeable stock in the company’s own 
trucks to its temporary quarters in a 
large industrial building at 700 East 
Harbor Drive. The move was made 
necessary by the closing of an estate 
which owned the building originally 
leased by the firm. The lease was ex- 
pected shortly to expire, but the 
owners gave notice for the tenants to 
vacate and named a date in advance 
of the expiration date. 

Gould Hardware thought the “ul- 
timatum”’ was a mixed blessing, how- 
ever. The firm had had plans for 
some time of building a new structure 
of their own, sometime early in 1949. 
It would be located at 2212 Main 
Street, at the corner of Main and 
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Sampson, close to Harbor Drive. The 
building itself is planned to be 200 ft. 
wide by 140 ft. deep, with a block 50 
by 140 ft. alongside for open storage 
and parking purposes. This. would be 
paved throughout with blacktop. 

The original moving operation, with 
all hands at work on the project, was 
accomplished in about three weeks 
and with little interruption to the 
firm’s services. 


Weber Named Agent 
For H. R. Basford Co. 


Robert J. Weber has been ap- 
pointed directory factory representa- 
tive, to establish distribution of 
“Gripso”, a vise pliers, in Michigan, 
Ohio, and Indiana. 

Mr. Weber is known in industrial 
wholesale circles throughout the mid- 
west and will establish headquarters 
at 4206 West 63rd Street, Cleveland, 
Ohio. 
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CHICAGO Safety Plus 


SOCKET SCREW PRODUCTS 


SHARP — 


Well centered burr-free sockets of controlled width and 
depth with hard surfaces which resist the most strenuous 
wear—speed assembly time. 


CLEAN — 


Accurately formed threads of uniform pitch diameters well 
within Class 3 limits—speed assembly time. 


Closely controlled concentricity tolerances assure equal 
distribution of stress and permit the use of small counter- 
bores and more accurate tapping to speed assembly time. 


Your customers can reduce weight and 
add strength to their products with 
lighter, stronger Chicago ‘SAFETY 
PLUS” Screw Products. 


Chicago “SAFETY PLUS"’ Products Include: 


Socket Head Cap Screws * Socket Set Screws * Stripper 
Bolts or Shoulder Screws * Square Head Dog Point Set 
Screws * Socket Pipe Plugs * Keys for ‘‘SAFETY PLUS” 
Socket Products * Hexagon Head Cap Screws, Steel and 
Brass * Square Head Cup Point Set Screws * Headless 
Set Screws °* Fillister Head Cap Screws * Flat Head Cap 
Screws * Taper Pins * Milled Studs * Semi-Finished 
Hexagon Nuts, Steel and Brass * Semi-Finished Hexagon 
Castellated Nuts. 


Our merchandising policy is based on complete 
cooperation with the distributor—Write for details. 
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SOCKET CAP SCREW 


SOCKET SET SCREW 


SOCKET HEAD 


SHOULDER 








SCREW 
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MICHIGAN 


RED COAT / 
ABRASIVES. 





You who sell abrasive belts 
and discs .. . you went for 
our Red Coat Abrasives like 
a duck takes to water. 


You sold them like hot- 
cakes ... so fast that you 
made us get another plant 
. «. just to fabricate Michigan 
(RED COAT Abrasives. 


Why such sales? ... 


_ Because ... with the 
famous Michigan RED COAT 
«+. your customers SEE the 
difference . . . and 


Because RED COAT 
Abrasives CUT BETTER and 
LAST LONGER. 


If YOU are one who 
(doesn’t handle this famous 
(RED COAT Line— 





WRITE FOR FREE SAMPLE 


fand FREE Dealer Catalog 
today ... Then SEE and 
FEEL the difference for 
yourself, 


AVAILABLE IN ALL TYPES! 


(Supplied in Belts, Discs, Rolls and 
Sheets—paper or cloth backed—in 
Silicon Carbide, Aluminum Oxide, 
Garnet—in full range of standard 





grit sizes.) 


MICHIGAN ABRASIVE CO. 
2360 W. Jefferson Ave. Detroit 16, Mich. 


Uiichigan 
RED COATED 
ABRASIVES 


‘The Humidity Controlled Abrasive’ 





228 





| 
| 


FINAL CHECK before opening is 
given by E. W. Breese, industrial sales 
manager, W. C. Tate, branch manager, 
and E. C. Hoeflich, advertising man- 
ager, at the initial show of the Hajoca 
travelling exhibition at Norristown, Pa. 


USE of uniformly designed display 
cabinets saved space, permitting equita- 
ble distribution of 19 exhibits in a mini- 
mum of room and affording visitors and 
sales representatives sufficient area in 
which to discuss product problems. 


CHECKING IN visitors is Esther Sa- 
lamone who takes data from Ruben 
Hoffman, Universal Concrete Pipe Co., 
Bridgeport, Pa., as Mildred Reynolds 
looks on. Visitors participated in a 
lucky number contest for radio at right. 





INNER MAN was taken care of also 
as many visitors came from their plants 
directly to exhibition. William Geiser 
(Tube Turns), Mr. Tate (Hajoca), Walt 
Smith and J. A. Licker (Kinsey Distill- 
ing Co.) take refreshment. 


Traveling Exhibition Inaugurated by Hajoca 


The initial test of a traveling indus- 
trial supply exhibition, planned and 
designed by the sales management of 
Hajoca Corp., Philadelphia, proved 
successful in its Norristown, Pa., 


| branch and is now on tour of the 31 
| branches of the company on the East- 


ern scaboard. Industrial purchasing 
agents, plant officials, engineers and 
superintendents inspected products 
distributed by Hajoca at the Norris- 
town exhibition. The initial show 
lasted three afternoons and three eve- 
nings and featured 18 major lines car- 
ricd by the branch. 

Among those present to inspect the 
show and greet visitors were W. A. 
Brecht, president; A. A. Sadley, vice- 
president; C. C. Lowry, vice-president 
and general sales manager; E. W. 
Breese, industrial sales manager; FE. C. 
Hoeflich, advertising manager; J. R. 
Trimble, Pennsylvania zone manager, 


| and W. C. Tate, Norristown branch 





manager. 
Charles Muend, manager of the 
Hajoca Corp. Brass Works; Deems 
Hallman, manager of Hajoca’s Iron 
Foundry, and G. L. Gross, assistant 
manager, exhibited plumbing fixtures 
and flanges made by their plants. 
Assisting at the exhibition were 
Holly Grubbs, Robert Weber and 
Tom Haggerty of the Norristown sales 
staff; Esther Salamone and Mildred 
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Reynolds, registrars, and members of 
the stock room. Refreshments were 
served in the counter room. 

The idea of the exhibition was 
originated by Mr. Breese and devel- 
oped by Mr. Sadley. <A standard dis- 
play cabinet was designed to hold 
cach major line’s products and product 
literature. There were 24 of these 
stands made, enough to accommodate 
any major line carried by any branch. 
These stands will be transported from 
one branch to another for each sched- 
uled exhibition, eliminating expensive 
and time-consuming preparations by 
the branches. 

The cabinets are made of plywood, 
cach seven feet high and four feet 
wide. The base is two feet deep and 
about 30 in. high, forming a cupboard 
and shelf, which is topped by black 
linoleum. Rising from this is a sup- 
port for the backboard, four in. wide. 
The backboard is topped by a cornice 
about 12 in. wide, and behind the 
cornice are two fluorescent tubes 
which light up the back board and 
shelf on which products are displayed. 

The backboards can be taken out 
as they are latched into the frames. 
Each backboard is covered with black 
velvet, which sets off metal products 
to best advantage. A velvet curtain 
is hung over the lower part of the 
cabinet to give the ensemble a neat 
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4218 WISSAHICKON AVE., PHILADELPHIA 29, PA. 


By combining American Reduction Drives and 
American Conveyor Pulleys, your customers get 
many unique advantages that help them modern- 
ize appearance, improve performance, and reduce 
installation and operating costs on their conveyors. 


American Reduction Drives save space—the Unit 
mounts directly on the shaft of the driven machine. 
These Drives are compact, weigh less than ordi- 
nary drives, are neater in appearance. No 
“old-fashioned’’ supports or foundations are 
needed... installation is usually made in a 
matter of minutes. Any driven speed below 154 
rpm is quickly obtainable; and once on the job, 
American Reduction Drives reduce maintenance 
costs because the primary belt drive absorbs 
damaging shock loads. 


Rugged American Welded Steel Conveyor Pulleys 
combine light weight with high strength for long 
service life. Their true-running qualities result 
in efficient performance, less belt wear. They are 
easily, quickly installed because of their inter- 
changeable hubs—and when combined with 
American Reduction Drives, installation of the 
complete Unit can be made with assembly line 
speed. Best of all, complete American Reduction 
Drives and American Conveyor Pulleys can be 
sold right from your stock shelves! 


Decide to cash-in on these easy-selling advan- 
tages, now. For complete engineering and instal- 
lation data that helps you sell,’just drop us a line. 
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| HIS is among life’s most embarrassing moments for a 
salesman. Imagine! A customer correcting bim on the 
name of a product he sells! 


Luckily this doesn’t happen very often. But it’s one of the hazards 
of selling for those who don't keep up-to-date on the lines they 
carry. Men who buy are pretty sharp and they keep themselves 
well informed by reading the advertising in the trade press. 


If you sell the Lamson line we'll be happy to help you keep abreast 
of the latest developments in fasteners. For instance, why not ask 
your sales manager to send for reprints of our national advertise- 
ments and direct mail material for use in those‘“Saturday morning”’ 
sales meetings? Or, arrangements can be made to have a Lamson sales 
engineer attend to answer technical questions that may come up. 


Lamson’s national advertising program and special consultant ser- 
vice are designed to help you sell Lamson products. You are 
invited to use them regularly. 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Birmingham * Chicago 


LAMSON SESSIONS 


"off 


- 
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appearance and keep dust off product 
literature on the shelf. The cabinets 
are painted gray. On the face of the 
cornice are red raised letters in wood, 
spelling out Hajoca. 

After scheduling the exhibition, the 
Norristown branch sent out 500 in- 
vitations to more than 200 industrial 
firms. The invitations went to pur- 
chasing agents, engineers, and superin- 
tendents informing them of the pur- 
pose of the exhibition. Enclosed was 
a reply card, self-addressed and 
stamped. This card had room for 
names and titles of persons who would 


| accompany the invited individual. 


To promote the exhibition, four- 
by-six-in. ads were inserted in each of 
the daily newspapers on the day pre- 
ceding the opening. Newspaper tre- 
leases were sent to the papers the day 
after the opening, stating attendance 
and other features. 

Visitors to the show were registered 
on cards by two girls. Each card listed 
the visitor's name, title, company, 
street and city. 

The names obtained from the vis- 
itors’ registry will be used as a mailing 
list by the branch for the Hajoca 
“Commentator,” the house organ, and 
product literature. Special copies of 
the “Commentator” are being pre- 
pared for the exhibition and each 
branch will have its own issue, featur- 
ing a spread on the parent firm, a 
spread on the branch, and a .single 
page for each of the major manufac- 
turer suppliers as well as the index 
of manufacturers and products carried 
by the branch. 

The tour is expected to take a year 
to complete. Whether or not it will 
be an annual fixture depends on the 
interest it arouses in the remaining 
branches. The cabinets will be shipped 
from one branch to another siealllly- 
ing preparation and gaining uniformity 
Wherever the branch does not 
have sufficient room for the exhibit, it 
will be held in a hotel or other suit- 
able place. 








HELLO GIRL at White Star Machin- 
ery & Supply Co., Wichita, is Mary 
Shadrick, receptionist. 
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(ADV ERTISEMENT ) 


A POPULAR PRODUCT 
IS EASY TO SELL 


Here is an actual experience that one of our field 
engineers had when he called with an industrial 
supply salesman on a prominent automobile manufac- 
turing plant. The inquiry came in from the LUBRI- 
PLATE Tag Plan. It was for the lubrication of heavy 
sheet-metal presses and called for LUBRIPLATE No. 
150-AA. Here is a quotation from his report. 


AN AMAZING 
LUBRICANT! 


LUBRIPLATE 130-AA 


Protects against 


* * * * * 















































''The machinery superintendent asked me to 
RUST AND CORROSION st re sre teers 
i nahn Caetiene Cats he contact one of his supervisors in e press 
marvelous anti-seize compound and a department. They were installing several 
real protector against rust and corro- P P 
sion. From the standpoint of general new presses. The supervisor informed me 
- -cale : " 
wer Gees ee that the four different erectors from four 
While it is ideal for the heaviest loads, different machine tool companies had rec- 
this remarkable lubricant does not ‘ 
cause drag and actually conserves. ommended LUBRIPLATE 130-AA for the lubri- 

. Write f f P P P P 

Piiwiiwemeae cation of their respective machines. The 


supervisor figured that if sucha diversi- 
fied array of men recommended the same 
identical product, it must be good and he 
was very much interested intryingit.'' 
























1 oil type 
| for genera I 
te. oe “= iled bearings, wic 
i oile ‘ 
tubricotirt feeds and bottle spiel 
ig Because of high film 
a life it reflects - 
in most types © 
ing performance | ‘ 
pos gears (speed reducers) 
: of the most popula 
ducts for general ap- 
re gun of CUPS. 


* * * + * 


The salesman got the order. We get reports like the 
above constantly. The general popularity of LUBRI- 
PLATE Lubricants eases the way for the industrial 
supply salesman who has them to sell. The adver- 
tisement in two colors at the left hand of this 
page is a typical advertisement that is continu- 
ously appearing in over thirty leading industrial 
publications. The tag plan referred to above fur- 
ther helps the salesman by providing him with live 
leads. LUBRIPLATE District Engineers stand ready 
to help him in making the proper recommendation 
and getting business started. LUBRIPLATE partici- 
pation in shows and informative literature all 
work to popularize LUBRIPLATE Products and help 
the industrial supply salesman sell them. 


pro 
greose type 
plication by pressu oie 
0 — Fora wide range of 9 wood 
ae especially at temp 
"900 degrees ¥. 
— Known nationwide of 
bricant for open gears, 
ire rope, etc. 


No. 130-AA 
the superior lu 
ae anes se is the LUBRI- 
ING — This 's — 

BALL OEM icant thot hos oe 
wide accloi 
n of bol 
oting at speeds 
temperatures up 


d 
5000 RPM on 
Os 300 degrees F. 





The best thing about these lubricants is that they 
do an outstanding job everywhere they are used. 
Suggest LUBRIPLATE on every call. There is good 
money to be made in initial sales and initial sales 
assures CONSTANT VOLUME in REPEAT BUSINESS. 






PeALERS FROM COAST TO const 
UY v 
” YOUR cLassifieD TELEPHONE 
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\244 REASONS 


for using HARPER Everlasting Fastenings 


——ONLY § REASON FOR USING COMMON STEEL! 
Perea ~ 


C ADVANTAGES \ i , 


f] 









fi US tale 








DISTRIBUTOR STOCKS. 
The demand for Harper Everlasting Fastenings 







is increasing daily as more and more manufacturers 
learn of their many advantages and immediate availability. 





The Harper Distributor Policy provides you with a profitable 
item with rapid turn-over, and enables you to give your customers an 
additional needed service. 


Write for Catalog and Complete Information 


THE H. M. HARPER COMPANY 


MORTON GROVE, ILLINOIS (Suburb of Chicago) 
NEW YORK 13 + 200 HUDSON STREET 
BRANCH OFFICES: Atlanta, Cambridge, Cincinnati, Cleveland, Dallas, 
Denver, Detroit, Grand Rapids, Los Angeles, Milwaukee, Philadelphia, 
St. Louis, San Francisco, Seattle, Toronto (Canada). 


a4 HARPER 
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THE JACKPOT WINNER in the nation-wide contest staged recently by Marquette 


for distributors’ 


vb. &. 


Mfg. Co., Inc., 
Jullien Inc., Washington, 
prizes. 
district sales manager; 
Fred C. Marsh, 


Marvin E. Kline, 


salesmen, 
who won $500 in cash and $ 
Marquette officials on hand for the drawing included Howard A. Morgan, 
director of the Sister Kenny Toundation; 
advertising manager and Morgan H. Pot 


was W. L. salesman of L. S. 


2,000 in valuable 


lr avlor, 


» . . . _ 
Potter, general sales manager. 





Waterworks Equipment 
Augments Sales Force 


The Waterworks Equipment Co. of 
Salt Lake City, Utah, has increased 
its staff of salesmen by three men in 
recent months. They include: Owen 
C. Court, home trained, who has been 
given territory to the north, includ- 
ing Idaho; Howard I'randsen, also 
home trained, who has been given the 
territory south of the city; and How- 
ard M. Hurst, formerly with the State 
Health Department, and a sanitary en- 
gineer as well as salesman, who will 
cover all territories as a specialist in the 
sanitary field. 


Pidgeon-Thomas [ron Co. 
Forms New Organization 


“Southern Overhead Crane Di- 
vision” is the name of the new or- 
ganization formed by Pidgcon-Thomas 
Iron Co., Memphis, Tenn., for the 
manufacture of overhead jib cranes. 
The cranes will be fabricated at the 
Pidgeon-Thomas [ron Co.'s plant and 
sold only through industrial distribu- 
tors throughout the South. 

The new division will be in charge 
of A. J. V. Ware and C. M. Bull. 

The crane, which is electrically oper- 
ated, can lift up to ten tons and is 
called “Bull Crane.” 








FASTER PROFITS 
FOR SURE 
WHEN YOU STOCK 


Wherever metal is cut there is 


an overwhelming preference for * 


Star hand, band and power hack 
saw blades. For faster, easier, less 


* costly metal cutting has been syn- - 


onymous with Star blades for 
years. Stock the complete Star 
line of blades and frames—build 
more sales, build good will with 
Star’s two handy references on 
selection, use and care of hack 
saws...'‘Metal Cutting’’, the 
booklet for pocket or tool kit... 
The Star Wall Chart for work- 
shop wall~and you can be dou- 
bly sure of faster profits the year 
‘round. Supplies of the booklet 
and wall chart are yours 
absolutely free. 
@ais 





TWENTY-FIVE YEARS of continuous association between the Jos. E. Loughead 
Co. of Kalamazoo, Mich. and The B. F. Goodrich Co. recently was marked by the 
presentation of a plaque, given by D. W. Fairbairn, of Goodrich’s industrial products 
sales division in Detroit, to President J. E. Loughead (seated). 
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‘CLEMSON "| 


| Makers of hand and power hack saw blades, frames, 
|. Sane sate, Blades og the Clomace Lawn Machine. | 
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OUT OF 1001 TEST TUBES 


The Chicago Mounted Wheels used in industry 
today look simple enough—abrasive wheels 
mounted on steel shanks, but 













Those little wheels are the result of more than 
50 years of know-how and more than 1001 tests 
to determine the most exactly perfect combina- 
tion of grain, grade, bond, shape, shank length 
and steel analysis to do each job. 





FORWARD- 
LOOKING 
is the Word 


Recommend Chica- 
go Mounted Wheels 
for all finishing jobs. 
These were the first 
wheels ever to be 
mounted on their 
own steel shanks— 


and are today’s 


finest. | a ‘i. 








AND, the same expert craftsmanship that has made Chicago Mounted Wheels the most 
widely used in industry today accounts for the outstanding results obtained with Chicago 
Grinding Wheels and Cut-Off Wheels. 


FREE ENGINEERING SERVICE 


Let us help your customers with their grinding problems. We furnish special Engineering 
Data Sheets making it easy for anyone to submit information from which we can recom- 
mend the abrasives to do the job better. 


CHICAGO WHEEL & MFG. CO., 1101 W. Monroe St., Dept. MB, Chicago 7, Ill. 








Write for ‘Free [] Send Catalog [] Franchise Data for Supply Houses 
Literature and 

Attractive Fran- SS errs garry ee ge ce Dae oe otis hs i Eon eee 
chise open on all 

nationally adver- BE Feds bseretenexcine 


tised Chicago Va lilt Aaa | 
Wheel products 
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William J. McGraw 


Independent Pneumatic 
Names McGraw 


William J. McGraw, formerly of 
New York, has been appointed man- 
ager of the Cleveland branch of Inde- 
pendent Pneumatic Tool Co., manu- 
facturer of Thor portable power tools. 
Formerly Mr. McGraw was manager of 
electric tool sales in the company’s 
New York branch. He will be suc- 
cceded by Edward B. Rosell. 


Hall Speaks On 
Sales Engineering 


Victor E. Hall, general manager of 
the materials handling division of the 
Syracuse Supply Co. was guest speaker 
at a meeting of the Student Chapter 
of the Society for the Advancement 
of Management in Syracuse, N. Y. 
Mr. Hall spoke on “Sales Engineering 
as a Vocation.” 








FIRST PRIZE for the best 1948 dis- 
tributor direct mail campaign was 
awarded to the Carboloy Co., Inc., De- 
troit, in a national contest by the Di 
rect Mail Advertising Association, Inc. 
The three men responsible for the suc- 
cess of the campaign are E. C. Howell, 
Carboloy’s merchandising manager; 
Grant Hamilton, of Brookc, Smith, 
French & Dorrance, Inc.; and John 
Mason, assistant to Mr. Howell. 
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= NEEDS THE BEST in cutting 
tools that it may obtain high volume pro- 
duction. Realizing this, Whitman & Barnes 
commences its SECOND CENTURY with 
confidence, for only cutting tools that have 
proven their worth through the years will 
satisfactorily meet industry’s requirements. 


Many of you distributors stock and sell 
Whitman & Barnes products. You profit by 
doing so, and the future should bring even 
greater prosperity to you, for industry 
requires W&B Drills and Reamers that it 
may achieve the utmost in production. 





LWtsT. ORILES, © REAMERS 











CARBIDE. TIPPED TOOLS**eS PEC tht tae 





INTER C HAN GEABA BS PON C Hee 
NEW YORK » CHICAGO 
WHITMAN s BARNES DETROIT » LOS ANGELES © HOUSTON 
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SCREW DRIVERS 








A. 


GREGORY PECK, the salesman not the movie star, is front row, second from the 
left in this picture featuring the entire sales organization of the Plowden Supply 
Co. of Houston, Texas, at the Yale & ‘Towne Manufacturing Co.’s round table 
discussion and dinner. Scatcd, left, are A. D. Hildreth, Gregory Peck, Jack Stone, 
vice-president, Jesse Finch, vice-president and sales manager, Arch James of Yale 
and Towne, Stewart Plowden, president of the company, Jim McGlothlin, and Ray 
Whaley. Second row: Lawrence Lowman, Dick Vacck, Alvine Abramski, Vic Burrer, 
Amold Yauch, George Murphy, Ray Stratton, Paden Cross and Harvey Crow. Stand- 
| ing in rear: George Snell, Bo Yauch, Walter Dicner, George Stone, Wilbur Thorpe 


STAR DRILLS 


Daico FORGED TOOLS 


PUNCHES 


BRICKLAYERS’ TOOLS 


FLOOR CHISELS 


ARCH PUNCHES 
DAMASCUS STEEL PRODUCTS CORPORATION ¢ ROCKFORD, ILLINOIS, U. S 


and Art Vacek. 





Carboloy Sets Up 
Distributors School 


Expansion of its industrial training 
division for carbide supervisors to pro- 
vide for technical and other training 
on carbides for distributors’ tool spe- 
cialists and sales engineers is now in 
effect at Carboloy Co., Inc., Detroit. 

‘Lhe new distributors’ training course 
is scheduled for four one-week periods, 
at present, with classes confined to a 
maximum of 15. The first class of 15 
was held the week of September 27th; 
a second class the week of October 
25th; a third group was trained during 
the week of December 6th, and a 
fourth group will start on January 24th, 
1949. 

The course for distributors han- 
dling various standard products of the 
Carboloy Co. includes such subject 
matter as technical data on carbides, 
new developments in metal cutting, 
new developments in attaching carbide 


parts, recent developments in grind- 
ing methods and equipment, use of 
carbides in multiple point tools, for 
wear resistant parts, in wheel dressers, 
masonry drills, etc. Several periods 
on selling and sales promotion tech- 
niques are also provided, the entire 
program being livened up with ex- 
tensive use of motion pictures, slide 
films, actual demonstrations and ex- 
hibits. 


Midwest Firm 
Celebrates 75 Years 


This year marks the 75th Anni- 
versary of The Western Automatic 
Machine Screw Co., Elyria, Ohio, 
manufacturer of screw machine prod- 
ucts. In commemoration of the event 
the firm has brought out a special edi- 
tion of its employee publication 
“Western Round-Up”, a sizeable book- 
let which traces the history of the firm 
since its founding in 1873. 











| A NEW MODERN LOS ANGELES WAREHOUSE and office is announced by 

Raybestos-Manhattan, Inc. at 4651 Pacific Boulevard, Los Angeles 11, to service and 
| stock rubber goods and packings for industrial and oil field requirements for South- 
| ern California. Schuyler V. V. Hoffman will be in charge at the warehouse, and Frank 
| W. Sauger, equipment sales, West Coast Division, will also make his headquarters at 


COLD CHISELS 





the new address. 
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tional compressed sheet packings) 
2...R/M No. 670 
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Raybestos-Manhattan manufactures many different types of 
mni- sheet packing .. . in widths up to 150” . . . and in thicknesses 
“en from 1/64” to Ye”. Each of these compressed sheets is of 
7 long-fibre asbestos, scientifically compounded to meet the 
ce exacting requirements of industry. 
edi- 5 R/M No. 650, nationally known as “Pyroid,” is shown above. 
ition It is recommended for applications where severe service 
00k- conditions are encountered; for public utility service where 
firm excessively high pressures and temperatures are met. It can 
be used, however, for practically any condition, and makes 

— an economical sheet packing even in cold water service. 
Where first cost is an important consideration, many plants 
rely on R/M No. 670, also shown above. This sheet has a 
low rubber content and is approved by the National Board 
of Fire Underwriters for use in connection with such hazard- 
ous liquids as benzol, gasoline, and kerosene. 








Whatever your customers’ requirements, there’s an R/M 
product that fills the bill. 


; RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION 


d by Manheim, Pa. + Bridgeport, Conn. * North Charleston, S. C. * Passaic, N. J. 
- and 
outh- We also manufacture a complete line of Asbestos Textiles, 
‘rank 


toe Friction Materials, and Industrial Rubber Products. 
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RO GREAT NEW 


THE MOST POWERFUL 
%" ELECTRIC IMPACT WRENCH 
EVER BUILT! 





























COMBINING TWO \ AAW EZ 
PROVED FEATURES! \ | Wi 
‘a Ze 
Me, ng 
The powerful, durable onl 
\\ \ \ \ | [// = striking mechanism—of ns 
Ot = ~ the same type so widely . 
_ N\A \ gs 
wt preferred in Thor pneu- a 


. matic impact wrenches. 
The famous Thor heavy 
duty electric motor... 
standard in Thor electric 
tools for 35 years, 





See your Thor Distributor or 
Jobber today, or write for 
Circular No. 1025 


INDEPENDENT PNEUMATIC TOOL COMPANY 


Aurora, Illinois 
Export Division: 330 West 42nd St., New York 18, N.Y. 













Birmingham Boston Buffalo Chicago Cincinnati Cleveland Denver Detroit Houston 
Los Angeles Milwaukee New York Philadelphia Pittsburgh St. Louis St. Paul 
Salt Lake City Seattle San Francisco Toronto, Canada Sao Paulo, Brazil London, England 
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“PAUKY 








A ~-1. 2— PUNCH THAT 
DELIVERS EFFICIENCY FOR 


Ge 5 IRIVING e DRIil 
>), MASONRY e 


REAMING e HOLE SAWING e SANDIN( 


The complete versatility of this great new Thor tool makes it 
a “must” for every production line, factory maintenance, 
garages, engine rebuilding shops . . . wherever power can get 


jobs done cheaper—faster! 





= 
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PNEUMATIC TOOLS ¢ UNIVERSAL AND HIGH FREQUENCY ELECTRIC TOOLS * MINING AND CONTRACTORS TOOLS 








PRODUCTS NEEDED BY EVERY 
FACTORY YOU SERVE 


Red Rocke 


—for easy one-man 
tilting and draining of 
heavy drums and bar- 
rels. Made in three 
sizes, 14”-18"- 
24” above 
floor —avail- 
able with 
or without 
wheels. A 
very popular 
piece of 
equipment, 
thousands 
now in use. 










—balanced for easy 
handling of heavy 
loads, 6” diameter 
metal or rubber 
wheels. Streamlined 
tubular 
frame, 
welded 
construc- 
tion for 
maximum 
strength. 
Every plant 
can use 
Economy 
Shovel 
Trucks. 


CARBOY 
TILTERS 


—simple and safe 
for one man to 
operate. Lifts car- 
boy from floor 
with easy rocking 
action, pours by 
tilting on center 
pivot. Equipped 
with wheels for 
moving about. 





Write for selling prices and 
distributor discounts 


4519 W. Lake St. 
Cnicago 24, Ill. 








| 
| 
| 
| 






THE INTERIOR of the Hickinbotham steel warchouse has every facility for fast 
handling of steel, whatever its shape, size or weight. 


Hickinbotham Bros. 


_ Completes Facelifting 


A new facade of aluminum corru- 
gated sheeting and a complete re- 
modeling of its offices—with provi- 
sions for an extra large show room 
in front for industrial equipment and 
supplies—recently was completed by 
Hickinbotham Bros. Ltd. of Stock- 
ton, Calif. For their general offices 
and warehouse the firm now occupies 
one unit of the old Hope ‘Tractor 
Co. 

Diagonally across the corner from 
the old building is the stecl ware- 


| house, which contains approximately 


50,000 sq. ft. It is “L” shaped, 200 
by 300 ft. overall, with one. corner 
100 by 100 ft. jutting out. 

R. W. Hickinbotham is president 
and general manager of the company; 
L. F. Hickinbotham is vice-president 
and treasurer. The sales manager 
of the firm is R. M. Sawyer. 


Steel Warehouse Association 
Elects New Members 


The American Steel Warehouse As- 
sociation in Cleveland, Ohio recently 
added several new members to _ its 
roster. They included Bowsteel Dis- 


| tributors Corp., Linden, N. J.; Brass 


| 





| Ind.; and Peterson Steels, 
| New York City. 





& Copper Sales Corp., Indianapolis, 
Ind.; Jacklin Steel Supply Co. Lan- 
sing, Mich.; A. J. Schill Co., Houston, 
Texas; Stack Steel & Supply Co., 
Seattle, Wash.; Universal Steel Co.., 
Cleveland, Ohio and White Steel 
Warehouse Co., Rockford, III. 

Prior additions included: Court, 
Ernst & Wesson, Inc., of Jersey City, 
N. J.; Korhumel-Heffron & Preiss 
Steel Co. of Mount Vernon, N. Y.; 
Peninsular Steel Co. of Indianapolis, 
Inc. of 
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Hamilton Will Manage 
New Worthington Unit 


E. C. Hamilton will direct the ac- 
tivities of the Worthington Pump & 
Machinery Corp.’s newly combined 
Air Conditioning & Refrigeration Dis- 
tributor Service Department with the 
Air Conditioning & Refrigeration Sales 
Division, with headquarters at Hol- 
yoke, Mass. 

Mr. Hamilton will report to M. M. 
Lawler, division manager, with head- 
quarters at Worthington’s Harrison 
Works. Mr. Hamilton’s department 
will be responsible for service of all 
products of the Air Conditioning & 
Refrigeration Division sold through 
the distributor organization. 


John W. Humphrey 
Joins Philip Carey Mfg. 


John W. Humphrey has been ap- 
pointed executive vice-president of 
The Philip Carey Mfg. Co., Cincin- 
nati, Ohio. He succeeds C. A. Lambie, 
Sr., who recently retired from the post. 

Mr. Humphrey joins the Carey or- 
ganization after noteworthy contribu- 
tions in the field of management to 
such nationally known organizations 
as General Motors, National Cash 
Register and International Telephone 
& Telegraph Corp. 


George Coe 
Joins Winn’s Supply 


George Coe has joined the organiza- 
tion of Winn’s Supply Co., San 
Diego, Calif., in the capacity of audi- 
tor, which position will carry with it 
other duties with inside operations. 

Mr. Coe had been connected, pre- 
viously, with the Mahanna Co., 


building contractors of Cleveland, 
Ohio. 











IMPERIAL 
LL Dug fittings 


the all-metal tube coupling 
that withstands vibration 
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Maybe you haven't thought about it just this way, but 
you're everybody’s boss in the companies whose prod- 
ucts you sell. If you don’t sell the products, nobody 
makes any money. 


A particularly good example of people who look to 
you as the man they work for are the advertising man- 
agers of the manufacturers whose lines you handle. 
For the advertising they produce has just one pur- 
pose: to increase your selling effectiveness, and step 
up the number and size of the orders you can close 
in a day’s work. 


Because this is true, it’s important for you to be 
familiar with your suppliers’ advertising, so you can 
let it work for you to maximum advantage. And the 
advertising your suppliers put to work for you in 
AMERICAN MACHINIST is a good example: over 600 
companies are helping you sell the most important 
metalworking customers in your territory through the 
advertising pages of this magazine. This advertising 
is doing three big jobs for you: 
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It is making contacts for you every day through- 
out your territory... introducing new people to the 
advantages your products offer them... keeping 
your present customers informed between your calls 
on them. 


It is arousing an interest in your products... 
making people want to know more... and eager to 
talk to you when you send in your card. 


It is creating a preference for the products you sell 
... thereby making it easier for you to close the 
order every time you sit across the desk from a 
metalworking buyer. 


And, happily, every time advertising helps you to 
make a sale, everybody benefits...most of all you! 
So we'd like to say once again: watch for your sup- 
pliers’ advertising in AMERICAN MAcHiINisT. And never 
forget that, every month, this advertising helps you 
to put a bigger paycheck in the bank. 
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DETROIT PLANT, 760! CENTRAL AVENUE 
TELEPHONE TEXAS 4 2000 


perRoit 8 MICH. 
December 3, 1948 


w. Van winkle, pistrict Manager 
¢ and Maintenance 


Dear Mr. Van winkle: 


For 21 years, Factory vanagement and maintenance has been an 
ideal advertising medium for Morse Mechanical Power Transmis~ 
sion products. 


our gavertising objective is to present worse products in a 
manner that will attract favorable attention from an entire 
cross-section of industry» and stimulate thinking in terms of 
Morse and Morse products. 

idgerable thought was giver to choosing publications which 

gsure proad, rtant industrial coverage pecause ° 

the rohibitive expense involved gin using every publication 
available to reach all prospective customers. 

Factory management and Maintenance, reaching as it does the 
men who influence the purchasiné ° materials and equipment, 
s one choice which we fee as accomplished a great deal 

neiping us attain our aavertising aims. 
yours very truly, 


MORSE CHAIN COMPANY 


R. J. HowisoD 
General Sales Manager 
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MORSE 


MECHANICAL 
| POWER TRANSMISSION 
| PRODUCTS BW 
"Seen enamemen iene 
--- reaching 
---the men who influence 


the purchasing of materials and equipment 


Here is a real record of continuous help for distributors. Read the Jetter 
at the left. This tells of the kind of advertising support that makes a line 
worth carrying. 


According to Mr. R. J. Howison, General Sales Manager, Morse Chain 
Company—“For 21 years, Factory Management and Maintenance has 
been an ideal advertising medium for Morse Mechanical Power Trans- 


mission Products. Our advertising objective is to present Morse Products 
in a manner that will attract favorable attention from an entire cross- 
section of industry, and stimulate thinking in terms of Morse and Morse 
Products.” 


The use of FACTORY for this advertising is strong evidence of the recog- 
nition of the importance of the Plant Operating Group in the manufactur- 
ing industries. This group is the heart of multiple influence buying. In 
this group are the men behind the orders, the men the distributors’ 
salesmen can’t always see but who are powerful buying influences in the 
purchase of materials, equipment and supplies, and the men who read 


FACTORY. Sell these men and you've sold your product. 


FACTORY has more paid subscribers in the Plant Operating Group than 
any other monthly business magazine serving the manufacturing indus- 
tries. Outstanding readership is proved in survey after survey and this is 
why alert distributors welcome advertising in FACTORY by the manufac- 
turers whose lines they carry. 


mince: [AGM MOler 


examine FACTORY more closely — 


to see for yourself why so many of MANAGEMENT AND MAINTENANCE 


your customers look to it for help 
on their daily jobs — we'll be glad : 
to send you a complimentary copy. ABC ABP 


A McGRAW-HILL PUBLICATION 
330 West 42nd Street, New York 18, N.Y. 
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-+-lts 32 ALunpuM 


The Sensational New Abrasive That Is 
Increasing Business for Norton Distributors 


he ability of 32 ALUNDUM abrasive to cut costs on 

tool, surface, cylindrical, centerless and internal 
grinding is making it a real business getter for Norton 
distributors. 


32 ALUNDUM abrasive is entirely different from any 
other abrasive—made differently by a unique Norton-de- 
veloped process. There’s no crushing to size—each grain 
forms in the electric furnace as a single complete, multi- 
pointed crystal. The result is a wheel that’s sharper— 
that cuts both faster and cooler. 


And the grains of 32 ALUNDUM abrasive are over 99% 
pure fused alumina—no non-cutting slag or pores. This 
means greater resistance to dulling—fewer dressings, 
longer wheel life. 


Exclusively Norton 
32 ALUNDUM grinding wheels are exclusively Norton — only 
Norton distributors have the cost-cutting advantages of this sensa- 
tional new abrasive at their command. 


NORTON COMPANY, WORCESTER 6, MASS. 


W-1219 


"NORTON ABRASIVES 


NORTON COMPANY, WORCESTER, MASS., New York, Chicago, Detroit, Cleveland, Philadelphia, Pittsburgh, Hartford, Denver, Los Angeles 
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Legions of Men Who Measure—expert craftsmen 
—have made this nation the envy of the world. 

Tapes, rules and precision tools in the skilled 
hands of engineers, artisans and mechanics have 
made possible our highways—our motor cars—our 
homes filled with mechanical marvels. 

During the past half century of our sky-rocketing 
industrial progress, the majority of ‘men who measure” _ MEASURING 
have depended upon Lufkin to bring to their work ei + 48 TAPES 
truth in dimensions—the very basis of precision and q ; ge eet ae ay 
quantity production. Industry’s continuing demand for b ESP RS. ot $ boa ee 
greater precision has been met by Lufkin with tools to j 
meet the craftsmen's needs. 


Confidence in Lufkin is a deserved tribute to their un- 
ending search for finer and still finer methods of producing 
dependable, accurate measuring instruments. These now 
total over a thousand types and styles, each one designed 
for a particular use. 


The name of Lufkin is placed high among the nation’s 
great industrial leaders—a name to be preferred 
when you sell instruments for precision measuring. 


THE LUFKIN RULE COMPANY 


Saginaw, Michigan 


PRECISION TOOLS 


ACCURACY OF MEASUREMENT IS THE KEY TO PRECISION 
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Although he never calls on a custom- 
er, this technician helps sell quality- 
controlled Hewitt Hose and Belting. 
His craftsmanship—and that of hun- 
dreds of other workers like him— 
helps build customer confidence in 
Hewitt products. That confidence is 
an important reason why even the 
most demanding users specify Hewitt 
Hose and Belting year after year. 


These users know that nearly a cen- 
tury of Hewitt experience in pioneer- 
ing industrial rubber products stands 
behind every Hewitt Hose and Belt. 
They know, too, that Hewitt offers 
them a complete line of improved hose 
and belting. 

Remember, as a Hewitt distributor, 
you also offer your customers the 
sound engineering advice of trained 
Hewitt field technicians when hose 
or belting problems arise. 





One of your star salesmen 


Check the panel at the right for the 
profitable advantages you enjoy with 
the Hewitt franchise. You'll see in- 
stantly why Hewitt enjoys such long 
and pleasant association with major 
distributors! For further details write 
Hewitt Rubber Division, 240 Ken- 
sington Avenue, Buffalo 5, N. Y. 


HEWITT 


BELTING 
AND HOSE 





HEWITT RUBBER DIVISION 
INDUSTRIAL HOSE e BELTING @ PACKING 








6 reasons why you can profit 
with Hewitt Hose and Belting 


1. Customer confidence. Preferred 
by many of the largest and most 
particular users for generations, 


2. Advanced engineering. You 
benefit by nearly 100 years of 
Hewitt experience in developing 
improved hose and belting. 


3. Top quality. Quality control in 
every step of the manufacture of 
Hewitt Hose and Belting gives 
you a big sales advantage. 


4. Complete line. As a Hewitt 
distributor you offer an outstand- 
ing product for almost every 
hose or belting need. 


5. Technical service. A skilled staff 
of Hewitt field technicians is as 
near to you as your telephone. 


6. National advertising. Hewitt 
supports you with a steady flow 
of sales-stimulating messages in 
leading business papers. 


HEWITT-ROBINS @: INCORPORATED 


INDUSTRIAL DISTRIBUTION © JANUARY, 1949 


A PRODUCT OF THE WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 
EXECUTIVE OFFICE—500 Fifth Avenue, New York 18, N. Y. 


WIRE ROPE SALES OFFICE AND PLANT—Palmer, Mass. 


Wickwire’s modern rope machines (some of which twist as 
many as 46 wires into strand in a single operation) operate 
at tremendous speed. Yet, if a single wire breaks or if the 
wire in a spool runs out, the entire machine comes to a 


dead stop in less than six seconds. 


When the sensitive automatic electric controls and air 
brakes have brought the strander to a stop, the wire ends 
are micro-welded by a skilled operator, who subsequently 
anneals the weld to restore its original toughness and 
ductility. Such thoroughness is your assurance of the 
uniformity and perfect construction, necessary if a rope 
is to deliver the utmost in performance, safety and long life. 

Wickwire Distributors and Rope Engineers in key 
cities everywhere are ready to help solve your wire rope 
problems and to supply the type of rope that best meets 
your requirements. Wickwire Rope is available for prompt 
delivery from strategically located warehouse stocks and 
is supplied in all sizes and constructions, both regular 


lay and WISSCOLAY Preformed. 


WICKWIRE 


Strander stops automatically when broken 
wire contacts conductor rod. 


HOW TO REDUCE ROPE COSTS 
AND PROLONG ROPE LIFE 


Thousands of wire rope users have 
found that the information packed 
in the pages of “Know Your Ropes” 
has made their work easier. It’s full 
of suggestions on proper selection, 
application and usage of wire rope. 
It’s easy-to-read and profusely illus- 
trated. For your free copy, write— 
Wire Rope Sales Office, Wickwire 


Spencer Steel, Palmer, Mass. 








E SUBSIDIARIES 


SALES OFFICES— Abilene (Tex.)- Boston+ Buffalo» Chattanooga» Chicago + Denver + Detroit» Emlenton (Pa.) + Philadelphia Tulsa » Fort Worth* Houston * New York 
PACIFIC COAST SUBSIDIARY—The California W're Cloth Corporation, Ocktond 6, Caurornia 
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A “MUST” FOR YOUR TRAINING PROGRAM 


THE NEW STARRETT MOVIE 


“THE TOOLS AND RULES FOR PRECISION MEASURING” 


FEATURING 


Highlights in the history of precision meas- 
uring 


New Tools and Instruments just introduced 
by Starrett 


Precision Measuring from basic rules to 
latest precision methods 


New, simplified instruction: How to use and 
read the Micrometer and Vernier 


AYiclilelelac Mes maa-\aitie)i) 


> MECHANICS’ HAND MEASURING TOOLS AND 


PRECISION INSTRUMENTS* DIAL INDICATORS 


| STEEL TAPES + HACKSAWS AND BAND SAWS 


PRECISION GROUND FLAT STOCK 
Buy Through Your Distributor 


Here is a motion picture of vital interest to shop executives, 
mechanics, apprentices, vocational students . . . and to everyone 
who sells to these major buyers and users of Starrett Precision 
Measuring Tools. Tells the absorbing story of precision measur- 
ing in 30 interest-packed minutes . . . how precision tools control 
quality in mass production . . . showing the latest methods and 
equipment in practical use. This inspiring, educational film is 
a “must” for your sales training program . . . a “natural” for 
combined selling-entertaining to customer groups. Arrange 
today for your free showings. Fill in the coupon. Mail it today. 


EG 


THE L. S. STARRETT COMPANY 
ATHOL, MASSACHUSETTS 
Please arrange for our free showing of the new Starrett Movie 
Type of Group 
PG a Abas ceucdaewewaeds see Natweteneecenea ecesiens ° 
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STEAM LOCOMOTIVE 


aol ay Taye ONE 


Cotter pins! Here’s one 18 inches long that weighs over two 
pounds. Again—there’s a box of 1,000 that weighs a little 
over an ounce. Everyone knows some of their uses. No 
one knows them all. 











@ AMERICAN CHAIN makes cotter pins in two basic styles, Pa 
Acco with extended prong or even ends and CAMPBELL ae 
which is self-spreading. There are over 

400 variations of size, type and mate- 

rial. The materials are steel, stainless, si 
brass, bronze and monel. Although pro- i ~ 
duced by the million, each pin is as | 
straight and as accurate to size as 
though individually made. Se 


e@ Look to AMERICAN for all types of 
electric welded and forge welded chain 

—weldless chain made of formed or ty es nga 
stamped links—a complete line of fit-  Weldless a bop. 
tings, attachments and assemblies—  4”"27,0an Crain. 


repair links. since 1924, 


Buy AMERICAN—the COMPLETE Chain Line 





ay ¢o York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, : a i iy 
Va Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. Me 


de. AMERICAN CHAIN DIVISION 
XZ AMERICAN CHAIN & CABLE 


CA 
MARK cf In Business for Your Safety maf 
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